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The salesman is nalu- 
rally in closest touch with 
the retail shoe merchants 
of the country and when 
they make a general esti- 
mate of conditions it is 
bound to be pretty nearly 
right. The boys this sea- 
son have found stores to 
be in a healthy condition 
with merchants buying 
heavily to keep pace with 
unprecedented demand. 

The high cost of leather is so well understood by the merchants that little 
objection is made to advancing prices. The merchants are getting better profits 
than usual and the country over the average is 40 per cent. 

Nearly all the advance orders have been placed and prosperity looks to be 
scheduled for quite a run. 

In the South there is plenty of money and the best index of this is the fact 
that automobiles are becoming plentiful amongst the colored population. The 
degree of service rendered by the traveling men this season well exemplifies the 
principles the National Shoe Travelers’ Association stands for. The mer- 
chant who has had confidence in the judgment of the salesman in former seasons 
certainly reaped the benefit this year. 
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Secretary National Shoe Travelers’ Association. 
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Shoes Are Worth Every Cent Asked—-And More 


=S.\))EEP ever in mind the term shoe mer- 
chant; emphasize it in all your con- 
versation; make it an ambition to 
live up to the name,” this is what 
William H. Laird of Pittsburgh had 
to say in the discussion of the first 
paragraph of the new constitution 
of the National Shoe Retailers’ Association. 

Surely the term is one worthy of general adoption— 
for as sure as dollars are easier to get than the shoes 
you have ordered, the man selling shoes today, wher- 
ever he is, comes closer to meriting the title than 
ever he did before. 

Example after example can be cited of men who 
have had “‘the courage to venture into trade’’ (which 
is the definition of a merchant). A dozen names can 
be mentioned. of men who are today merchant- 
princes, men who would not swap places with any 
shoe manufacturer in the United States. 

We emphasize these optimistic points so that in 
the holiday season every shoe merchant in America 
can get into the spirit of selling real footwear for 
gifts and for utility. The deserted shoe store at 
Christmastide will be found no more if the shoe 
merchant gets himself into the mental attitude of 
the real day in and day out merchant. 

Now on the merchandise you are selling—we have 
said it for years—the shoe is an article whose intrinsic 
value is many times greater than the price asked if 
measured by the standards of any other article of 
wearing apparel. 
the same asking price. Contrast the salesmanship 
displayed in selling each. Contrast the service 
rendered. 

For too long has the shoe trade thought of cost of 
ingredients and forgotten to ask a price for the 
“‘brains’” expended in designing, making and mer- 
chandising footwear. 

Now the merchant in you will be revealed in a most 
satisfactory manner if you heed the following caution: 

“The Recorder’ has ample evidence that mer- 
chants all over the country are paving the way toward 
a reduction in volume of cut-price selling the first of 
the year, if not towards the complete elimination of 
the clearance. A majority of the retail shoe mer- 
chants today are moving old stocks at profitable prices, 





Just contrast a hat and a shoe at. 


which in other days would be sacrificed on the bar- 
gain table. That merchant is taking an absolutely 
avoidable loss who does not understand clearly that 
shoes today possess a high, intrinsic value without 
regard to style and that the style element is the 
thing that has raised the selling of shoes from a 
mere re-handling at little profit to a real merchan- 
dising proposition. No longer is the distributor of 
footwear to the public a retailer; he is and must be a 
real merchant if he is to keep in the game. 

If you are not moving all stocks at a profit today, 
get busy, and when clearance time comes you will 
find yourself in the happy possession of an adequate 
profit instead of the record of a clearance style-loss 
as in others years. 

The clearance is unnecessary, 
unprofitable. 


uneconomic, and 


A Time for Vigilance 


At this time, and for the Winter, “On guard” 
should be the word, with the legislative committees 
of all shoe associations and organizations, local and 
national, in all branches of the trade. For congress 
will soon be with us, also 48 legislatures, all of them 
supplied with crankism on mercantile matters, and 
liable to radical action. In fact, each and every mem- 
ber of the shoe trade should consider himself a part of 
a general “vigilance committee,” for the common 
welfare. 

Among gamblers and other law-breakers, the word 
is sometimes passed, “lay low; the grand jury is in 
session!” And a period of caution supervenes. It is 
discreditable to American common sense that it has 
become necessary for legitimate, honest business to 
adopt a paraphrase, as above outlined, and to say, 
“‘Be on guard; the legislature is in session.”” That it is 
necessary, experience has demonstrated, for a large 
amount of unintelligent legislation appears to be based 
on the theory that engaging in business is a crime. 

The shoe trade never asked any special favors; but 
it has been compelled more than once to defend itself 
against misguided assaults, against legislation which 
would injure the consumer as much as the merchant. 
This is the t me of year for small calibered statesmen 

(Continued on page 48) 
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1917, can be well determined at this date for style experi- 
ment has given way to style acceptance. Salesmen report 
that fully 90 per cent of their business for Spring has already 
4 been placed. 
li The retail trade has enjoyed a measure of prosperity the like 


1 \ t of which it had never experienced before. 
In an unusual season such as 


this it is difficult to cite any one 
style which sticks out above the 
rest in point of popularity. In a 
season wherein demand exceeded 
supply the merchants found it pos- 
sible to merchandise all styles and 
practically all colors of footwear. 
Looking forward to Spring, 1917, and taking into 
consideration the heavy orders already placed, boots 
must be given premier position. S 


ITH Easter April 8th, and that festival occupying a 
most important date in the shoe merchant's calendar 
the sale of boots up to that date is strongly urged. Boots 
today are made so light and attractive that they can read- 
ily sell for wear up to June Ist. But don't forget the 
seasonable footwear for Summer is low—pumps, colonials and oxfords. 

Notwithstanding all the efforts of designers of dresses for 
women in Paris and New York to bring about. a lengthening of 
skirts the “Recorder” campaign “‘short skirts are youthful” still 
holds the center of the stage and merchants can expect next 
Spring skirts at least six inches from the ground. In furtherance 
of this campaign one of the song hits of New York State today is 
“They are Wearing Them Higher in Hawaii,” And by the way, 
speaking of Hawaii, have you seen the latest slipper of leather 
tanned in the same orange color as the Hawaiian necklace which 
Ukulele players invariably wear? Also the Hawaiian anklet. 


Y emphasis of “Recorder” leadership in the delineation of 
style we bring you back to our issue of September 2d, the 
Advance Style Number -when we cited the following: 

1. With the practical exhaustion of pattern design, look for 
a tendency towards simpler, plainer effects. 

2. Changes in heights of tops and character of lasts will predominate _|I |} 
over new effects in designs. li 

- 3. In materials colored suede will be strong; buck will be a big feature 





Tis dominant style features in women's shoes for Spring, 
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in the better grades: while many high style, exclusive lines will continue 


to feature kid for its glove-fitting quality. 
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'. The radical and extreme pattern is dangerous at a 





















4. Whites overwhelmingly first—look for the darker tones in 
grays and browns as the season's color favorites. For novelties, 
mustards, purples and ivories. Black kid the great staple 
leather. 


HE styles we illustrate in this section are the latest style cre- @ 
ations and description of same individually is omitted for 
today merchants are the real style §& 
builders and usually determine the = “%mo=== . 
types of leathers and mate- 
rials they desire. 

These points emphasize the best features for Spring _-.4 
1917. Look for all black kid boots in simple patterns 5 
to fit snug. First novelties, kid and gun vamps with ‘® 
gray and Nubuck tops. Boots of all brown, all gray or 
all buck. Dark tan calf boots, almost brown, with 
buck and Nubuck tops. High cut white fabric boots 
a strong Spring feature, but few white kid lace boots. 
Colored kid and calf in new shades of a 9 and 10 inch 
height boots will almost invariably have heels of the 


Louis type. 





r low footwear the plain pump in black kid, patent 
and gun metal, following the idea of the smart tailored 
effect. Be sure you select your tan colors correctly 
Choose the darker shade. Go carefully on low cut novelties and colored kids until later 
in the season. Don't buy big tongue colonials. 

Oxfords for Spring in black kid, gun and brown, 
promise to have some popularity. Lower heels on 
these for the moderate heel type of footwear, particu- 
larly the low Louis is a tendency of the day. 

On sport footwear be careful on what you select. 


time when the price per pair is so high. All white or all 
tan is safest except in stores catering to the Palm 
Beach trade where more elaborate patterns are usually 
in demand. ; 


LLOWING Easter look for distinctive types of 
low footwear. Already the indication is that there 
will be some demand for oxfords particularly in white 
and solid colors as the oxford is too small to permit of 
great use of combination. Pumps will lead and 
straight colors are the only safe bets. Blacks and 
whites and browns will lead in low footwear.. The biggest season on white 
fabrics in the history of the trade is anticipated. 
As we previously said, the day of cloth is coming. It is natural for cloth to fol- 
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low buck and certainly buck has had an unprecedented sale. In 
emphasizing cloth we refer you back to our issue of June 10th, 
when we said ‘a most acute shortage inleathers, co-ordinated with 
the subjects of materials is the subject of economic pressure. All 
branches of the trade emphasize the scarcity of leather and other 
materials entering into the construction of shoes, there is every 
reason to believe that a stringency is not far off. A dictator, if there could be 
such military authority in this country, would under the circumstances say: 
“turn to the materials which would most -effectively remedy the situation. 
He would say, cloth, cloth and more cloth. If it is relief you want, use cloth.” 


seta, 


At this writing we can happily say that 
our caution has been heeded and that men 
who “think in advance’ have been endeavoring 
to educate the public to cloth. The use of cloth 
has got to come to permit of production due to 
demand. 

In this our holiday number we feel that the in- 
terjection of a few of these past style predictions of 
ours is timely and warranted, and what we quote 
from former issues comes from conspicuous parts of 
the editorial sections of these numbers and usually in 
bold face type. : 


E feel like emphasizing also what we said in our 
issue of April 22d, when everybody in the trade 
looked to the Fall season for a continuation of light 














colored leathers. We authentically said dark colors 
are the rule for street wear in suits and dresses. 
It should be emphasized that the colors chosen for 
shoe tops;must be dark, and medium dark shades of 
African brown will have second place in dress goods. 
Dark rich shades in Burgundy, plum and green will 
be the high novelty Winter colors in dress fabrics. 
COLOR IS TODAY THE DOMINANT STYLE 
FACTOR IN WOMEN'S FOOTWEAR. 


HE need of the retail trade today is some one 
or more distinctive styles in low cut footwear, 
either a pump or colonial or even an oxford.. A shoe 
to loom up as having within it some meritorious 


feature to appeal to a large number of people. The low shoe has a 
legitimate place in Summer footwear. The reason the boot has taken 
so well is due to the fact that short skirts have been the vogue and ankles 
often are not the prettiest without leather tops to hold them. Then 
too, makers of boots have reduced the weight and made them not uncom- 


fortable for all Summer wear. 
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ml WN From our Paris Office, 2 Rue De Italiens, November 15, 1916. 


i) ARISIAN styles, 
H “An increased length in skirt has been predicted for 
, considerable time in Paris. As yet, however, no 
HII] \ appreciable increase in the length of skirts worn has been 
noticed. 
« General tendencies in shoe styles are for the high shoes 
i“ with black glazed kid or of black patent leather toes and col- 
ored cloth or buckskin uppers. Buckskin uppers are smarter 
than cloth but owing to the scarcity of this leather and the raise 
in price, cloth top shoes are being used to considerable extent. 
White topped shoes are less in favor than formerly though some 
few models in navy blue glazed kid toe and heels, with white kid 
uppers are being worn. 


























ABARDINE twilled mixtures and broadcloths are all in 

use. In button boots the buttons generally match in color 

the uppers. Little or no use of the staple black shoe button is 

seen with novelty boots with colored uppers. Four hole natural 

colored buttons or buttons with deep sunken centers are 
\ 





occasionally used on boots with gray or tan colored gabardine 
uppers. 


HE high, side laced, princess boot of buckskin in light colors with buckskin 

covered heels and with tips of perforated patent leather is a strong note here at present 
Often this tip extends an inch or two upon the front seam finishing in a rounded tab end or 
in a three leaf motif. 

The cothrunes launched during the reign of the tango are again being brought forward. 
New models of this description are made in bronze leather or in black patent leather and 
are used for wear with street costumes. The newest model in cothrunes are higher than 
those formerly worn consisting of from nine to twelve eyelets. 











ERY little radically new has thus far been shown in shoes in 
Paris. The cut remains about the same, namely: vamps medium 
short with medium pointed toe and high Louis XV or military heels; 
heels are possibly less high. Low shoes are conspicuous and are worn 
for all occasions, street, house and evening. Evening slippers con- Za fr S 
A i P G2 Ai) 
tinue to be made of elaborate brocades with costly buckles and intri- Z x | 
cate tongue decoration. The colonial evening ties in gold brocades Min 
for instance are being shown withmassive oval buck- 
les in rhinestones slipped over a full puffing of matching satin edged with fur.” 


ecacesutdecssce 


HITE boots will sell better than ever in 1917. Else some of the wisest men 
have made the poorest guess of the century. White boots will sell earlier 

in 1917 than in any former year. 
There are white boots for dress, for walking, shopping and skating, and 
| 

I 

! 

| 





for dancing, too. There are more white boots than ever. And there is a 
greater variety of styles in white footwear, too. 
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HAT the younger set is wearing today, the tendency in dress 
demand is largely in favor of rich colorings such as burgundy, 
gold, bronze, Havana brown, mahogany and oxford, with a fair j 
sprinkling of navy and black. A few of the younger set 
have taken up the brighter shades such as sulphur, absinthe, ! 
copper and mustard. With the darker suits the shoes of 

a corresponding character are worn—dark gray, brown, bronze, i 

tan and sometimes black. The vamps are frequently of 
patent leather or black kid, with the uppers of suede or j 
cloth in one of the neutral shades. Tan calfskins are noted i 

on many young women who are wearing strictly tailored suits ! 
which are now so fashionable. The very loud combinations 

i 

! 

i 

1 

i 

| 

I 

| 

1 

i 
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are absolutely tabooed by good dressers. 





HITE tops with patent leather vamps, or black ponnoy 

patent leather vamps with champagne or gray —— 
are being worn with lighter suits. Entire shoes of 
gray and tan kid or suede are also favored as an 
accompaniment to suits or tailored dresses. All 
black shoes are more in evidence than they have 
been for some time. For street wear they are often 
of black calfskin and are laced, suggesting the reg- 
ulation walking boot. Others are somewhat more 
dressy and have vamps of patent leather with tops 
of cloth or suede. Entire shoes of black suede are 
worn at afternoon teas and at informal dances and 
dinners, and black satin shoes are seen occasionally. 





ae 
Feo angek the social season is now at its height many women are beginning to think 

of their sojourn to the South, which will take place immediately after the first of he year 
or by the first of February. The clothes worn at these Winter resorts are particularly 
adapted to warm weather and are therefore in white and light 
colors suggestive of spring and sunshine. It is expected that 
all the popular out-door sports will be indulged in at these re- ‘\° 
sorts, and that tennis, golf, horse-back riding and hiking 
will be taken up not only by the younger people but their 
elders as well. This will call for sport clothes for morning wear 
and shoes to correspond. White buck and white canvas are 
again being shown for women who are going South, many 
being trimmed in colored leathers to correspond with the 
color of the costume. When the all-white shoe is selected the 
stockings are usually of bright colored 
silk of the same color as the sport cos- 
tume, or the trimming of the hat or belt, 
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In social season footwear, look for ornateness--in regular shoe wear, 
simplicity and solid colors. 
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 Balid te ny = pDtyles: in Masculine Soolwear : 


HE time has come for men to put more style in 
, their footwear. - The effort has already been made 
lh in the sale of boots for Christmas wear, but the 
. manufacturers of men’s shoes have not put in the same 
q thought as to proper color combination that the 
makers of women’s shoes have evinced in past years. 

The spirit of try, try, try again is to be recommended. 
The tendency towards ornamentation is greatly ap- 
parent in boots and oxfords for Spring wear. The lasts 
are usually based on the English model, the edges are 
trimmed close, and the styles have most excellent fitting 
properties. The decoration within the leather 

itself in the shape of perforations, stitchings and 

foxings based on sane lines, in sure safety in 
shoe stocks. 


















S an indication that more style is to 
come in men’s footwear, observe the 
fashions in men’s attire planned for next 
Spring. The cut of men’s clothes will be 
more radical. Surely prosperous times indicate the appear- 
ance of fashion in men’s costuming which undoubtedly will ’ 
have its effect upon the shoe trade. Trousers are to be 
more tight fitting and cuff bottoms are not so apparent. 
For the young man who can wear clothes the Spring attire 
promises a combination of grace and comfort and an ac- 
centuation of the lines of the figure. The sartorial artist 
of today is coming into his own in men’s clothing and his 
| | mandate: “‘Snugger fitting trousers with narrower bottoms” 

















implies better style and better workmanship in men’s footwear. 
if In these pages we illustrate styles for dress and street 
I wear and also for sport wear. It is quite the thing for 
men to buy extra pairs of shoes for golf, tennis and other 
sports and this tendency should be increased by the 
showing of more attractive styles. 


































for the shapes that have been found good fitters 
are re-dressed with more ornate pattern—still retaining 
the good features of the original shoe. 





| 

| | 

Ii 

: ADICALISM is not a feature of advance season lasts 
| 

| 

| 

| 


The idea of a new set of lasts each season in 

| men’s trade has been discouraged. The Ameri- 
: canized-English last, flat tread, medium low heel 
is the leader today. The shapes also in- 
crease in ball measurements to the style = 
of high toe short vamp which is good in many sections of the country. 
Look for color combinations in men’s shoes for early Spring. 
Fancy grain leathers with morocco and pig skin effects either 
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embossed or in the real are on the increase. The leathers. 
for men usually have a hard finish and therefore buck 
uppers will not be so much apparent. 





EN now find a need for expression in distinctive 

clothes, and it is the hope of the trade that shoes 

will fall in line in the toning-up process. Of late years 

men have worn boots way into the season and if a con- 

certed effort is made to push oxfords for summer wear 
many extra sales will be made thereby. 


UTTON boots for men have had a surprising call. 
There is every indication pointing towards smart but- 
ton patterns for Easter wear. 
The big stores throughout the 
country are featuring button 
boots for men in blacks and 
browns as well as in cloth tops. The use of perforations, 
pinking and stitching is on the increase with new tips and 
new seam lines more ornate than ever. ; 

In buying men’s shoes at present high prices 
look to the details of shoe manufacture and 
see to it that you are getting workmanship in 
keeping with the price. The error of many 
manufacturers is in cheapening the incidental 
parts. We had an example of a pair of Cor- 
dovan boots at $12.00 being fitted with eye- 
lets which turned color and laces with tin 
tips, and a cheap lining. 

EEDLESS to say the customer remembers the poor features of the shoes as 
they prove themselves in wear and gives no thought whatsoever to the high 
price of the leather used therein. In a season where demand exceeds production 
there is this danger of slighting details which 
may be detrimental to the future trade of the 
store. 

Contrary to the belief of many merchants, 
the manufacturer has no desire whatever to 
increase the selling prices, on the contrary, 
realizing that every increase of price brings 
about a corresponding decrease of consump- 

tion, he does everything hu- 
manely possible to maintain 
prices at the lowest level 
+ which the main factors of 
production, the cost of raw 
materials and labor allow him 
to do. 
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that distinctive footwear for each activity, be it out- 
door or indoor is the rule rather than the exception. 
For tennis, golf and participating sports a merchant can 
with safety carry a stock of specialties. For baseball, foot- 
ball, etc., it is preferable that merchants co-operate and 
designate some one shoe store as the center for such cus- 
tomers to go to. On the general subject of sports we will 
have more to say in later issues. In consideration of season- 
able interest in outdoor activity we put the story in the 
words of our New York fashion expert. 
Much interest has been given to horse-back rid ng this 


Sita has become so great a part of American life 


Fall, due to the unusually delightful weather, and many smartly dressed women and trimly 
clad men have been noted in the park during the past month or more. The young women 


who rode their own horses at the 
for their*good taste in dress. The 


as to the color of the riding-c-oot—some prefer black and others pre- 
fer tan. Simple style of boots are favored in most instances, 


many riders prefer the top of 


leather which gives them more freedom. The 


English riding boot made very s 


a man’s riding boot is considered very smart as 
it carries out the masculine idea so necessary 


for a correct riding outfit. 


HE continuance of pleasant weather has also \ 


made it possible for men 


indulge in golf, hiking and other out-door sports, 


and for women the 


mannish laced boots of black or tan 
Russian calf for wear at the golf links 


and tennis courts. 


Horse Show were also conspicuous 
re seems to be a diversity of opinion 


the boot of soft 








milar to that of 


and women to 


call is for smart, 





The low flat 

heel and wide easy toe which is trimmed with 2 or 3 
rows of perforations is still being accepted as a smart 
shoe for sport wear. 


OW to get out the size stick of fashion, and to 
measure the drift of styles in footwear, as they 
are these days, and as they may be in the future: 

Boots are the favorites of this year of 1916. Here 
are figures to prove it: 

A maker of men’s shoes, of fine quality, averaged pro- 
duction this year of 85% boots, and 

15% low cuts. 

A maker of women’s shoes, of fine O 
quality, produced this year 95% boots, 
and five per cent low cuts. The turn 
of style therefore, would naturally ; 
mean more low footwear for 1917. 
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Number One 

This week’s window suggestions come at the most 
appropriate time for the holiday season, and embody 
attractive treatments quickly worked up. Num- 
bers One and Two can be used as companion win- 
dows for stores with this type of front, or can be 
adapted to any ordinary form of window con- 
struction. 

The background of number One may be of com- 
position board panels or your regular window back- 
ground. About 20 inches from the floor a narrow 
shelf for shoe display is placed, and above and be- 
low this shelf are placed two different holiday 
friezes each about 20 inches wide, obtainable from 
the stock of any decorative paper house. Against 
the background and resting on the shelf are pillars 
of composition board strips either square or bent 
D2 ve Lor round, and twined with holly. Christmas wreaths 

RRR : can then be placed as indicated, with evergreen 
festoons between. . 

The display units shown, consisting of crossed 
Number Two hockey sticks, and a miniature rink with a glass 
surface backed with white paper and Christmas 
TPE TERNS ASN ey 7 a frost, add to the proper atmosphere. 
yy saptcnibiocen fs a i Number Two is also built of composition board, 
pram, oe with a window placed on the right of the back- 
i ground over which a Christmas decoration may 
be hung. The fireplace is easily constructed of the 
same kind of board, and should of course be made 
realistic by the use of colored lights. With warm 
toned rugs a bookcase and a Christmas tree, a 
home interior is created as the basis of a shoe display. 

The Third window is edged at the front with 
holly while steps are built up to the back and sides 
is Ty, / to provide for an attractive shoe display. The 

ml mM MPL ta LUMO 5 background panels can be obtained already décora- 

MM MQM Ty, PATO —» 7]. ted from fibre board companies or can be done by a 

of > ; ‘ local artist. Supplementing this with a Santa 
Ay, Claus figure carrying a bag overflowing with shoes, 
Number Three that will hold attention. 
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and with two Christmas trees, a setting is provided 
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Number One 











Are you giving your stock 
every appropriate surround- 
ing that will make it at- 
tractive and salable? Are 
you properly and forcefully 
telling your community of 
the splendid and lasting gifts 
that you have for sale? Pro- 
ducts Properly Pushed Pro- 
duce Profits. Try Number 
One in your window. 

Holiday themes in show 
cards such as are shown this 
week can be worked up effec- 
tively and with minimum 
labor. Illustrative of the 








or Sister, Brother 
and Best Friends! 


1: Beautiful Practical 


Pleasurable 


: cnarene 


Bot (B50 GhHGSo 


ly used to advantage. It 
consists of a white, buff 
or silvered card with fairly 
large outline letters in black 
or blue. Inside the outlines 
holes are punched, after 
which the entire card is 
backed with a sheet of red 
tissues. After putting on 
sides and a back, forming a 
box to concentrate the light, 
one or more electric bulbs 
can be inserted, thus mak- 
ing a forceful card by day 
and an illuminated sign at 
night. 








value of newspaper or maga- 
zine clippings to the ingen- 
ious card designer is the 
silhouette of the skaters shown in Number Two. This illus- 
tration is balanced by other decoration as shown, and lettered 
as indicated. Executed in blue on white or silvered 











stock, the effect can be fur- 
ther enhanced by covering 


the remaining white surface 
with glue and while wet 


sprinkling on it Christmas 
frost powder to add _ bril- 
ARE PRACTICAL 


pebbled stock with letters 
in white outline, and the 
letters covered with ‘“‘frost”’ 
as before. 

Number Three illustrates 
a window card idea frequent- 














be varied by using colored 
Number Three 


Number Two 


The fourth suggestion 
avails of recent illustrations 
in “The Recorder” which 
furnish the theme. The phrasing and layout are de- 
signed to make a layout in proper balance and convey 
the message in the strongest fashion. 

Various treatments of this 





layout which occur to the 
show card man may be used 
to enhance the effect of the 
card, particularly in the use 
of two colors. 

There is a wealth of show 
card material available in 
your own town which, with 
“The Recorder” instructions 
and ideas, can be used to 
make your window cards 
the most notable in the 
locality. 


NARRAR 
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Number Four 
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Planning the Cincinnati Convention 


Executive Committee 


the country present at the executive meet- 
ing of the National Shoe Retailers’ Associa- 
tion held at Pittsburgh, Friday, November 
25th, plans were made for a most har- 
monious convention in Cincinnati, January 
8, 9 and 10. 

The fact that the constitution was discussed 
paragraph by paragraph and unanimously passed, tells ade- 
quately of the unity of spirit of the men present. Presidents 
from the Western Associations, who were formerly linked with 
the movement for a Western division, now express their en- 
thusiasm for a united national under the stimulus of progressive 
principles. 

Emphasis was placed on the changing attitude in the industry 
towards the position of the man who sells shoes to the consumer 
and it was voted to emphasize the term “‘shoe merchant” and 
identify his service with the high ethics that name suggests. 

We are giving herewith one or two of the paragraphs of most 
vital import and will send to any merchant desiring the same 
a full copy of the constitution. 


yjiTH representatives from every section of 





For Shoe Merchant’s Betterment 


The purposes of this Association are as follows: 

To promote the dignity of shoe merchandising by the elevation of its mem- 
bership to a higher plane; to improve the ethics of the craft by adopting and 
maintaining wholesome standards of merchandising practice; to encourage 
contributions 1o the science of shoe retailing in the form of books, lectures, and 
publications; to stimulate organization everywhere, having for its main pur- 
pose the uplift by education of the retail shoe merchants of the United States; 
to encourage friendship in the trade and to encourage the members to better 
the ideals of the craft by educational methods; to discourage and eliminate 
fraudulent exploiters in the shoe trade; to amalgamate the local, state and 
group of states associations into a central body so as to give the retail shoe 
merchant a united voice; to secure freedom from unlawful and unjust exactions; 
to protect its members from unscrupulous and dishonest employees; to pro- 
mote and enlarge more friendly intercourse between its members and to co- 
operate with all who desire the welfare and betterment of the shoe trade. 


Article II—Membership 


Membership in this Association shall be as follows: 

A. Duly organized Shoe Retail Associations of recognized standing may 
become affiliated at a per capita cost of one dollar per member. 

B. Any individual, co-partnership, corporation or manager of a shoe depart. 
ment engaged in the selling of shoes at retail, shall be eligible for membership 
on the payment of five dollars annual dues. 

C. Sustaining members, by which is meant those individuals or firms who are 
interested in, and in sympathy with, the objects of this Association and willing 
to contribute to its support for the general betterment of the shoe business 
through the advancement of the retail shoe merchant. 

D. Associated membership: There may be elected to iated b 
ship upon the payment of two dollars ($2.00) annual dues, traveling sales. 
men, representing shoes, leather, rubber and shoe findings industries. 

E£. All memberships shall be bestowed by a two-thirds vote of the Board of 
Directors. Applications for membership shall be sent in writing to the Sec- 
retary. 

F. Only persons included in Section A and B of this article shall be eligible 
to office in this association. 





Article XII—Representation 
i 
Section I. Each affiliated association shall be en:itled to delegates at the 
annual meeting of the Association as follows: 


(a) Each affiliated association shall be entitled to one voting delegate and 
one alternate to all convntions of the Association for each fifty (50) members 
or fraction thereof, and in addition, one (1) delegate at large. 


J. P. Orr of Cincinnati, served as Chairman with A. H. Geu- 
ting of Philadelphia, Secretary, and among those present were 
A. C. McGowin, W. H. Laird, O. M. Sloane, R. D. Brown, A. A. 
Lazarus, Roy Stevens, Carl Schuh, Christian Ludebuhl, Ben 
Jacobsen, James H. Stone and Arthur D. Anderson. 

All of these active workers are highly elated over the unanimity 


Meeting at Pittsburgh 


of ideas on the work of the National for the coming year, and 
they are working hard to make the Convention in Cincinnati of 
exceptional interest in its educational features to every shoe 
merchant in America. 


Protecting the Slater Name 


J. & J. Slater Asks Injunction Prohibiting the Slater 
Shoe Co. and Harry H. Aronson From Using Name 


Voluminous affidavits were filed in the Supreme Court last 
week following the granting of a show cause order issued by 
Justice Cohalan requiring the Slater Shoe Co., Inc., and Harry 
H. Aronson, of 1159 Broadway, to explain the use of the name 
which is owned by J. & J. Slater with its principal place of 
business at 415 Fifth Avenue. 

It is said that the defendants have four stores in Boston one in 
Providence and one in Manchester, N. H., and one in New York 
at the southwest corner of Broadway and 27th street within two 
blocks of the plaintiff’s Broadway store. 

The plaintiffs say that they have a large mail order business 
and that mail intended for them has been delivered to the 
defendants and customers of theirs have complained of the 
poor quality of shoes sent by the defendants to them on the 
supposition that they were dealing with the older concern. 

The court is asked to grant a sweeping injunction prohibiting 
the defendants from using the name Slater in any manner and 
in addition they are asked to submit an accounting and pay over 
$50,000 damages for the losses already incurred. 


The Walking Club Idea 


“‘Why don’t you form a walking club?” asked the 
‘Recorder’ representative of a shoe merchant in a 
certain city. ‘It would help the sale of shoes.” 

-t certainly would, I believe,’’ replied the mer- 
chant. “But I’m too busy selling shoes to lead a walk- 
ing club. I cannot tramp seven miles when I should 
be in the store selling seven pairs of shoes.” 

“‘Why don’t you and some of your brother retailers. 
chip in and hire a man to form a walking club?” 

‘“That’s a good idea,” replied the merchant. “But 
you see, we’re not even organized yet. We should be, 
and we should have a paid secretary who would form 
walking clubs, and do other things for the general bene- 
fit of the shoe trade of our city.” 

A TIME FOR VIGILANCE 
(Concluded from page 37) 
to trot out their theories that “the middleman”’ is a 
great absorber of unearned wealth, standing between 
the sources of supply and the “‘consumer”’ and levying 
a greedy tax on all the necessaries of life, instead of 
being an intelligent servitor, doing for the consumer 
a thousand things which he could not do for himself 
unaided by an organized and developed trade. 

Watch the legislative hoppers for deleterious grist, 
and give the alarm. If there is no other reason for or- 
ganizing, this would be enough. 
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How Merchants Are Buying and Selling 


Presenting the Results of the “Recorder 


’s” National Investigation of Trade 


Conditions as Reported by Shoe Travelers Throughout the Country 


»)T the apex of this, the most unusual 
season in years in many respects, the 
‘Recorder’ undertook an investiga- 
) tion of merchandising conditions, 
through the medium of our trade 
ambassadors, the traveling shoe sales- 
men. Their response to this endeavor 
was comprehensive, frank and whole-hearted. As an 
example of co-operation, it is something for which 
we believe the entire trade will join the “Recorder” 
in expressing its appreciation. As a token of the con- 
fidence in which the “‘Recorder”’ is held by these well- 
informed, diplomatic, alert, peripatetic shoemen, it is 
remarkable. Taken together, the hundreds of replies 
received form an indication of economic and mer- 
chandising trends, a presentation of local conditions, 
and a concensus of opinion for the future that is in- 
valuable. 

The information contained in the hundreds of letters 
at hand is summarized and classified by states or 
territories under eight distinct heads in the following 
pages. Supplementing this data we present letters and 
extracts which as a survey are more or less general 





in character, but especially valuable in the points they 
set forth. 


N.S. T. A. President on Conditions 


Priority is given to a communication from Gus A. 
Schaub of Rochester, N. Y., president of the National 
Shoe Travelers’ Association. President Schaub is on 
his territory, and writing from Lincoln, Nebraska 
November 23rd, he said: 

“The cry among merchants has been, ‘What are the 
poor people going to do for shoes’, at the same time 
admitting they have shoes of excellent intrinsic 
(though lacking style) value which they are unable to 
move at a price, save in small quantities, adding they 
are selling out clean the high priced shoes which 
possess the style feature. In other words, they are re- 
tailing very few shoes at $3 to $4 but doing splendid 
on $5, $6, $7 and $8 up (women’s) to all classes of 
customers. They are anticipating a further advance. 

“Some of my customers are taking shoes bought of 
me in May at $2.75 and getting $6.00. Others are 
taking the same shoes and getting only $4.50, although 

(Continued on page 54) 
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Traveling Shoe Salesmen Tell the ‘‘ Recorder” 











State 





Alabama 











Connecticut 








Georgia 











Illinois 














Indiana 


Generally good. 
One Chicago man 
says 50 to 60 per 
cent healthy. 
Sounds pessimistic; 
contrast to state- 
ments of all others. 














Iowa 


Healthy. 








Kentucky 


Generally good. 


buying. Trend va- 
riously described as 
“Heavy”; ‘‘Nor- 
“Only for 
present require- 
ments”; “Less 
heavily than 30 
to 60 days past”; 
*“Most stores Well 
covered for Spring 
and Summer’; 
“Not enough, ac- 
cording to condi- 
tions’; Very light 








buying on low 
cuts’’. 

Heavy, especially 
on staples. Many 


covering for next 
6 months. 


Must have goods. Buying 
now a saving. Very little 
complaint. Expect fur- 
ther advance. ecognize 
the inevitable. Price cuts 
little figure. Others com- 
plain; say prices high 
enough, too high; object- 
ed at first but now recon- 
ciled; prices secondary to 
deliveries; no trouble even 
in small towns; grin and 
bear it. 


One-third of the 
salesmen on_ the 
territory say retail 
rofits inadequate. 

etail profit varies 
all the way from 
25 percent, 30 per 
cent, 33% per cent, 
35 per cent, 40 per 
cent to 50 per cent 
and 75 per cent. 
Average for state 
35 to 40 per cent. 


Condition of Shoe " Merchants’ Atti : , 
\ Vv ; erchants’ Attitude on | Average Retail | Spring Orders 
Stores. olume of Buying Prices. Profit. laced 

- ‘ From 40 per cent -< 
eavy. Some mer- P . invoice to usua 

Healthy. chants overstocked. | Accept the situation. scale based on re- | 90 Per cent. 

placement value. 
. ; Must have shoes. Resigned 
Splendid. Heavy. ao” toes, resigned | About 40 per cent. | 80-90 per cent. 
‘Healthy. : 3 “The higher they get the | Not adequate. 
ealthy Heavy better they buy them.” 33% per cent. 90-95 per cent. 
Spotty. Not over- 


Range from 60 
to 100 per cent. 
Average 90 per 
cent. 














Louisiana 


Healthy, but some 
inclined to neglect 
good. Assets in old 
stock. 


Buying liberally es- 
seamed on staples. 
Some sections 
place orders long 
on dollars but 
short on dozens. 
No overbuying. 


Buy readily at present 
prices. Realize conditions 
and little said as long as 
goods will sell at a profit. 
Some expect high prices 
for several years more. 














Maryland 


Healthy. 


always in 
dollars, generally 
in quantity. Hold- 
ing off on extreme 
novelties. 


Heavy, 


“A bitter dose, but direc- 
tions say ‘take it.’ ’’ Adapt- 
ing themselves to condi- 
tions. 


35-40 per cent. 
Noticeable trend 
towards common 


percentage in this 
territory. Few tall 
peaks and low dips 
on profit chart. 


85 to 90 per cent. 
30-50 per cent. 
more than last 
season. 




















Massachusetts 


Healthy; 10-50 per 
cent more business 
than usual. 


Conservative mer- 
chants buying sta- 
ples. 


Reached the limit; has 
been sort of laughing mat- 
ter, but now more than 
serious. Others resigned 
and resolved to pass it on 
to consumer. 


Live wires getting 
50 per cent on nov- 
elties. Dead ones 
afraid to make good 
prices. Average 40 
per cent. Lowest 
33% per cent of 
retail price. 




















Average very 


healthy. Failures 
minimum last 6 
months. Some fear 
expressed regard- 


ing a portion of the 
small dealers, $15,- 
ooo and_ under. 
Many not taking. 


Heavier, to care 
for increased busi- 
ness. but not ex- 
cessive. 


Merchants complain a good 
deal, but deliveries are 
paramount. 


50 to 100 per cent 
on cost on ladies’ 
novelties; one men’s 
40 to 50 per cent 
on cost in Louis- 
ville. Elsewhere 30 
to 40 per cent in 
most cases. Dif- 
ficult to get more. 


90 per cent. 

90 er cent. 
Merchants are 
anticipating be- 
yond _srequire- 
ments in mas | 
cases throug 


fear of non-de- 
livery of part of 
orders. 














\ll they can pay 
for — sometimes 
want more. Not 
generally over- 
buying. Heavy run 
on staples. Some 
large stores buying 
twice usual volume; 
others 10-20 per 
cent more. 


Merchants feel there 
should be a limit. Most 
are resigned. Some find 
fault. 


40 percent to 100 

er cent New Or- 
eans. The wise 
merchant is taking 
his opportunity for 
profit. 


85 per cent. 











Unsettled. Most are awake 
and marking up goods. 
Some small dealers think 
they see their finish. Di- 
vision of opinion about 
equal between those who 
regard them justified and 
those who think them too 
high. Resigned to further 
increase. 


35-60 per cent. 
Average about 40 
per cent. 


60-95 per cent. 
Average 75 per 
cent. 








38 per cent. In 
country stores per- 
centage too low, 25- 
30 per cent. 





60 to 95 per cent. 
Average 85 per 
cent. 
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Present Delivery 
Orders. 


Indications of Prosperity. 


Remarks. 





Could sell any 
quantity if permit- 
ted. 


20c. cotton, high prices for iron, steel 
and coal. Shortage of coal cars and 
labor in Birmingham. 


Southern trade good where crops are good. Boll weevil in western 
Alabama and northern and eastern Mississippi a disturbing factor. 





Depends on theline. 

ome cannot de- 
liver before Feb. 
1. Others care for 
present needs. 


Business fine; many stores showing 
50 per cent increase. 





““My accounts are buying about 60 pe cent of this season’s output, 
says C. J. Worbass, of Geo. E. Keith Co. 





Don’t sell many. 


Cotton is king. Prosperity is spotty 
depending on crop success or failure 
in different sections. 


True also of North and South Carolina. Conditions about the same. 
High cost of living beginning to tell in some sections. 





Heavy demand for 
all grades black and 
brown kid  8-in. 
boots. Tans much 
wanted. Heavy de- 
mands on In Stock 
department. Sizing 
up and run of sizes 
shipped at 25 per 
cent advance. Few 
men’s goods want- 
ed immediately, 
owing to heavy Fall 
buying last Spring. 


Collections better than ever before. 
Bank clearings increased; scarcity of 
labor; no idle factories in Illinois or 
Indiana; lots of building; new auto- 
mobiles; merchants better natured 
and easier to sell;they are discounting; 
some anticipating; old stocks moving 
at higher prices. Few “stickers” to- 
day; merchants not afraid to ask 
the price. One Chicago shoe store 
doubled salesforce within past 12 
months. 


One salesman says:-“‘Everybody feels present prosperity is a bubble’; 
Another thinks merchants are paying advances much too easily. 
Another says shipments are 30 per cent less than they should be, on 
account of shortage. Another advocates urging merchants generally 
to accept materials other than leather. Present price trend mak- 
ing fine set of anarchists, especially if continued, says another. 





Could sell more 
if goods available. 
Orders heavy if 
manufacturers can 
deliver wanted 
lines. Lighter pres- 
ent demand in In- 
dianapolis as stocks 
are in good shape. 
Good buying from 
stock departments. 


Collections O.K. Many merchants 
discounting for first time; doing big 
business and getting good prices. 
Farm products high. Labor well 
employed. 


“‘When the war is over, look out: present prosperity abnormal,” says 
one traveler. Another says: ‘Indianapolis store owner told me 
profits are running over $400 month over best month they ever had.” 





Salesmen _ offered 
rush orders in every 
time. 


Factory towns busy and farming 
communities getting more than ever 
for their produce. 


Also true of North and South Dakota and Minnesota in general 
way. 





Slow in some sec- 
tions. Many houses 
still owe 25-40 per 
cent Fall orders, 
especially kid stock. 
any manufactur- 
ers sold up and not 
accepting orders. 


Sales 25 per cent ahead of 1915. 
Good crops, good produce prices. 
“Think mostly fear in atmosphere,” 
says one. 





Very little avail- 
able for at-once or- 
ders except from 
stock. 


New automobiles and victrolas for 
everyone. 70c. cotton. 


Bad Fall deliveries responsible for some degree of overbuying by 
merchants who fear they will only get about a third of their wanted 
lines. Similar conditions in Virginia and West Virginia. 





Salesmen generally selling better grades than ever, but many mer- 
chants in average southern towns only getting 25-30 per cent profit 
on selling prices. 





Better than usual, 
especially for wom- 
en’s novelties. Most 
factories sold up. 


Trade better than ever and calling 
for better grades. Brighter stores. 
Merchants paying prompter. More 
stock. 


Applicable to principal southern cities from Baltimore to San Antonio. 





Average somewhat 
above normal. 
Hard to supply me- 
dium-price lines for 
at-once _ delivery. 
Good orders for 
novelties and run of 
sizes and sizing up 
on cordovans. Cor- 
dovan calf and dark 
tan Russia. 





Merchants paying bills promptly as a 
rule. More discounting. Industries 
running to capacity. Shortage of 
labor in most lines. 





Generally true of entire New England territory as territories in 
many cases are not confined to Massachusetts. 








Se ee 
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Remarkable Presentation of Expert Opinion 

















. Condition of Shoe : Merchants’ Attitude on | Average Retail | Spring Orders 
State >in Volume of Buying wong Profit. Placed 
35-40 per cent. 
Most are pend 
Increased business ‘ , P up on retail prices 
, Heavier than be- | Some question prices but | as between shoes 
Maine — profits fore. most buy just the same: bought 8 months 90 per cent. 
‘ ago and current de- 
liveries, to average 
above percentage. 
Good, considering “ . 
prices. Cautious | Will pay_ prices for wanted | 45 to 60 per cent. a oe 
Sendenes nated lines. Generally thought | Average 45 _ per 90 t 
Minnesota Fine at present. though poi dens mer. | t00. high, and many de- | cent. Higher per- Reeeles 40-45 
cheats everemiens laying Spring orders, hop- | centage on better per cent. 


to buy. 


ing for drop. 


grades. 





Liberal buying for 
immediate wants 


Resigned. Some alarm in 
smaller centers over ad- 
vances. Some leaders real- 


Better than _for- 
merly. Trend about 
100 per cent on 
novelties. 45-50 


80-90 per cent. 
Some tendency 























Michigan Healthy. and good anticipa- | ize existing price levels | per cent on better - off for 
tion. open up new merchandis- | grades. 25-40 per | 20!€S volt “ad 
ing possibilities. a ot he an eee 
medium price lines. 
7 a : 75-90 per cent. 
Heavy when prices | Doing the best they can. Most cou 
are right. Require | Can see no prospect of - ‘cog ome 7 
Missouri Healthy. more shoes than | break in prices. High | 35-50 per cent. os “es ferS — 
formerly. Bigger rices have very slight ef- 0: aon 7 oe te 
demand. ect on buying. —— Sa 
, in many cases. 
Heavier than usual. | Willing to pay when they | 40-100 per cent. 
Average best in 20 | Many to cover in | can make a profit and as | Generally adequate 70-95 t 
a years, and cleaning | case of non-deliv- | yet no pronounced com- rofit on women’s yes ntl an cme 
or their stocks to good | ery. A few fol-.| plaint. Prices too high on | lines. Not enough . ge os 
advantage. lowing hand-to- | cheaper grades for reason- | on men’s. Average ae 
mouth policy. able profit. 40-50 per cent. 
: _ | Don’t like them, but pay 
mo Renee - ro them and in most cases are | 25-60 per cent de- 
il G y ile getting the advance in| pending on grade 
cavity.) “enera’y | marking stock. Covering , and location of | 66-90 per cent 
er strong buying for ; . P : 
New York Healthy condition | 3+ onee and § ring needs regardless of price, | store. Average 40 | Average 80 per 
general. ck ond an Pr ar > and expect present scale or | per cent on staples | cent. Low shoes 
Practically on ke higher to continue until | and 50-100 per cent | 30-60 per cent. 
Bie trend sonenie after war. City merchants | on novelties and 
cneaiialiien ~ | passing prices along. | specialties. 
— ‘ _| Others beginning to worry. 
baie 3 ~~ on a and 
medium lines. elivery 
more important than price poe a gem 
on wanted novelties and | 95 _¢9 + on ee al 
Earlier and heavier | higher grade staples. Va- | 4)... a" — pos : bh y 
Healthy. Most | than usual. Not | riously reported as resigned, Favees < lee _— Pes — +i" “vi 
merchants bought | holding back wait- | scared, pessimistic, com- a oat tti “eg ae = i “ 
Ohio heavily for Fall and | ing for cheaper | plaining. Some think break - Z ~ of Ea Nag weer noes. 
are selling at good | shoes. Practically | will come before another A ‘1 yen c- edo ays = 
prices. no trace of specu- | season. Others look with om 9 PB yp Bag — —_ 
lation. anxiety on prospect of nas Paes A a =| os Pie * 
more advances especially pe gesnag al 
if war continues. Some f St ———— 
blame “leather trust and a 
the Allies.” 
Adapting their attitude to ’ 
Bot consditions. Fear prices Men's 33-40, per | 70-95 per cent. 
Buying is strong, will an Riana, Minne eo. | Women’s 50- | Average 90 per 
but no overbuying prea ool One pei 100 per cent. Ave- | cent. Some cau- 
Pennsylvania Decidedly better. and only. moderate port is “merchants have rage 40-45 per cent. | tion on Spring 
anticipation. No San Desiieeeies Shen eat teiis Novelties cover | novelties. Light 
noticeable specula- oat sl P lack of profits on | orders on men’s 
hom alyzed.”’ In cities deliver-. Ghose teen ie wanes onal ants 
; ies more important than P y ws bape 
: cases. low shoes. 
prices. 
Placing bigger di- 
Pacific Coast Healthier than ever _ orders than | Very little complaint. ee See 90 per cent 
75-80 per cent. 
. 40 per cent on | Have bought to 
Carefully buying Accept situation and ex- | novelties.  ° 25-33 | cover, Afraid to 
The Carolinas Improving. for estimated needs. | pect it to continue another er cent on staples. | do otherwise. 
No outstanding fea- | year. ot pricing shoes | Expect to buy 
tures. as they should. new novelties 

















later. 
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Again Demonstrates the “Recorder’s” Leadership 











P t i “er : 

ar ene Indications of Prosperity. Remarks. 
Merchants — 

ll ided wit , , 
on he ahah Busy mills and factories and short- 


at-once orders for 
novelties. 


age of labor. 





Orders placed early. | 


Stocks fair, but 
reasonable volume 
of sizing-up orders 
coming all the time. 


Consumers willing to pay present 
prices. Money seems plentiful. 


Chas. K. Allison, covering Northwest for Victor Shoe Co., Salem, 
Mass., thinks average merchants in his territory making better prof- 
its than formerly, and says this season his biggest, best—and shortest! 
Another traveler with an Eastern line attributes popularity of some 
bee lines this season to oversold condition of some Eastern 
actories. 





Above normal. De- 
liveries only fair. 
Some lines sold up. 





Some stock depart- 
ments __ over-sold. 
Everyone seems to 
need shoes for at- 
once. 


Two Detroit shoe stores sell nothing 
under $8.50. Kalamazoo store sold 
out entire Fal! order and has reordered. 
Generally good retail trade. 





Money plentiful in most sections and 
up-to-date merchants getting their 
share of it. 


20c. cotton, $1.00 corn and $2.00 wheat has worked a miracle in the 
West and South. 








Heavy demand on 
stock department. 
Everyone wants 


See it everywhere. Farmers are hap- 
py- Labor well paid. Merchants 
say easier to sell shoes and get better 
prices. 


Fear of scarcity of shoes more or less general through Northwest, 
hence desire to cover. One salesman fears slump in orders next season. 








shoes now. 

Good volume of 
novelties and high 
price goods, _ es- 
pecially dark Rus- 
sia. Most mer- 


chants fairly well 
supplied for imme- 
diate needs. At- 
once buying less 
heavy. 


Merchants formerly selling men’s 
lines, $4, $4.50, now buying at those 
rices. Meeting obligations promptly. 
abor well employed at better wages. 
Ornament salesman says most ex- 
ensive kinds demanded for high and 
ow shoes. Best indications of pros- 
perity are shoe prices paid by middle 
classes. Women buying more pairs. 


“IT don’t consider inflation as real prosperity,” says one. Another 
says ‘‘Many merchants selling shoes at $8-$12 who formerly couldn't 
a $5 stock.’’ Country trade not up to city trade proportion- 
ately. 





Boots very strong, 
runs of sizes and 
sizing up. Many 
lines oversold and 
fewer orders ac- 
cepted than a 
month ago. Men’s 
lines not so strong 
for at-once. After 
Jan. 1 In Stock de- 
artment will have 
eaviest call ever. 
Quick selling spe- 
cisls in immediate 
demand. 


Some salesmen have booked 20 per 
cent or more over year ago. ne 
man says, “On nine weeks’ trip never 
missed one Spring order.” Another 
reports gains of 40 per cent over 
last year. Larger cities in splendid 
shape. Collections much better. Big 
increase in automobiles in small 
towns. Producers getting theirs in all 
lines; consumers kicking. Luxuries 
more in demand. New industries 
established. 


Last Fall’s heavy orders created idea that merchants overbought. 
but they fell short of demand. Some salesmen say history will re- 
am. Plenty of confidence for the future. Some sections of territory 

ave bought 50 per cent low shoes than a year ago. One man believes 
less than 40 per cent of consumers have bought for Winter. Another 
says average shoe salesman with specialty lines who is alert, healthy, 
knows the game and drives his car steady, gets the business and 
holds his job. 





Normal. Strong 
buying for January 
delivery. 


Tremendous number of autos is cul- 
tivating expensive tastes. All mills 
working. Shortage of labor. Smoke 
sifts down like gold dust in manu- 
facturing centers. 


More or less true of Atlantic Coast states. Cheap shoes not in gener- 
al demand. Stylish leathers wanted if within possible price reach. 





Normal, but dif- 
ficulty in getting 
early deliveries. 


Big crops; busy industries; high prices. 





Orders mostly from 
stock. Normal ex- 
cept heavier buy- 
ing on women’s 
boots. 





Cotton crop the great factor. Success 
in most sections. One man says “About 
50 per cent of territory in fine shape.” 





Sam T. Hodges, of Hendersonville, N. C., is the prophet of the 
South. He says ‘‘In 20 years we will control the country’s manu- 
factures. During last 5 years 90 per cent of all new manufacturing 
located in the South.” 
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Important and Interesting Facts as Developed 








Condition of Shoe Volume of Buying. 


Merchants’ Attitude on | Aver age. Retail | Spring Orders 


Prices. ofit laced. 








State. Stores. 
ne about nor- 
mal. No notable 
on Some improvement | features. Increase 
noted. is in dollars rather ing price. 


than pairs. No 
speculation. 


35 to 50 per cent. 


Satisfied when they can get 80 er cent 
- A Mark up greater a 
the increase covered in sell- than in the past on Women’s lines 


women’s novelties. the strongest. 





Expect continued high 


Texas 


Very healthy. Bet- 
ter shape than for 
years, as a rule. 


Heavy. Anticipat- 
ing on staples but 
not speculating. 


prices, which will cut down 
consumption of cheaper 
grades. Some kick, but 
most accept situation with 
small comment. 


25-35 per cent on 
staples. 40-50 per 
cent and up on nov- 
elties. 


80-100 per cent. 
Average 90-95 
per cent. 





Generally healthy. 


The Virginias Old stock harder 


Heavy, especially 
on staples, but not 
overbuying. Their 
trade has_ been 


Alarming to many small- 
town merchants. Antici- 
ate continued high prices. 
ome at sea as to values 
and look for reaction. Cit- 
ies satisfied if deliveries 
good. 


33-75 per cent. 
Average 45 _ per 
cent. Smaller per- 
centage outside 
the cities. Making 
novelties pay for 
low profits on other 
lines. 


85 per cent. on 
average. Varies 
from 50-100 per 
cent. 





sateen ahead of any pre- 
vious year. 

. : Buying strong. No 
Wisconsin Healthy. overbuying. 


No serious complaint, but 
desire standards of grades 
maintained. 


25-50 per cent. 
Average 35 er 
cent. Few getting 
40 per cent, fewer 


60-90 per cent. 
Average 75 per 
cent. Some 
houses declining 

















getting 50 per cent. | further orders. 








HOW MERCHANTS ARE BUYING AND 
SELLING 
(Continued from page 49) 
my present price on the same shoes is $3.75. This is 
citing a specific case, but I think the rule holds good 
in general. 

““Most shoe salesmen have enjoyed a highly pros- 
perous season, provided all of the goods they have 
sold will be shipped. In the face of soaring prices on 
everything the salesman could hardly be fortunate 
enough to escape having to bear his share of the in- 
creased cost of doing business. 

“There may be such a thing as an overdose of pros- 
perity. A greater scarcity of materials will cause prices 
to go to still higher levels, further decreasing the pur- 
chasing power of the dollar, since the income of the 
average man is in no wise keeping pace with the out- 
lay. Prosperity is localized, more or less, but in- 
creased cost covers every section. What’s the answer?” 


Rochester Secretary Expresses Himself 


Secretary F. S. Brill of the Rochester Association of 
Traveling Shoe Salesmen, representing Chas. A. Eaton 
Co., »’ Brockton, Mass., in New York State, 
writes: 

“The retail shoe merchants in my territory (New 
York State) are having one of the best seasons in 
many years and are having little difficulty in selling 
high-priced footwear and getting larger profits. The 
merchants are gladly paying the advance in price and 
are keeping the quality up and charging the consumer 
more as the advance warrants. The consumer is well 
advised of the present advance in footwear, and is 
gladly paying the price asked, desiring to get the same 


quality as before and assured satisfaction and 
wear. 

“TI believe the merchants are averaging from 35 to 
40 per cent profit on their merchandise and on novel- 
ties are getting more. The day of fixed prices has 
passed, I believe, and the merchant is getting the 
profits he is entitled to. 

“The merchants are placing liberal Spring orders 
and in some cases buying heavily, desiring to protect 
themselves for the future. 

“It does not seem to be a question of price any 
more with the merchant, but a question of whether 
they will be able to get deliveries, and when placing 
big Spring orders, have also placed liberal orders for 
stock shoes for at once deliveries, cordovan and 
cherry tans selling very fast and are hard to get. 

“Every indication points to a very prosperous busi- 
ness for the retail shoe stores for many months to 
come and I think the present prosperity will continue 
long after the war is over.” 


Belief of Cincinnati President 


Another good friend of the ‘Recorder,’ President 
M. F. Thompson, of the Shoe Travelers’ Association 
of Cincinnati, reports that merchants generally ac- 
cept prices as fate, and their principal thought in buy- 
ing is the ability of factories to fill orders. The present 
price level, however, affords the merchant an “‘op- 
portunity to move old stock at a profit, and eliminates 
the bargain counter to a great extent.’’ In his ter- 
ritory, embracing New York, Pennsylvania, Ohio and 
West Virginia, the average condition of shoe stores is 
healthy, and buying is heavier than usual in reasonable 
anticipation of continued increase in sales and prices. 
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By Live-Wire Travelers Throughout the Nation 








Present Delivery 
Orders. 


Indications of Prosperity. 


Remarks. 





Fancy lines have 
been large but or- 
ders slowing up. 


Good many instances of cash basis 
instead of long credits. Memphis 
bank clearings unprecedented. 


Center of big cotton crop at high prices. 





Orders generally 
good. Some mer- 
chants holding off. 
Deliveries fair to 
discouraging. 


20c. cotton. People buying freely at 
high prices. Territory in best condi- 
tion on record, salesmen say. Good 
collections. Hogs, cattle, corn, all 
’way up. 


One salesman says large proportion of his trade wired or phoned to 
write up their orders as protection on prices and Spring delivery. 
Another says one store opened February, 1916, expecting $25,000 
business this year has sold $40,000 to date. Another store sold $90-, 
000 against an expected $50,000. 





Bigger than usual, 
especially on white 
and some colored 
boots and men’s 
colored boots. 


Factories on full time. Farm products 
high. Merchants generally selling 
more high-grade goods. Cotton and 
tobacco high. 


One merchant’s sales for 8 months this year $30,000 ahead of previous 
12 months: Another salesman says: ‘This is first REAL prosperity 
I have seen in 20 years on the road.” 

Small town hotels going on European plan. 





Merchants fairly 
well stocked. At- 
once orders slow. 





More ladies’ shoes sold $6.00 up than 
$6.00 down. Stores clearing old stock 
at good prices. Everywhere retail 
trade good. 





Territory in good shape. 








prosecuted to a decision. In a statement the associa- 


Important Credit Ruling 


The Credit Men’s Association and the shoe 
jobbing and manufacturing interests of Louisville, 
are very much elated at present over winning an 
important case in connection with the statute relative 
to making false statements. It will be remembered 
that the 1914 State Legislature placed upon the 
statutes a law making it a penal offense for a mer- 
chant to make a fraudulent statement concerning his 
financial condition, in order to obtain credit. 

The first case to come up was that of the Vogel 
Brothers Shoe Manufacturing Co. of Louisville, 
against Sam Rubenstein, a general merchant of 
Madisonville, Ky., who made a misstatement of his 
condition and secured credit from the Vogel Com- 
pany, shortly afterward going into bankruptcy. The 
case was tried in Louisville, before Judge Harry 
Robinson, and resulted in a hung jury. Reubenstein 
made a strong plea in that he claimed that he could 
neither read or write, and that the statement was 
made up from memory of his last invoice. 

However, the Credit Men’s Association pursued 
the matter, and just a few days ago the defendant 
settled by paying his creditors $1,635, so the case was 
dropped. In case the prosecution had succeeded 
and conviction gained the sentence would have been a 
term in the penitentiary, but the association took into 
consideration that this was the first case under the 
law, and that the public generally was not ‘posted on 
the statute. It was therefore decided to accept the 
payment, and let the prosecution drop. The associa- 
tion asserts, however, that this is the last case where 
leniency will be shown, for general notice has been 
given, and any further violation of the law will be 


tion said: ‘“‘Credit, of course is based on the financial 
condition of the man asking it, and in times past some 
men have not been as careful in making their state- 
ments as they should be. This will have to cease 
from now on, however, because the association has a 
prosecution fund of $10,000 which will be utilized 
in punishment of merchants or individuals who 
violate the law in question.” 

Through this case the constitutionality of the law 
has been firmly established, and if the association 


. sees to its enforcement credit conditions in Kentucky 


should be better than ever before in the history of the 
mercantile business. 


New St. Louis Shoe Houses 


Two new shoe houses have been formed in St. Louis 
since the first-of the month. The F. L. Doerr Shoe 
Co. has been incorporated with a capital stock of 
$20,000.00 to do a general wholesale shoe busi- 
ness. 

The members of the company are Herman Buermann, 
Carl Stephen and Chas. J. Riley. The second concern 
is the firm of Jones & Meyer, composed of Pearl P. 
Jones and E. Meyer, which has acquired a factory 
with a capacity of 200 pairs per day for the manufacturer 
of a high-grade line of soft soles for the retail 
trade. 

Mr. Jones was formerly superintendent of the plant 
of Constable & Jones, of Chicago, which manufactures 
a similar line of footwear. The sales department will 
be in the charge of Ed. Moran, who is well known in 
the St. Louis trade. 
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you and your store. 
ence trade in your direction quickly. 
first in your local field to use them! 


Xmas 


Again we demonstrate on these weekly ad- 
vertising and selling pages the timeliness and 
vigorous business bringing properties of ‘‘Boot 
-and Shoe Recorder”’ cuts which go so far and do 
so much towards stimulating public interest in 
With them you can influ- 
Be the 
































No. 154, 25c. 


AN for out-door wear—that’s 
T the popular verdict of the 
day in women’s high shoes 
for smartness of looks and for the 
less trouble involved in keeping 
them clean. But nevertheless we 
have all the popular colors and 
combinations of the day. 

Black and white kid are largely 
favored also and brown with 
‘‘Nubuck”’ tops. At $6 there is 
an infinite variety to choose from. 








Gift 
Footwear 


Give footwear for remem- 
brance. Why not since the re- 
cipient of one of our Gift Certi- 
ficates can make the selection in 
person and thereby absolutely 
satisfy and gratify the individual 
desire. 

Dainty fur and ribbon trimmed 
Juliets for her—‘‘comfy’’ Romeos 
for him—hunting shoes for boys— 
dancing slippers for girls. Plenty 
of other happy suggestions, all 
appropriate and worthy of the 
day, at the Shoe Store of the 
Yule-Tide Spirit. 


Store Name Here 

















No._155, 25c. 


ORRECT in Style, Substan- 
+ tial in Construction, pleas- 
ing in appearance—those are the 
three appealing virtues that a 
woman seeks and seldom finds 
in shoes. But thanks to our long 
experience she will always find 


them here. 
Two-tones still lead in favor, 


especially among women who set 
the pace for smartness in dress. 
New combinations and extremely 
attractive novelties are ready 
now at $6, $7 and $8 a pair. 


























No. 156, 25c. 


The nominal cost of this service 
to “Recorder” readers makes it 
impossible to open accounts. Be 
sure to REMIT WITH ORDER 
to avoid delay. Their regular use 


is a business stimulant. 





























No. 157, 25e. 








Now let the spirit of Yule surround the il- 
lustrations in your advertising, and let it be so 
strong, impressive and. distinctive in its char- 
acter that folks will think of your store as the 
one place where shoes are featured as practical 
Play up the Christmas feature persist- 
ently with “Boot and Shoe Recorder” cuts. 


gifts. 


aqQo0a 


























No. 158, 25c. 
Wii not make yourself both 


the recipient and the donor 

too at Christmas and at 
our pre-inventory reduced prices 
of $4, $5 and $6 secure as fine a 
pair of $6, $7 and $8 shoes as you 
certainly ought to have for Christ- 
mas Day? All leathers—button 
and lace—high and low. 











HIS year make the gift 
both practical and use- 
ful—surprise the one who 


fulness. 


‘different!’ 









receives with a remembrance least ex- 
pected and show your greater thought- 


A pair of fur and ribbon trimmed 
Juliets will please her and comfy slip- 
pers will gratify him, or a pair of fine 
silk spats for her and brown broad- 
cloth spats for him would certainly be acceptable—and so 


Store Name Here 


No. 159, 25c. 





























No. 39—Show Window Attraction 


This idea is built around the catch 
phrase “‘Make Certain of It. Wear 
Blank’s shoes and Make Your Feet 
Happy.” 


A wax figure of a child is so posed as 
if in the act of building a pile of blocks 
to spell “CERTAIN.” 


In arranging a display of this kind, 
always see that the central or attractive 
feature is slightly raised from the floor 
in order to focus attention on this point. 
Otherwise the idea is liable to fall flat 


in confusion with the footwear showing. 





Shoe Store Stunts 























No. 38—Continuous Snow Fall 


This shows an idea for the introduction 
of motion into the display. On the left 

ou will notice an interior room sketch. 

his may be arranged in your windows 
to meet local requirements and conditions. 
The unique feature of this suggestion is 
the continuous fall of snow across the 
window panes. 

The illustration on the right shows how 
this continuous fall of snow may be ac- 
complished with the aid of small white 
paper pieces blown with an electric fan 
through a stove pipe, making a continu- 
ous circle of the paper pieces back of the 
glass and around through the stove-pipe 
again. 

This portion of the display is placed 
back of a false temporary background 
and is boxed in so that the papers will 
continually fall in the desired place. This 
may be boxed in with cloth, utilizing 
cheese cloth or netting in front of the 
electric fan. A blue electric light placed 
at the top of the window will give a 
winter-cold-night effect. 





No. 37—Santa Drawing Contest 


About fifteen days before Christmas, 
announce through your newspapers and 
window showcards that prizes will be 
given for the drawings of Santa Claus. 
Any child under fourteen years of age to 
be eligible to compete for the prizes, only 
requirements being that the picture 
should be drawn in pen or pencil on a 
sheet of plain white paper. Any picture 
will be taken no matter how crudely it 
is drawn. 

Make rules pomnenins the contest as 
brief and simple as possible It would 
be a good plan to give every child who 
enters the contest a small toy prize on its 
presentation. Prizes of a pair of shoes 
can be given for the best drawing; the 
most comical drawings; best drawing of 
Santa head, etc., etc. See that these 
grand prizes are delivered to the winners 
on Christmas Eve. 
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R4928—Patent Kid, Seamless bane Lace 
“CREAM CHIFFON CALF,” 8-inch Top, 
17-8 Full Louis Wood Heel with Aluminum 
i ea: Ve SS eee $6.50 


Ready to Deliver Dec. Ist 


R4927—As above —. “CORAL wee x 
Chae” BO. By By We Gisicccccicsc $6.5 


Ready to atin Dec. Ist 


R4924X—Dark Gray Kid, Seamless Vam 
Lace, “GRAY CHIFFON CALF,” ‘8-inc 
Top, 17-8 Full Louis Wood Heel with Alumi- 
num Plate, Turn. AA, A, B,C........ $6.5 


Ready to Deliver Dec. Ist 
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R4925—White Kid 8-inch Lace, 17-8 Full 

Louis Wood — with Aluminum Plate, 

a aS Yr $6.50 
Ready = Deliver At Once 


R4941—-White Kid 8-inch Seamless Vam 
Lace, Imitation Tip (Straight), 16-8 Ha 
Louis Wood Heel with Aluminum Plate, 
a Welt, White Welting. AA, A, B, 


ee 






R4922—Dark Brown Kid 8-inch Lace, Imi- 
tation Tip, 17-8 Full Louis Wood Heel with 
Aluminum Plate, Turn. AA, A, B, C..$6.50 
— Gray Kid, as above. 

R4921X—Black Kid, Seamless Vamp, Lace, 
as above, Plain Toe. AA, A, B, C..... $5.50 


Above Ready to Deliver At Once 
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R4943—Dark Brown Kid 8-inch Lace with 
Ivory Kid Trimming, 11-8 Leather eg 
Goodyear Welt. AA, A, B, C $6. 


Ready to Deliver Dec. 10th 


R4942—White Kid 8-inch Lace, Fancy Per- 

foration on Toe, Goodyear Welt, 11-8 Leather 

Heel. AA, A, B, C m 
Ready to Deliver Dec. 10th 
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R4933—Tan Calf 8-inch Lace, Imitation 


Wing Tip. G Goodyear Welt, 11-8 Leather He eal. R4945—Pearl Calf Skating Boot, 8-inch Top, 


Goodyear Welt, Low Leather Heel. A, B, 
$5.50 
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Ready to Deliver Dec. 10th 


R4932—As above, Imitation Tip (Gtraight) 
with Fawn Buck Top. AA, A, B, C....$5. 


Ready to Deliver Dec. 15th 


Ready to Deliver At Once 


R4944—Tan Calf, as above. A, B, C..$5.50 
Ready to Deliver At Once 
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Learn Chiropody 


Earn up to $5000 per Year 








HOE salesmen have the best quali- 
fications for learning the chiropody 
profession because of their famil- 

iarity with the feet. Many former shoe 
men are now professional chiropodists, 
with possibilities for earning up to 
$5000 per year. The same chances are 
yours, for the field is undeveloped and 
uncrowded. 


The course is easy and requires only 
eight months to complete, and you can 
earn your way through by working in 
the Chicago » Be stores. We have ob- 
tained such positions for other students 
and will be glad to do the same for you. 

Our course is most complete in 
every detail, and upon your graduation 
you will receive a diploma conferring 
upon you the degree of D. S. C. (Doctor 
of Surgical Chiropody). 

Graduates are prepared to pass any 
state board examination. 

New classes forming now for January 
2, 1917. Send for literature. 


ILLINOIS COLLEGE OF CHIROPODY 
1321 N. Clark St. CHICAGO, ILL. 





SHOE RECORDER 





‘“Tdeas, while valuable, bring nothing until put 


If you have an idea you can do better selling 
the Marshall shoe for men, try it out. 
have made good that way. 


“QUALITY MAINTAINED” 


C. S. MARSHALL COMPANY 
BROCKTON, MASS. | 
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Sell Riemer 


WOOD SOLE 


Boots and Shoes 




























You can work up a 
good volume of busi- 
ness in wood sole work 
shoes and boots—and 
make a nice profit. 
Made of Riemer’s special tannage waterproof oil 
grain leather. The wood soles ate close grained, 
shaped to fit the feet, 
and will not warp or 
crack. 

Riemer Boots and 
Shoes are lighter and 
more durable than any 
all leather, rubber or 
other footwear, and 
are specially adapted 
for all work in damp 
laces or on concrete 
oors. Put a_ small 
order in stock and see 
what genuine satisfac- 
tion they give. 
Buckle Shoes. . . . $1.65 
High Boots...... 3.25 
Steel Rims (new) .35 


A. H. RIEMER 


SHOE CO. 
Milwaukee, Wis. 
Established 1887 






Patented 





Patented 










































“As the ‘Last’ is bent---so will the ‘Foot’ incline.” 


The old adage from: which the above is paraphrased has proven true millions 
of times—and never more so than in the shaping of children’s feet. 


From earliest Childhood to Manhood or Womanhood the Buster Brown Shaping 
Last System gives the growing foot the support it needs while the arch is 
forming, and gradually shapes the lines into perfect maturity. . 


Each size of Buster Brown Shaping Last Shoes is co-ordinated with all other sizes 
—A — System is designed—all orthopedically correct and _ scientifically 
determined. 


Buster Brown Shaping Last Shoes 
are made for Boys and Girls of all ages. 


Don’t You Fall and 
want further Winter Catalog 
information? on request. 





Trews Sues Gowngannvas. (Fey) 


Manufacturers 


ST. LOUIS, U. S.A. 
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NA To renew thanks for your Generous Patron- NIA 
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Pleasant Business Relations. 


% R. P. SMITH & SONS Co. 
CHICAGO, U.S.A. 
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10 Karat Gold Front 
Shoe Buckles 


Plain Polished Yellow Gold Plain Polished Green Gold 
Plain Dull Yellow Gold Plain Dull Green Gold 


The 6rmamentation may be either Engine Turned, Hand En~ 
grayed, or Chased, or if you prefer they may be perfectly plain. 


Let us have your inquiries, that we may show you samples or 


send you our leaflet 


Harrison’ Jewelry Company 


MANUFACTURERS OF JEWELRY 


Attleboro, Maés. 
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Crowd Magnets 


1} Do your windows really pull? Are ey crowd magnets 
fo for your store or just windows—windows the crowd gets by? 

Do you spend good money for rent, purchase appropriate 
background material and build elaborate display forms 
with the idea of letting the crowd get by? 


But that’s exactly what happens—the crowd gets by— ! 


if that Christmas window display of yours isn’t properly 
lighted. 

December days are dark days—too dark to trust to the ‘ 
sun. And your evening showing counts for more in De- 


| | cember than any other month of the year. 


Go to your Central Station or nearest MAZDA dealer 
and get the lamps you need to produce crowd-magnetic } 
effects. The greatest crowd producer of them all is the 

new, EDISON MAZDA C, in 75 to 1000 Watt sizes—the 
gas-filled lamp with sun-rivaling color and intensity. 


EDISON LAMP WORKS 


Of General Electric Company, Harrison, N. J. 
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Imports and Exports of Shoes and Leather 


Compiled from Latest Summary of Foreign Commerce of the United States 
for the Month of September and Nine Months Ending September, 1916 





IMPORTS 
September Nine Months Ending September 
1915 1916 1914 1915 1916 
Hides and Skins (except fur skins) (raw 
or uncured) 
Senne MOGOS, GF... .. ide iciccss. $65,459 $207,632 $2,657,765 $2,105,062 $3,215,165 
Calfskins, dry, green or pickled...... 862,868 1,063,636 14,367,946 7,912,126 15,514,875 
Cattle hides, dry, green or pickled... 7,362,583 6,014,064 44,703,399 54,779,879 66,665,741 
Goatskins, dry, green or pickled..... 1,247,122 2,784,360 17,105,270 13,588,215 27,343,365 
Horse, Colt and Ass, dry, green or 
Ns 6 65.64 aalbs ooo be CRRECE ON 93,934 2,999,965 1,694,321 910,651 2,423,292 
aa 95-354. eb tse’ 9 rad ase 42,747 20,875 516,104 336,172 567,763 
Sheepskins, dry, green or pickled... 1,621,223 1,705,986 9,700,356 9,340,081 17,016,627 
I PO eae en eee 213,972 136,290 2,755,833 1,410,608 1,741,850 
Leather and Tanned Skins 
Belting and sole................... 182,740 38,307 3,242,457 1,347,555 1,718,886 
Goatskins, tanned (for morocco)....: 147,241 545,561 1,423,656 1,267,061 5,397,108 
Patent, japanned, varnished or enam- 
RE eee era 5,426 2 -- 20,620 40,622 
Chamois skims..............:... 2,346 9,529 70,279 39,964 135,652 
Upper leather, dressed........... — —. 2,978,661 1,875,421 — 
es i intake deena eee 34,100 55,616 — — 811,859 
PR Eee aa ee 48,334 11,882 _ _- 768,942 
Sheep and lamb.................. 41,570 25,311 aa —- 558,771 
ee 19,380 13,949 —_ — 182,660 
All other (except glove, harness and 
enddie leather).................... RNG, 296 210,320 2,971,481 1,352,601 1,939,439 
ee Pe ee 16,320 22,510 374,531 163,328 131,551 
EXPORTS 
Hides and Skins (except fur skins) (raw 
uncured) 
EY ecteakk skes-eiiel a dubate downs shale eed $8,523 $24,102 $120,404 $173,246 $443,290 
IR anc’ bn Co 6-00 4nd bo RO EER 97,889 135,599 1,617,688 3,095,596 1,836,627 
I rd 2 ood dy ah eet ees 755 5 411,073 39,086 28,690 
RR ee ee en re ae ee 37,272 16,315 128,514 291,648 367,796 
Leather and Tanned Skins 
I pln cin Ue ta Ne cela his Weeki S 258,838 588,894 1,192,444 2,210,140 4,965,891 
NS esc Pace hen weet Tete cee ook 1,914,838 5,194,729 5,018,198 19,806,161 22,541,494 
NS 6s ha act ardouad whe uta gama: 
hn tal od nk do wich a bia ach as Giee 386,835 703,987 1,268,755 2,552,150 5,353,180 
ERY re Ree yA ce a 1,307,641 3,248,606 10,760,821 13,401,599 17,251,767 
ee ere 1,310,589 1,506,526 3,031,096 16,057,386 8,981,693 
a a SS al ie aah a ig al ale 949,204 732,644 2,250,362 5,854,891 5,361,371 
Boots and shoes 
Sa eRe ora 162,203 248,331 1,200,701 1,399,916 2,001,046 
EER ne eee 4,754,414 2,542,610 6,793,918 23,958,101 23,887,183 
TN a Bo a as oe oe 557,101 1,117,139 4,436,232 4,396,278 7,841,522 
PU cebdanssiateseeeebinunesd 18,920 41,900 260,408 139,006 ~ 241,538 











colored calf leather. Let us note also that it has improved 
oN steadily for twenty-two years, keeping always in its leading 
position. It is flexible, soft and remarkably durable. Made in tan, 
brown and wine shades in boarded finish only. Has a permanent place 
in the leading lines of shoes on both sides of the Atlantic. 


a7 E RILLOW CALF is truly distinguished as the first successful 





American Hide & Leather Company 


NEW YORK BOSTON CHICAGO 


PLEASE SEE FURTHER PARTICULARS ON THE OPPOSITE SIDE OF THIS SHEET 











COPYRIGHT, 191, BY AMERICAN HIDE 4 LEATHER COs 
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THE FINEST TANNAGES 
AND FINISHES. THE 
BEST SERVICE FOR BUYERS 





THE LARGEST PRODUCERS 
OF CALF AND SIDE 
UPPER LEATHER 















CLASSIFICATION OF OUR PRINCIPAL LINES OF LEATHER 
CALF AND VEALS 

(Chrome Tanned)—Royal Kid, Royal Veals, Tan Royal, Box Calf, Box Veals, Box 

Kid, No. 102 Box Calf, Dull Box, Willow Calf, Ooze Calf, Nob Calf, White Royal 

Calf, Cadet Kid, Cadet Calf, Cadet Kid Veals, Cadet Calf Veals, Dull Cadet Kid, 


Dull Cadet Kid Veals, Mat Cadet Kid, Matador Cadet Kid, Matador Cadet Kid 
Veals, Empire Calf, Empire Veals, Titan Calf, Titan Veals. 





SIDE UPPER LEATHER, ETC. 


(Chrome Tanned)—White Royal Sides, Bronko Patent, Tan Titan Sides, Black 
Titan Sides, Patent Horse, Milwaukee Patent, Black Hawk Patent, Cadet Kid Sides, 
Cadet Calf Sides, Dull Cadet Kid Sides, Empire Sides, Mat Horse, Dull Horse, 
Mat Royal, Verdun Calf. (Bark and Combination Tannage)—Satin, Kangaroo Grain, 
Kangaroo Kid Sides, Colored Cordovan Sides, Colored Willow Sides, Russia Sides. 








STORM AND HARD-WEAR SIDES 


(Combination and Bark Tannages—Black and Colored) —Boris, Zulu, Bison, Ottawa, 
Sheboygan Calf, Radium.—(Chrome Tanned) —Waterproof, Peary Storm, Trojan. 
SPLITS 
(Black Waxed, Flexible, Chrome, etc.)—Flesh Splits, Belt Knife Waxed Splits, 


Oxford Calf Union Waxed Splits, Ooze Vamp and Gusset Splits, Ottawa Black and 
Russet Splits, Flexible Splits and Bends for Goodyear, Gem and McKay Innersoles. 


OTHER LINES 
Bag, Case and Fancy Leather; Collar Leather; Goodyear Welting, Black and Tan; 


Bark Tanned and Chrome Heeling; Pasted Stock for Counters and Innersoles; 
Innersoles cut from Flexible Splits; Flexible Bellies and Flexible Shoulders. 





AMERICAN HIDE & LEATHER COMPA 
OFFICES AND STORES 
NEW YORK BOSTON CHICAGO ST. LOUIS CINCINNATI 
CALF AND SIDE UPPER LEATHER TANNERIES: 


Lowell, Danvers, Chicago, Milwaukee, Sheboygan, Ballston Spa, Curwensville, Woburn 
Shoe Stock Plant: Binghamton, New York 












































PLEASE READ THE OTHER SIDE OF THIS SHEET 















































Dec. 2, 1916 


“THE GREAT NATIONAL SHOE WEEKLY” 65 


The Business Record System 


FOURTH INSTALMENT 


Merchants owe it to themselves and their business to follow the instructions and explanation of the Business 
Record System and then to compare it point by point with their present accounting methods. We believe the result 
will demonstrate that, in point of time and labor required for operation, its simplicity, its comprehensiveness, and its 
daily presentation of business information that is vital to the shoe merchant today, its authors have achieved a triumph 
in practical accounting for the smaller stores as well as for the larger units in shoe merchandising. 

This System published by the Associated Advertising Clubs of the World, Indianapolis, Indiana, and devised under 
the supervision of its committee on Retail Business Systems with the full co-operation of the ‘“Boot and Shoe Recorder”’ 
and some of the country’s most important business associations, educational institutions and merchandising experts, 
carries with it the free advisory service of its publishers and whateyer assistance can be rendered by the “‘Boot and Shoe 


Recorder.” 


Entering Sales on Business Record 


After you have totaled your sales on the Sales Analysis Sheet, 
according to cash and charge sales, you enter the amounts on the 
Business Record. The amount of the cash sales is entered in 
column No. 28, ‘“‘All Cash Received,”’ and on the other side of 
the wide column it is entered No. 35, “‘Sales of Merchandise.” 
(See line ‘‘G’’ Business Record.) The amount of the charge sales 
is entered in column No. 27, “‘Customers Charged.” and also in 
column No. 35, “‘Sales of Merchandise.”’ (See line ‘‘H’’ Business 
Record.) 


Each day you will analyze your sales in this manner. You can 
then, by simply glancing over the Business Record, tell what 
your sales are from day to day, without going to the trouble of 
doing a lot of needless figuring. This record enables you to keep 
your finger on the management and gives a proper basis for 
directing your business. 

Now you take the total cost of the goods sold, as shown on the 
Sales Analysis Sheet, and enter the amount on the Business Rec- 
ord in column No. 25, ‘“‘Cost of Goods Sold,” and also enter it 
in column No. 37, ‘‘Deductions from Inventory.”’ (See line “I”’ 
Business Record.) 

If you wish to know the value of your inventory at the end of 
each day, you simply need to add column No. 24, “Inventory and 
Purchases of Merchandise,”’ and subtract from this amount the 
total of column No. 37, ‘‘Deductions from Inventory.” This is 
the simplest way one can imagine of keeping an eye on the 
movement of one’s stock. 


RETURNED GOODS 


You especially want some record of goods that are returned*® 
The practice is prevalent in some places of sending out several 
pairs of shoes on approval, and having the customer select one 
pair and returning the rest. Such practice is not the best mer- 
chandising, because you may send out several dozen pairs of shoes 
in that way in the course of a few days, and when another cus- 
tomer comes in who wants one of the sizes that you have sent out, 
it is probable that you may not be able to give him what he wants. 
Right there you are apt to lose your customer. Goods sent out 
in this way are also liable to be worn or slightly used, and they 
are seldom as good as new when they are brought back to the 
store. If you do send out three or four pairs like this, don’t forget 
to charge them all to the customer. They should be entered as 
part of that day’s sales, and when they are returned, they should 
be deducted from the sales of the day on which they are returned. 
You should ask for the return of the sales slip each time, so that 
you can classify the returns properly and deduct them from the 
sales of the clerk who made the sale in the first place. 

Too much attention cannot be given to this matter of Returned 
Goods. True, you would not want a customer to keep anything 
he did not want.- That would be poor policy, but on the other 
hand, having so much stock out that is likely to come back is a 


serious proposition. Besides lost sales and lessened selability 
when they are returned, you have your money invested in all of 
this stock which is in the hands of your customers. It means 
that you must carry a larger stock and that it is costing you 
more to do business on that account. It has grown to be a real 
menace in some stores, 25 per cent of the shoes that are sent out 
being kept two or three days and then returned with their first 
freshness gone and with their boxes soiled or broken. 


The Sales Analysis Sheet will show how much this amounts to 
in your store and also if there is a tendency for this amount to 
grow larger. So long as other stores are liberal in this respect you 
will probably have to be, but by knowing just how things are 
going, you can do everything possible to counteract this practice. 


HANDLING CUSTOMERS’ ACCOUNTS 


If a considerable percentage of your business is credit business, 
you should take especial care in keeping track of the bills that 
are due you by customers. First of all, a record should be made 
of every sale, cash and charge. If it has been your practice to 
keep a customers’ ledger, it would be well, at the end of each day, 
to post your charge sales to the customers’ accounts; because. de- 
lay in making these postings may be serious, for sales tickets are 
often mislaid or blown off the desk, and swept on to the rubbish 
heap, or customers wish to pay their accounts and you are not 
ready for them. 

Or, if your charge business is not very large, you can file the 
slips in envelopes, using one envelope for each charge customer. 

Whatever way you handle your customers’ accounts, you 
should always keep an eye on the accounts outstanding, because 
the losses from bad debts are one of the big causes of retail fail- 
ures. Capital is tied up in customers’ accounts when it should be 
used in promoting the business or invested in merchandise that 
would pay you a profit. 

There are some advantages in doing a credit business. Cus- 
tomers may buy more liberally, it may tie them more closely to 
your store, and it is certainly a convenience for them. Still the 
fact remains that a large percentage of retail failures are due 
almost entirely to laxness with regard to limiting the amount of 
credit a customer shall have and in not making collections 
promptly. You must be in control of your credit business and 
you should note especially if the amount charged to customers is 
increasing too rapidly. 

The total of what customers owe you, as shown by your cus- 
tomers’ ledger, or by adding up the total amount due you as 
shown by the sales slips, should always agree with the difference 
between the total of column No. 27, “‘Customers Charged,”’ and 
the total of column No. 33, “Customers Credited.” 

At the end of each day the total amount of what customers pay 
you on their charge accounts should be entered in column No. 28, 
‘*All Cash Received,” and also to the right of the wide column in 
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HE few shoe styles il- 

lustrated here reveal 

the wonderful possi- 
bilities of this new process. 
A mere black-and-wi.:+ ef- 
fect, as shown here, cannot, 
however, do justice to the 
favorable impressions cre- 
ated by the colorings on the 
original models. 
It has already been proven 
that the public demands 
more elaborate shoes than 
ever before. The scarcity of 
colored leathers makes our 
process all the more appre- 
ciated by the user. 










Samples always on display at our Boston Office, 207 Essex St., R. 307. H. F. Hill and A. W. Gn Representatives 
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FASHION’S 


LATEST DECREE 


Approved by the Most Conservative Trade 


Extraordinary artistic 


excel anything in bootdom. 


It is now possible to decorate uppers 
and vamps with your own designs, 
thus securing the exclusiveness and 
distinctiveness so advantageous in 


selling. 













Our factory is prepared to make prompt de- 
livery on all orders, large or small, as we have 
a most up-to-date equipment for decorating 
leathers and fabrics, including several ma- 
chines built especially for our new process for 
shoe decorations. 


SAMPLES MADE AT QUANTITY PRICES 


THE UTLEY COMPANY 


Originators of Decorations for 
Men’s, Women’s and Children’s 
SHOES 


95 Suffolk Street 
HOLYOKE, MASS. 


designs, 
with rich and sombre colors beau- 
tifully blending, produce novel 
effects on leather and fabric, which 










E are showing a wealth 
. of elaborate designs for 


Spring and Summer 
Designs appropriate for 
footwear of leather, canvas, 
satin or other fabrics. We 
have designs suitable for the 
cheaper as well as the more 
expensive shoes. 

Canvas shoes will be in vogue 
for the coming season. Why 
not show something beautiful 
that will be a big seller? Some 
are making these now. 
Why not you? 


shoes. 
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column No. 33, ‘‘Customers Credited,” (See line ‘‘.J’’ Business 


Record.) 
STOCK TURNOVER 


Before you file away your Sales Slips or other records of sales 
for the day, you should take your book of Inventory or Stock 
Sheets, and make an entry for each pair of shoes sold. (See 
Form S5). 

You will remember that when your shoes were received from 
the Jobber or Manufacturer, you entered each kind on a separate 
Stock Sheet, making a tally for each pair of shoes of each size 
and width. These Stock Sheets show you just how many pairs 
of each size and width you have in your store. Now, at the end 
of the day’s business, you will check off those sizes and widths 
that have been sold during the day, and make new marks on the 
Stock Sheet for those that have been returned. This is not a 
complicated matter at all, even if you sell a hundred pairs or 
more every day. For each pair sold you cross off one mark in 
this way X, and for each pair returned that had been crossed off 
when it was sold, you make a new mark in this way X. 

You should also keep’ track of the number of each kind sold 
every day, and enter this figure in the “Summary”’ on the right 
hand size. of the Stock Sheet. Thus, if you have received on an 
order 48 pairs of shoes of one kind, and the next day sold four 
pairs of that stock number, you would enter the four in the 
“‘Sold’”’ column, and 44 in the “Balance on Hand” column. In 
the same way, shoes returned are entered in the “Returned” 
column of this “Summary” and the number added to the previous 
number shown as “Balance on Hand.” 

You will want to make the Stock Book your constant com- 
panion. You are going to keep a sharp eye on what kinds of 
shoes are the best sellers, and you are going to have your sales 
clerks push those kinds. Because the kinds of shoes for which 
there is an active demand are the easiest to sell and take the 
least time of your clerks to sell. By watching your stock in 
this way you will be able to do more business on less capital. 
Here is how you will do it: Instead of putting ina large stock 
of all kinds of shoes, you will buy those that sell quickest. You 
will turn your capital every time you sell out that particular 
kind of stock, whereas, if you invested your capital in slowly 
moving stock; you can easily see that your money would turn 
less often. You see that you will need more capital to carry stock 
for which there is not a constant demand, than for stock which 
moves quickly. 

An investigation has shown that the stock turn of shoe dealers 
ranges from 1 to 3.6 times a year. This means that if two mer- 
chants are doing the same amount of business, the one whose 
stock turns once a year will require 3.6 times as much capital as 
the one whose stock turns 3.6 times. And the chances are that 
the expenses of the merchant whose stock turned 3.6 times would 
be no greater than the expenses of the merchant whose stock 
turned only once. Let us see the results, then, of greater stock 
turn. Suppose that the shoe merchant makes a gross profit of 
33 1-3 per cent, and suppose, further, that he carries a stock of 
$10,000.00, which he sells for $15,000.00 and turns his stock once 
a year. His gross profit will be $5,000.00; that is, the profit 
before his expenses are deducted. Now, suppose he turns his 
stock 3.6 times a year. That means that during the year he sells 
not $15,000.00 worth of shoes, but 3.6 times $15,000.00 or 
$54,000.00 worth. His gross profit figured at 33 1-3 per cent 
would be $18,000.00 and not $5,000.00. And to turn his stock 
3.6 times he required no more capital than if he turned it only 
once a year. Figure it out for yourself. 

Stock turnover is the secret of success in running a store. You 
will have less money invested and will have capital to take 
advantage of special opportunities. You can in many cases sell 
the goods before you are required to pay for them. You will 
have less stock on which to pay insurance; you will not be in 
danger of being “badly stuck”’ if styles change quickly; you can 
sell goods at a closer margin of profit and still make more money 
(30 per cent five times is more than 50 per cent twice); your 


- you sell. 
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stock will be newer and fresher; your merchandise will not be- 
come shopworn or lose any of its wearing qualities, and by keep- 
ing the size of your stock down you will have it all right where 
you can get at it instead of ina stockroom where you and your 
clerks are liable to forget it. 

To obtain your stock turnover you divide the average inven- 
tory into the cost of goods sold. If you take an invetory twice 
a year and find that at one time your stock amounts to $7,500.00, 
and at the second inventory to $8,500.00 your average inventory 
is $8,000.00. And, if during the period, the cost (not the selling 
price) of the shoes you sell amounts to $16,000.00, your stock 
turn is 2. The reason the cost of the goods is uséd for figuring 
stock turnover is because your capital is turned once when you 
sell out all you have bought without regard to the price at which 

By the use of the simplified Business Record System you 
know your inventory at any time, and.also the cost of the goods 
sold. These figures will enable you to watch your stock turn. 

It will be well for you to watch the stock turn not only of 
your business as a whole, but also of each department, and 
each separate kind of shoe. 

Before leaving this most important subject of turnover, it will 
be well to emphasize once more the desirability of watching 
closely the movement of your stock. You can readily under- 
stand that the higher the number of turnovers, the greater will 
your profit be. And there need not be any raising of the price 
of your shoes. 

Further, you will be able to hire better clerks by paying more 
and while this will increase your selling expense slightly, your 
expenses will not increase in proportion to your increased profits. 


SALARIES OF SALE FORCE 


You will, perhaps, pay your sales clerks once a week. You 
should enter the amount paid in column No. 15, “Salaries,” 
under “Selling,” and on the opposite side in column No. 31, 
“All Cash Paid Out.” Don’t forget that if part of your time as 
proprietor or partner is spent in selling, a part of your salary 
should be charged to selling expense. 

Right here, we might mention that the figures from the Sales 
Analysis Sheet will give you a basis for determining the efficiency 
of your clerks. You can watch their daily sales and compare the 
results of their efforts. It is possible that some of them are not 
as efficient as they should be, but who through proper encourage- 
ment and training can be brought up to the highest standard. 
By keeping close tab on the work of your clerks you will be able 
to direct your business more intelligently. You will be adopt- 
ing methods that are typical of the methods of successful mer- 
chants in all parts of the country. 

You will be able to find out what percentage of a clerk’s sales 
should be paid in salary. After you have found this standard, 
if a clerk’s sales decrease so that the percentage of his sales paid 
him in salaries goes above the average, you will very quickly 
want to know why; and if he does not improve the condition, 
you will have sufficient reason for dropping him, because it will 
not be fair to the other clerks to keep a man on the payroll who 
is not producing his share of the business, but is being paid the 
same salary. 

By adopting these methods you will be following the practices 
that have made big merchants successful. By keeping in close 
touch with every angle of your business, you will be able to direct 
it properly and profitably. 


BONUSES 


Commission and bonuses given to sales clerks as an induce- 
ment to make greater efforts to sell goods should not be charged 
to salaries, but should be charged separately as bonuses. 

In dull seasons and at other times you may want to do some- 
thing to keep up your sales. Or, it may be your custom to pay 
your clerks a bonus or commission at the end of certain periods, 
based on the amounts of their sales. All such extra payments 
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R2383—“‘La_ Belle’—Black Vici 
Vamp, Pearl Gray Kid Top, 8-inch 
Polish, G. W. C. and D. 2% to 8. $4.00 
R2385—“La Belle’—Bronze Kid 8- 
inch Polish. G.W. Cand D. 2% to 
DipkdacccanSacdaasceeakas. eke $4.00 


R1688—“‘Astoria’—All White Full 
Chrome Tanned, 8-inch* Polish, M.S. 
Aluminum Heel Plate. 3 to 7 and 4 
“" SSF RRS eer $3.25 
R1687—“‘Astoria’’—Golden _Brown, 
Full Chrome Tanned, Vici Kid Vamp, 
White Top, 8-inch Polish, M.S. Alum- 
inum Heel Plate. 3 to 7 and 4 to 7. 
D $3.25 


IN REGULAR DOZENS] ONLY 


R2351—‘‘Two Tone”—Black Vici Kid 
Vamp, White Kid Top, 8-inch Polish, 
Turn. Band D. 2% to8..... $4.00 
R1695—“‘Aberdeen”—Havana Brown 
Vamp, Champagne Top, 8-inch Polish, 
SOE. 62.0eiccnamasteneemueel $2.85 
IN REGULAR DOZENS ONLY 


There never was a time when the importance of selling trustworthy mer- 
chandise was more necessary. In the rush to produce anything to supply a 
demand, quality is sometimes lost sight of. But quality is always maintained 


in the Dovenmuehle lines. 


Have you one of our catalogues? Be sure you get our December style bulletin; 
you'll miss a good thing if you don't receive it. 


H.F.C.DOVENMUEHLE 
321-323 “W Monroe Sz, Ch 


& SON, 
2€ago, fll 
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should be entered in column No. 16, “Bonuses,” and not as 
salaries. This column will also include any ‘“‘P. M.’s” on sales. 


P. M. stands for premium money and is a certain amount given 
the salesman for selling a certain pair of shoes. In some respects 
the giving of “P. M.’s” is desirable. Used to induce clerks to 
push certain kinds it will have more effect than marking down 
the shoes an equal amount. It will help to get new lines or 
higher priced goods introduced or move stock that for some rea- 
son is inactive. Still in many stores the giving of ‘‘P. M.'s” 
has degenerated into an undesirable practice. In such stores 
stores unsalable merchandise is marked with “P. M.’s” so that 
the clerks will force its sale. Where this is the case, the customer 
is often induced to buy shoes which because of being out of style 
or otherwise undesirable should not be offered at full price. 
Clerks will naturally push those shoes which will have a “P. M.” 
attached to them in order to increase their weekly incomes, and 
will not try to sell other shoes which bring you a greater profit. 

It doesn’t pay—it isn’t good for your business to try to induce 
customers to buy what you know will not be satisfactory to them. 

The solution of the problem lies in better buying and a closer 
watch on your stock. Both of these are to be obtained through 
the use of the Business Record System. If you use “‘P. M.’s” 
in your business you will need to watch carefully the interests 
of the customer for stable business can only be built on complete 
fairness and satisfaction to every customer. 


OTHER SELLING EXPENSES 


The cost of wrapping paper, twine, putting on buttons and 
other items that are not properly chargeable to advertising 
bonuses, or salaries should be entered in column No. 18, ‘‘Mis- 
cellaneous Selling Expense.’’ There is danger, however, of this 
column becoming a sort of ‘catch all’’ for all kinds of expense. 
Wherever possible expenses should be charged where they rightly 
belong so that you may keep closer tab on your business and this 
column should be used only when there is not some other heading 
under “Selling Expenses” where the item should be entered. 


DELIVERY EXPENSE 


Expenses incurred in delivering shoes should be entered in 
column No. 19, “Delivery.”” On the opposite side the entry 
would be in column No. 31, “All Cash Paid Out.” 

Delivery expense includes the wages of delivery clerks, or part 
of the wages of store clerks for the time they spend in delivering. 
For instance, if a clerk spends a third of his time in: delivering 
shoes, a third of his salary should be charged to “Delivery 
Expense.” Other delivery expenses include the cost of sending 
shoes by express or parcel post, and the cost of messenger service. 
It also includes the cost of maintaining your delivery equipment 
whether it be bicycles, motorcycles, motor cars, or horses and 
wagons. The rent of stable or garage in which your delivery 
equipment is kept should also be charged as a “Delivery Ex- 
pense,”’ as should also the depreciation on the equipment owned. 

Please understand that the cost of the equipment is not to be 
charged to this account, but only the cost of keeping it up 
because the cost of equipment has already been charged in 
column No. 2, “Fixtures and Equipment Purchased.” 

Also, this account is to be charged only for the cost of delivering 
outgoing merchandise. The cost of hauling incoming merchan- 
dise from the freight house is to be charged to “‘Freight, Express 


and Drayage.” 
ALLOWANCES 


Allowances made on merchandise sold may be divided into 
two classes: First, an allowance refund may be for shoes returned 
by customers; Second, an allowance may be made on the pur- 
chase price to a customer who complains of some real or fancied 
defect. 


Except in a comparatively few cases of actual defects, allow- _ 


ances are always made to satisfy the customer and retain his 
good will. This is clearly an expense of the business, while a 
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refund for shoes returned is a deduction from sales, the shoes 


being actually replaced in stock. In the latter case allowances 
are entered daily on the Sales Analysis Sheet and do not appear 
on the Business Record. 

The allowances for poor wear should be entered in column 
No. 21, “Allowances,” and on the opposite side they should be 
entered either in column No. 31, “All Cash Paid Out,” or in 
column No. 33, “Customers Credited,”’ according to whether you 
make a cash refund or credit the customer on his account. (See 
line “‘ K’’ Business Record.) 


The real meaning of this expense is something that the average 
shoe merchant has not realized until he has had some systematic 
method to show it up. On the Business Record the allowances 
you make show up clearly and at the end of the month you can 
figure out what percentage your total allowance is to your total 
sales. You will probably find that your allowances are out of 
all proportion to your sales. This record should point the way 
to reducing this expense to a minimum. 


REPAIR DEPARTMENT 


For ordinary purposes the approximate cost of maintaining a 
repair department is sufficient. ; 

The cost of repair department supplies, such as sole leather 
rubber heels, etc., should be entered in column No. 23, ‘“‘Repair 
Department Costs,” and on the opposite side in column No. 31 
“All Cash Paid Out,” or in column ‘No. 34, ‘‘Jobbers, Manu- 
facturers and. Others Owed.’’ (See line “‘L’’ Business Record.) 


The wages of men employed in the Repair Department should 
be charged to ‘Repair Department Costs,’ and if you care to 
apportion your rent, heat, light and power, upkeep and a deprecia- 
tion, you can enter the amount you think proper in column No.23. 
These items might include a portion of the rent you pay accord- 
ing to the space occupied by the repair department, a part of the 
expense of heat and light, the cost of power for running repair 
machinery, and the upkeep of the machinery and repair fixtures. 


All earnings of the Repair Department should be entered on 
the right hand side of the Business Record in column No. 36, 
‘Repair Department Earnings,’ and to the left of the wide 
explanation column, the amount will be entered either in column 
No. 28, ‘‘All Cash Received,” or in column No. 27, ‘“‘Customers 
Charged,” according to whether cash is received or the customer 
is charged. (See line ‘‘M’’ Business Record.) 

Please understand that repair department supplies purchased 
are not to be entered in column No. 24, “Inventory and Pur- 
chases of Merchandise.” 


At the end of the month an inventory should be taken of your 
repair department supplies, so that you may be able to deter- 
mine the cost of maintaining your repair department and the 
gross profit or loss incurred during the month. It is a fact that 
many shoe dealers don’t know whether or not their repair depart- 
ment is a paying proposition; they have a repair department 
largely as an accommodation. This is good business in itself 
but there is no reason why a repair department cannot be put on 
a profitable basis or at least pay for itself. 

When you have taken your inventory at the end of the month 
you can easily find your gross profit. To do this you proceed as 
follows: When you started the system you entered the amount 
of your repair department inventory in column No. 23 “Repair 
Department Costs.”’ During the month you have also entered 
in this column your purchases of repair department supplies 
and the wages‘of your repair department help, as well as the 
proper share of maintaining your repair shop. You add up this 
column and then subtract the amount of your inventory at the 
end of the month. Then you subtract this amount from the 
total of column No. 36, “Repair Department Earnings.” This 
will give you your profit from your repair department. If you 
find that the total of the column “Repair Department Earnings” 


’ is smaller than the column “Repair Department Costs,” after 


the inventory has been deducted, you subtract the amount of 
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Metatarsalgia 
Morton’s Toe— 


This ailment is due to the weak- 
ening of the transverse arch, 
which allows the heads of the 
metatarsal bones to fall. The 
foot spreads and runs the shoe 
over beyond the sole. Then Na- 
ture in her efforts to protect the 
nerves on the plantar surface of 
the foot forms callouses at the 
ball. Aches, pains and cramps 





Reg. 





Cramplike pains at} 
this point indicate 
Metatarsalgia. 











follow. Then enlargements ap- 
pear at the great toe joint and at 
the little toe joint. As the case 
progresses, cramps and pains be- 
come manifest at the bases of the 
third and fourth toes. 

There is but one way to over- 
come this condition—one way to 
give relief and comfort instantly 
and permanently—and that is the 
proper fitting of 


Dr. Scholl’s Anterior Metatarsal Arch Support 


This scientifically designed appliance is built with an elevation at the anterior end just 


beneath the heads of the metatarsal bones. 


This elevation correctly adjusted restores the 


anterior transverse arch to its normal state, and the cause of the ailment is thus eliminated. 











Style No. 1 has, be- 
sides the anterior eleva- 
tion, a flange at the inner 
side for supporting the 
longitudinal arch in cases 
where there is slight 
weakness in that part of 
the foot. 


Retail, per pair, $3.00 











Style No. 1 Style 
Style No. 2 has no 
flange and is recom- 


mended for cases where 
the longitudinal arch is 
normal, but elevation is 
required at the transverse 


arch. 


Retail, per pair, $2.50 


No. 2 Style No. 3 


Style No. 3 has the 
flange and is longer than 
Nos. 1 and 2, extending 
farther forward beneath 
the heads of the second, - 
third and fourth metatar- 
sal bones. All metal is 


geal joint so as not to in- 
terfere with the action of 
the great toe. 


Retail, per pair, $3.50 














Write for new catalog 


THE SCHOLL MFG. CO. 


Largest makers of Foot Comfort Necessities in the World 
213 W. Schiller St., 


NEW YORK 








TORONTO 


Chicago, Ill. 


LONDON 


1017 
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the earnings from the costs to find the loss from your repair 





department. Here is a typical example: 
Earnings during month . $195.80 
Inventory at beginning of month $130.00 
Purchases during month. . . . 110.60 
Repair Dept. costs during month 48.00 
Inventory at end of month . $125.40 - $288.60 
Shipment of Repair Dept. Sup- 
plies Returned . 12.50 

137.90 
Total Cost of Repair Dept. 150.70 
Gross Profit from Repair Dept.. $45.10 


FIXED CHARGES AND UPKEEP 


Fixed charges are those expenses which go on regardless of 
whether business increases or decreases. 


RENT . 


Rent should be charged as an expense of your business whether 
you rent your store or whether you own it. There are some mer- 
chants who own their own store buildings but who never think of 
charging rent as an expense. In the same way they never charge 
for their time or for the time members of their families help in 
the store. It is very likely that if all factors are taken into con- 
sideration, the expense of running a small store will be found to 
be much greater than many a merchant believes it is. 


Rent should be entered in column No. 6, “Rent,” and on the 
right side of the wide explanation column, if you pay cash, it 
should be entered in column No. 31, ‘“‘All Cash Paid Out.” If 
you own your store building you will not pay out cash, and 
instead of entering the amount of the rent (which would be 
what you would charge some one else if you rented the store to 
them—an amount at least equal to 6 per cent of the value of the 
ground and building) in the cash paid out column you should 
enter it in the first column to the right of the wide explanatory 
solumn, which is No. 30, “Sundries.”” This will then be con- 
sidered as an earning of your business and in your monthly profit 
sheet will be so considered in connection with your earnings from 
sales and repair department. 


HEAT, LIGHT, AND POWER 


All expenditures for heat, light, and power, including payments 
for fuel and oil for heating, and for repairs to heating apparatus, 
as well as for services of engineer or janitor in connection with 
operating a heating plant should be entered in column No. 7, 
“Heat, Light, and Power.” 


All payments for lighting store, office, and stockroom includ- 
ing the cost of chimneys, mantles, globes, etc., and repairs of 
lights, should be charged to this account. If the cost of operat- 
ing electric signs and of illuminating show windows can be 
separated, these items would be proper charges to “‘Advertising”’ 
and not to “Heat, Light, and Power.” 


Payments for running power machinery used in connection 
with your business, including power for elevators, vacuum 
cleaners, etc., and for repairing the power machinery should be 
charged to “Heat, Light, and Power.” But if the power required 
for operating repair machinery can be separated from your 
general power bill, this cost should be entered as “Repair De- 
partment Costs.”’ These are constant expenses and you will 
_ of course do everything in your power to lessen them. No need- 
less lights will be left burning, the most efficient types of lamps 
willfe used, your store interior may even be decorated in lighter 
colors so that less artificial light may be needed or you may 
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install prism glass over your show windows to brighten up the 
inside. 


INSURANCE ON STOCK AND EQUIPMENT 


All payments for insurance whether for fire, burglary, plate 
glass, or liability should be charged to this account and entered 
in column No. 8, “Insurance on Stock and Equipment.” 

-If you own your own building and pay insurance on it, this 
payment should not be charged to this account. Such payment 
for insurance is an offset to rental earnings. Remember, you are 
charging rent evenif you own your own store. The insurance you 
pay on your store building would be entered in column No. 29, 
“Sundries,” and in your profit sheet would be considered as a 
cost or a deduction from rentals earned. 

If you pay premiums for insurance on your stock for periods 
longer than a year, the premiums should be divided by the 
number of months for which the insurance runs, and only one 
month’s premium charged to expense each month. For instance, 
if you pay $180.00 in premiums for three years’ insurance on your 
stock, the monthly charge would be $5.00. In this case, when 
you pay the premium you would enter the $180.00 in column 
No. 8, “Insurance on Stock and Equipment,” and also in column 
No. 31, “All Cash Paid Out.”” Then at the end of the first month 
you would make an entry in colamn No. 29, “Sundries,’’ for 
$175.00. This amount would be carried as an asset on your 
monthly balance sheet as “‘Unexpired Insurance” and at the 
beginning of the next month it would be entered again in column 
No. 8, “‘Insurance on Stock and Equipment.’”’ You would repeat 
these entries at the end and beginning of each month, each time 
decreasing the amount $5.00 until at the end of three years the 
premium would be all used up. 

You would also on the right hand side of the wide explanation 
column or the credit side of the Business Record, enter in column 
No. 30, “‘Sundries,”’ at the end of the first month $175.00. This 
would be deducted from the amount shown in column No. 8 as 
being paid out for Insurance, so that on your monthly profit sheet 
the amount shown as an expense for insurance would be $5.00. 
At the end of each month you would make a similar entry in 
column No. 30, each time reducing the amount by $5.00. 


TAXES ON STOCK AND EQUIPMENT 


All payments for taxes on stock and equipment are to be 
entered in column No. 9 and are handled in the same manner as 
“Insurance on Stock and Equipment.” Taxes on buildings are 
not to be charged to this account, but should be treated the 
same way as insurance on building is treated. See the preceding 
paragraph. As mentioned before, keeping your stock down will 
mean less insurance in addition to greater profit through increased 
turnover. 


(To be continued next week) 


Marching Club for Winter Carnival 


Mannheimer Brothers department store, St. Paul, Minn., has 
completed the organization of a uniformed marching club which 
will participate in the Winter Sports Carnival which will be held 
in that city for ten days beginning on Jan. 25. The carnival was 
held last Winter and was a big success. Bob Kernaghan, assist- 
ant manager in the shoe department has been elected drum ma- 
jor of the Mannheimer Marching Club. The club will comprise 
over 300 employes, both male and female, of the store. 


Leather Company Builds Addition 


The Eagle-Ottawa Leather Co. at Grand Haven, Mich., are 
building an addition to their plant. It will be two stories, 50 x 125 
feet, mill construction. 








72 BOOT AND SHOE RECORDER Dec. 2, 1916 





‘POPULAR MANUFACTURERS OF POPULAR MEN’S WELTS” 





The Results of Our Efforts 


Wherever you find a great business developed in a com-_ 

paratively, short space of time from a small beginning, 

you can generally lay its success to one big reason— 

a know how to give their customers Trade-Building 
alues. 


Today our factories at Brockton, Mass., have a daily 
output of 4500 pairs compared with 600 pairs three and 
a half years ago. 


This extensive growth is a direct response to the ‘“‘Spirit 


of the House,” which is reflected in the ‘‘Quality of the 
Merchandise.”’ 


We have encouraged “STOCK SERVICE,” enabling the 
retailer to derive quicker earnings from his business. 


In other words, the men behind our line are building a | 
business institution that offers to its consumers a ‘“‘fault- 
less Service of Individual Values.” 


We are on the road to do bigger things, to bring our 
NAME and merchandise “ABOVE THE MARK.” 


We should be pleased to share the results of our efforts 
with you. We will gladly acquaint you with samples of 
our product. 


196 CHURCH ST. SS iamond Hus: NEW YORK, N. Y. 


PITTSBURG OFFICE, 302 Lyceum Bldg. CHICAGO OFFICE, Lees Bldg. 
PHILADELPHIA OFFICE. 406 Central Trust Bldg. DETROIT OFFICE, 213 Bowles Bldg. 
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Mules in Brocades, Gold Thread Designs and in Colors. 


+ & a 


Imported by K. M. Stone Co., New York 


In Centers of Shoe Manufacture «+ ¢ +¢ 


MARKETS—STY LE DEVELOPMENTS—NEWS 


ST. LOUIS” 


Spotty Business Developing 


Shoe manufacturers and wholesalers are beginning to report 
a somewhat spotted business so far as orders are concerned, with 
heavy and light days appearing irregularly, though the aggregate 
is still well above the same period a year ago. The explanations 
of this condition are somewhat varied, some contending that 
merchants are holding off because of the continued advance of 
merchandise in the belief that the latest advances have been 
rather speculative than otherwise and others holding that the 
high prices are beginning to have an effect on the consumer, 
curtailing the aggregate demand. Whatever the cause the fur- 
ther continuance of this spotted character of business will be 
watched closely. Shipments, however, are increasing rapidly and 
the operation of factories is being pushed to the limit of equip- 
ment and labor supply in order to perfect deliveries on business 
already placed. 


Merchants Moving Old Stock 


The retail trade, locally and through the St. Louis trade 
territory, continues at a high mark with the current demand 
along the same lines as has been previously reported. There is 
some report, however, of merchants taking advantage of the 
situation, as to high prices, to move at fair prices stock which in 
any other conditions than such as exist this year they would 
have to slash below cost. Stock of this character is going to 
consumers who cannot afford to sacrifice their pocket books to 
style, but who are thus obtaining very durable footwear which 
is their main consideration. This situation, however, relates 
chiefly to smaller towns and to slight extent to the lower paid 
workers of the larger cities whose wages have not risen with 
the advance in living costs. 

Specialty factories and departments which devote the major 
portion of their attention to the current and near future demand 
report their capacity pushed to the limit by the call for late Fall 


and early Winter footwear as well as the mid-season deliveries. 
This condition also exists in the in-stock departments of the 
manufacturers and wholesalers which are working over time 
to keep the fill-in orders moving out sufficiently rapidly. The 
call is very heavy for combinations, but no demand is reported 
for extreme novelties. The colors run about the same as they 
have been doing. 


John A. Bush on Tannery Tour 


John A. Bush, president of the Brown Shoe Company and 
A. G. McGaghey, leather buyer for the company, have gone to 
Milwaukee and will thence work their way eastward through 
the tannery sections with a view to getting thoroughly in touch 
with the leather situation as well as make purchases. The 
company is receiving some very heavy orders from foreign 
countries and the particular weights and types of leather which 
will be needed for this business will be one of the matters con- 
sidered by Messrs. Bush and McGaghey on this trip. 


A New Shoe House 


The F. L. Doerr Shoe Company, which was recently formed 
in St. Louis has acquired quarters at 1319 Washington Avenue 
and will be ready for business in a very short time. The com- 
pany will act as distributors for manufacturers for the present, 
but has plans for entering the manufacturing field as its develop- 
ment progresses. The head of the concern, F. L. Doerr, has 
been engaged in the selling end of the business for other houses 
and is well known to the St. Louis trade territory. He has of 
late been in Denver for the J. P. Dunn Co. 


Clearing House Reports 


The reports of the St. Louis clearing house banks following 
the Comptroller’s recent call for statements have shown a very 
remarkable increase in deposits, the total gain being $38,083,626 
since September 12 and $72,572,706 in one year. The total 
resources of the banks have gained $37,886,611 since September 
12 and now stand at $479,576,075, the highest on record, with 
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Cleveland, Ohio 


DANIEL GREEN FELT SLIPPERS 


IN - STOCK 


We have them. 


Stock No. 535G 





Men’s—Colors—Oxford, Brown, Mil. Blue, 
Green, Wine 





Stock No. 
4458G 


Sizes 5 to 11 and 11% to 2 
Colors—Navy Blue, Red 





Stock No. 4503G 


Colors—Wine, Oxford, Rose, Light Blue, 
Pink, Lavender, Taupe 





IN-STOCK 


Order now. 






Stock No. 545G 
Men’s—Colors—Oxford, Brown, Mil. Blue 






Stock No. 
768G 
Sizes, 5 to 11 and 11% to 2—In Red only 


Stock No. 527G 


Colors—Aust. Blue, Orchid, Lavender, 
Rose, Light Blue, Pink, Taupe 





The 6 Slippers shown and “57” other varieties in Men’s, Women’s and 


Children’s 





Whitney, Wabel & Company 


Up-to-date Footwear Specialties 


—— Write For Special Daniel Green Felt Catalog 





Cleveland, Ohio 
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the deposits at $389,635,661, also the highest on record. These 
figures are indicative of the condition of business and also of 
the very favorable character of the collections being made by 
St. Louis wholesale houses on their Fall accounts. 


New Move for Export Business 


A corporation with $10,000,000 capital is being considered 
and organized by St. Louis financiers, wholesalers and others for 
the purpose of financing the export business of St. Louis and 
aiding in its increase, by taking care of trade acceptances, in- 
dorsing foreign debtors’ paper and otherwise giving assistance 
to foreign trade generally. The plan is in its intial stage, but is 
regarded as very likely to be put through in order to enable 
advantage to be taken of the present opportunities for export 
business. 

New Boyd-Welsh Factory 


The factory building to be erected for the Boyd-Welsh Shoe 
Co. of St. Louis, Mo., has been contracted for and will be a 
concrete, fire-proof structure. The equipment to be installed 
will give the plant a capacity of 2500 pairs daily, with possibly 
other increases as the business of the concern demands. John 
C. Boyd is president of the company, which has grown so rapidly 
as to require the new factory. Its old factory has a daily 
capacity of 700 pairs which has been forced by special efficiency 
methods up to more than 1,000 pairs daily in order to meet cur- 
rent requirements. The Bramose Realty Co., capital $100,- 
000, with Mr. Boyd and J. T. Welsh chief stockholders is handling 
the construction deal. A new line of footwear is to be added in 
the new plant. 

Home from Europe 


George Coslow, of The Brown Shoe Co., who accompanied 
Vice-President Eugene McCarthy and W. C. Joplin to Paris 
on business for the company, has returned to St. Louis, as has 
also Mr. McCarthy. Mr. Joplin remained to look after the 
company’s business, which will be extended through all of the 
European countries which can be reached in a commercial way 
during the war and to all other countries after the war. The 
prospects are regarded as good for a very satisfactory business 
as a result of transactions which have already taken place, giving 
The Brown Shoe Co. a satisfactory entrance to European busi- 
ness. When last heard from Mr. Joplin was in Italy, preparing 
to return thence to Paris and London. 


PHILADELPHIA 


Holiday Trade and General Business 


Holiday displays are being made in the windows and the 
stores; novelties suitable for gift giving are to be found all prop- 
erly boxed in the findings case; the most attractive styles are 
being put forward in the hosiery departments, and shoe stores 
are taking on a holiday appearance. The retail trade anticipates 
a good volume of business of this special character. 

In general lines of merchandise the stores are continuing very 
active. Just what a succession of snow storms coming between 
now and Christmas would do to the rubber situation is a problem, 
but all members of the trade are making efforts to get their sup- 
plies of rubber goods up to a point where they can handle such 
a situation. 

Everything indicates that merchants anticipate a call for nov- 
elty boots right through what is normally the dull months of 
January and February and right up to the time when they will 
be succeeded by the Spring models. 


Cloth Tops and Present Prices 


Robert Ziegler of Ziegler Brothers of this city said the other 
day that it was impossible to say where prices are going to 
stop, and largely because of this, that he figures the trade must 
come to cloth tops. If the Paris dictum for cloth is followed by the 
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co-operation of the American manufacturer with a generous 
showing in his sample lines, there is little question that a good 
showing of cloth styles can be made, and doubtless will be made, 
in the later Winter and early Spring models. The interest in 
cloth is evidently pretty general, although the call for shoes of 
this character is not developed very strongly in the shoe stores. 
It is one of those things that will probably work from inside the 
trade to the consuming public instead of the reverse. 

The factory is working largely upon goods for immediate de- 
livery and among other styles that are going through are quite 
a liberal sprinkling of shiny leather vamps with dull tops. The 
Spring orders show a great many two-tone effects in colonials, 
gray, white and pearl being largely used. Canvas is well rep- 
resented in the Spring orders and not by any means confined to 
the lower priced lines. Eight inch boots seem to prevail in the 














A NEW SKATING COOT 


Laced on both sides, quilted tongue, cloth top. The 

model is wearing knickerbockers and golf stockings. A 

costume and footwear introduced by Abercrombie & 
Fitch, New York 


orders for the coming season, and two-tone effects, and cham- 
pagne, gray, blue and tan are well represented. Tan is very good 
and will probably be quite a factor. All of the traveling men of 
the factory are on the road now, and all of them find the situa- 
tion favorable to sales and cognizant of the price situation. 


Keystone Leather Increasing Output 


The Keystone Leather Company is developing its output of 
glazed kid quite steadily and has now reached about 60 per cent 
of its production. Labor differences have for several months past 
curtailed the output of the plant, said President Reynolds, but 
the difficulties have been overcome and they are running an 
open shop, and the only reason that their product is at 60 per 
cent instead of capacity is that they do not think it wiseto goany 
faster until the newer men, who have been added to their working 
forces, have become familiar with their own methods. In other 
words, it is stated that the output is being kept down so that the 
quality of the stock may be kept up. 
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q They’re daring — 

@ They’re saucy — 

q They’re ‘‘different’’— 
q They’re 


J & K Shoes 


For Young Women 


q They will fit — 
q They will delight — 
q ‘They will wear — 


q ‘They will bring you long 
profit because STY LE counts 
most of all. 


THE JULIAN & KOKENGE Ce. 


CINCINNATI. 
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q They’re nifty — 
q They’re charming — 





-@ They’re irresistible — 
q They’re 


J & K Shoes 


For Young Women 





This galloping novelty footwear tells 
its own story of style and sells on sight. 


Sold successfully -- PROFITABLY-- by 
many of the largest stores in U.S.A. 


If not by YOU, why? 





NOW 


429 


The J & K Mac & Mak, the foremost 
comfort Shoe on earth—bar none. Selling 
like wildfire. Be the exclusive agent in 
your town for this famous shoe. 


THE JULIAN & KOKENGE*®. 


CINCINNATI. 
































: = pena 
SS aE ies, 














78 BOOT AND SHOE RECORDER Dec. 2, 1916 


HT 


vy 


mM 








Calf, Veals, and Side Leathers 


Suitable to a Wide Range of Shoe Values. 


Velours, Lotus, and Pevee Calf are leathers of the best quality and 
suited for the finest shoes. 


Velours, Lotus, and Pevee Veals or Kips are only less desirable than 
the similar calf leathers. 


Velours, Lotus, and Pevee Sides imitate the calf in exactly the same 
tannage and finish for a medium-grade shoe. 


The above black and colored “P. & V.” leathers for dress shoes 
show three ranges of value. They are made the same way and give 
the same durable and satisfactory wear. The sole difference is in 
the nature of the hide. As the animal grows older the grain is less - 
fine. This difference is minimized by our finishing methods and 
selection of skins for these leathers. 


If Calf is out of your range, try the Veals. If that is too high, try 
“P. & V.” Side Leathers in your shoes. The shoes in any case 
will give just as long and satisfactory service. 


Pfister & Vogel Leather Co. 


Milwaukee, Wis. 
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An Active Demand 


For both the present and Spring season orders are coming in 
very freely to the specialty house of W. T. Holmes Shoe Com- 
pany. This applies particularly to certain numbers, Mr. Holmes 
of the house said recently, but in all lines they have to be on the 
alert in order to be sure that the deliveries will be made when the 
goods are wanted. 

Pump novelties and the like, colored buck in gray, fawn and 
white are among these Spring orders. Some cloth tops are being 
wanted for immediate use, but these are in the more staple styles 
and do not reflect the style demand that is anticipated for cloth 
a little later on. 

In Staple Lines 


Mr. Durell of the manufacturing house of W. H. Durell & 
Son, makers of children’s and women’s shoes, in discussing the 
situation as they find it said that business is good, but can be 
described as spotty. There is an unusually strong call for their 
children’s lines, but it is not continuous, and the strength of 
the demand shifts from point to point inasmuch as they devote 
their attention most largely to staple styles. This might indicate 
that a given section or locality buys the merchandise it needs 
largely at one time and is not called upon to be duplicated con- 
tinuously as would be the case were the goods such as some of the 
styles note with greater emphasis. 

Mr. Durell advances the theory that the retail people are in- 
terested in. women’s style shoes to the exclusion of children’s 
staples, and that this would account for the situation as they 
find it. While prices are uncertain and indicate further advances, 
he thinks that the trade is covered as far as it :.an cover for the 
Spring season, and their factory at least has sold pretty much all 
of the Spring goods that it can handle. 


Factory Notes 


Charles Keighly & Sons of Vineland, N. J., who have been 
shut down for several months past, resumed work with the open- 
ing of the cutting department on November 20th and the fac- 
tory is fully operating now. Their product is women’s, misses’ and 
children’s shoes, McKays and welts. 

A new addition is being made to the factory of Divine & Young- 
le, Harrisburg, Pa., which, when completed and equipped, will 
raise the output of that factory to 2000 pairs per day of women’s 
and misses’ McKays. The machinery installation has been or- 
dered and the new addition, which is 85 by 36 feet, and the 
same number of floors as the present factory, will be put into 
service as quickly as possible. 

The machinery order has also been placed for the new factory 
addition to the D. Harry Chandler Shoe Company of Vineland, 
N. J., and shafting is now being put up in the new building. 
This will raise their capacity to about 2000 pairs of welts and 
McKays. 

There is a report, not as yet authenticated, that the factory of 
T. H. Eisenhuth of Williamsport, Pa., will be re-opened under 
new management. While the product of the new concern has 
not been stated, it is quite probable that it will be the misses’ 
and children’s lines formerly made by Eisenhuth. 

A. W. Todd, superintendent of agencies of the United Shoe 
Machinery Company, with headquarters at the Boston office, 
spent a few days in Philadelphia recently going over matters with 
the officials of the Philadelphia agency. 


LYNN 


Preparing for Market Week 


Interviews with shoe and leather manufacturers in Lynn and 
along the North Shore show that the upward swing of the 
leather trade in prices, styles and demand for shoes, will continue 
during 1917. 

Lynn shoe manufacturers are expecting to show in Boston 
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market, for which they now are preparing, the greatest variety of 
samples, as well as the best shoes, they ever have made. 

A tanner of black and colored leathers, in finishes much used 
in millinery shoes, says that conditions of the raw stock market 
will compel him to make a general advance of ten cents a foot in 
all his leathers on January 1. 

A Lynn manufacturer of shoes predicts that if present condi- 
tions in trade continue leather will advance to as high as $2.00 a 
foot during 1917. That will be for the choicest selections of 
upper leather. Cut sole manufacturers of Lynn talk of $1.00 
sole leather, and cut soles at 50 cents a pair, for next. year. 


The White Drive 


The drive on white shoes has begun. At a representative 
Lynn factory, that of the Watson Shoe Co. Spring and Summer 
shoes now are being made, and 70 per cent of them are white 
boots. These boots are made of white cloth, white buck and 
white kid. Some of the cloth boots are trimmed with white 
leather tips, straps and stays. Most all of them are eight inches 
high, have lace tops, and white soles. The lasts are in two 
classes, those with covered Louis wood heels, two inches high, 
and those with white leather heel 1 4 inches high. 

Besides the white shoes, there-are being made, for Spring and 
Summer, some boots of black kid, brown kid and gray leathers. 

The firm expects as big a boot season in 1917 as in 1916. 
It will make up a few samples of pumps, and other low shoes, for 
the Summer trade. 


Early Sales of White Shoes 


That sales of white shoes will start early in 1917 is the report 
had from Mr. Anderson, sales manager of Donn D. Sargent Shoe 
Co., Salem. The white department in the Sargent factory is 
now busy on white footwear, and it will begin to make deliveries 
in January. 

The uppers of the shoes are of white buck, kid and canvas, and | 
the bottoms are all of ivory white sole leather. Lasts vary, 
according to sectional demands. There also are lasts for dress 
shoes, for walking shoes and for sport shoes. 


One Good Sign for 1917 


That the shoe business of the entire country is likely to be 
very active in 1917 is shown by the fact that the United Shoe 
Machinery Co. is putting on additional workers at its plant in 
Beverly. It also has back at the benches 150 employees who 
were with Massachusetts troops on the Mexican border. It is 
making more machinery and supplies than ever. 


Death of R. J. Nichols 


Richard J. Nichols, president of Adams Shoe Co., Lynn, died 
at his home in Lynn, November 23, age 77 years. He was a 
notable figure in the Lynn shoe trade, for he raised the money 
which enabled Jan W. Matzeliger to invent and patent the hand 
method machine for lasting shoes. This machine revolutionized 
the lasting of shoes from a hand to a machine industry. It 
brought about greater economies in the shoe trade than can be 
measured. . 

Matzeliger was operating a McKay sewing machine, in the 
factory of P. J. Harney & Co., Lynn, when the idea came to him 
that he could make a machine for lasting shoes. He had only 
his wages for his capital. He suffered bitter poverty, as he 
spent money to experiment with his machine. Some prac- 
tical shoemen, particularly lasters, laughed at him. 

But Mr. Nichols had faith in Matzeliger, and his machine. 
Mr. Nichols was then @'teller in a Lynn bank. He put his own 
money into the invention, and raised money among his friends. 
The machine proved a success, and Mr. Nichols and his friends 
profited from their investment. 

The machine was built by the Consolidated Hand Method 
Lasting Machine Co. until that Company became a part of the 
United Shoe Machinery Co. 

Mr. Adams leaves a daughter, the wife of F. Farnham Adams, 
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Griffin’s White Kidine 
An effective and safe clean- 
ing and whitening fluid 
that cleans all white kid 
and white calf stock. 

Small size, $11.00 Gross 

95c Doz. 

Large size, $18.00 Gross 

$1.60 Doz. 














Blue, Dark Green, Red. 
$17.00 Gross 






Griffin Suede Dressing 
A combination outfit to clean 
and restore colored Nubuck, 
suede and nappy leathers to 
their original shade and state. 
Tampico brush and 34-o0z. bot- 
tle. White, Black, Light, Dark 
and Pearl Gray, Brown, Navy 


$1.50 Doz. 
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Griffin Dressings 


They speak for themselves. There is a Dressing for every shoe 









GRIFFIN 


IDEAL 


Griffin Ideal Com- 
bination 
Paste and Cleaner. Made 
in black and tan, almost 
twice the size of the 
usual package and of 
superior quality. 


$18.00 Gross $1.65 Doz. 


| BRONZE 


DRESSING| 
BRONZE LEATHERS | 


Wil URN ANY | 


COLQR LEATHER! 
wT 


FINE BRONZE FINISH) 





Griffin Shoe Bronze 
Is the Most Natural 


Bronze on the Market. 


Large size, $24.00 Gross 
$2.20 Doz. 

Small size, $18.00 Gross 
$1.60 Doz. 





Griffin Magical Powder 


One of the two accepted ways 


for cleaning colored suede, Nu- 
buck and nappy leathers. White, 
Light Gray, Dark Gray, Pearl, 
Brown, Chamois, Fawn. 


$11.00 Gross 


95e Doz. 
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Griffin’s Glazed Kid 


eam 
In Blue, Black, Light Gray, 
Dark Gray, Brown, Green, 
Red, White, Ivory, Cham- 
: pagne 
CLEANS—COLORS 
POLISHES 
Is to the Leather what 
Cold Cream is to the Skin. 
3-0z. Bottle in Beautiful 
Lithographed Carton. 
Price, $16.00 Gross 
$1.40 Doz. 




















Griffin Patent Leather 
Cream 


Made in both White and Black 
for cleaning and polishing all 


patent leather shoes. A preven- 
tative for cracking. 
$16.00 Gross $1.40 Doz. 


WRITE FOR OUR NEW ILLUSTRATED CATALOG SHOWING COMPLETE LINE OF DRESSINGS. 
IF YOUR FINDINGS JOBBER CANNOT SUPPLY YOU WE WILL 


GRIFFIN MFG. COMPANY, Inc. 


69 MURRAY STREET 


CANADIAN REPRESENTATIVES, (anadian Shoe Findings and Novelty Co., 2 Trinity Square, Toronto, Canada 
TTL MERERERTE cere = sR RE 


NEW YORK 








THE STARS IN THEIR COURSES 


ROM the time of Primitive Man to the present 

Twentieth Century days the stars in the fir- 

mament have guided, instructed, and inspired 
human-kind. The wonderful story of the heavens 
has been studied throughout the centuries, never 
to man’s detriment. J The past has been inter- 
preted, the present illumined, the future predicted. 
“Read the answer in the stars” is a phrase fa- 
miliar to many, and so long as the stars in their 
courses run will they be watched and obeyed. 
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MAN’S WONDER-WORK 


HILE mankind has wondered at the stars, 

the stars in turn have looked down upon 

the [wonder-work of mankind. Especially 
have they seen within recent years the genius of in- 
vention and of business-building joined hand-in- 
hand and successfully applied to ,the problem of 
shoe machinery, with the result that the jshoe in- 
dustry has become standardized and economized, to 
the great and permanent benefit of manufacturer, 
retailer, and the public everywhere. sz SF 
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Important Announcement 


Owing to the increased cost of leather and other materials 
we have been obliged to revise the prices on all stock 
shoes. These prices (subject to change without notice) 
took effect December Ist. 


ee aie + 8. 563—9 in. Kid Lace . . . . $4.50 
_571—8 in. Wh. Nubuck Lace . 4.00 564—9 in. Kid Button . . . 4.50 
972—8 in. Kid Lace ... . 4.50 565—7 in. Kid Button . . . 3.75 
573—7)% in. Gun Metal Lace . 3.75 567—8 in. Kid Lace ... . . 4.25 
574—8 in. Patent Button . . 4.60 568—7 in. Kid Lace ... . 3.75 


Terms, Net 30 Days 


CBP Pord & Co, 


ROCHESTER,N.Y. 
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1847— 1916 











SHOE AND LAST 


SAMPLE CASES Sixty Nine Years 


Honorable Dealing 


We Save You 


29% 


of the Ordinary 
Cost of Your 
INSURANCE 


Write us for particulars 








Fitchburg Mutual Fire 


Insurance Company 
FITCHBURG, MASS. 


Middle West Representative, Mr. W. B. ACKMOODY 


The Globe-Wernicke Co. 


91-93 Federal Street, Boston 
DESKS, CHAIRS and FILING CABINETS 





PITTI 
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Snow Buck 
with 
Vaughan’s Artic Soles 
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DONN D. SARGENT CO. 
) Fosas SALEM, MASS. peg i 


407 Bridge St. 
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manager of Adams Shoe Co., and a brother. He belonged to the 
G. A. R., Sons of the Revolution, Odd Fellows, Boston Boot and 
Shoe Club, and other societies. 


Shoe Firms Move 


Naumkeag Shoe Co. is moving from Salem to Danvers. Mr. 
Gillespie, engineer of United Shoe Machinery Co., prepared 
plans for the equipment of the new shop. 

Scott Shoe Co., makers of children’s footwear, has moved 
from Marblehead to the Hemingway factory in Lynn. 


Patent Leather and Cloth Tops 


A Lynn firm, making fine shoes, is producing quite a number 
of patent leather boots with cloth tops. 


$3.00 a Day 


Immigrants working in beam houses of Peabody tanneries 
are getting $3.00 a day. And there are only a few of them to be 
hired at that high wage. They are getting twice as much as 
before the war. 


NEW YORK CITY 


A Broken Week 


There is always a considerable volume of extra business caused 
by a holiday with the natural desire to dress up for the occasion, 
and this has been reflected in the shoe stores. A good demand has 
continued steadily for novelty styles and for general footwear 
as well. Some real November weather last week developed a 
quite active demand for rubbers in the lighter numbers that 
the shoe trade was able to handle despite the shortage in this 
merchandise. The popularity of boots all through the Summer 
reduced to some extent the number of low-cuts worn and low- 
cut footwear has practically disappeared for street wear now. 
Inasmuch as the shoes bought have been mostly of the lighter 
materials, there is reason to believe that there will be consider- 
able duplication by the feminine public, through the whole 
Winter. There is no falling off in the demand for novelty styles 
as the season advances, nor any indication of a call for heavier 
footwear generally in women’s lines. 

In the men’s goods of course the use of cordovan and cordovan 
appearing stocks in vogue makes for heavier appearing foot- 
wear, and this also applies to the regular dull black shoes, which 
form the staple of men’s business. Some shiny leathers are being 
called for in dress shoes, but very little outside of that; and 
lasts, so far as the city business is concerned, are almost univers- 
ally of the low toe English models. 


Enlarging Their Quarters 


Owing to the great increase in their business, the specialty 
house of Milton J. Meyer & Company have found themselves 
very much restricted as to store space. In consequence of this 
additional floor space in their present building has been taken 
over, and the basement of the adjoining building leased for stor- 
age purposes. This will give them an increase of 25 per cent of 
space when combined with the remodeling and reconstruction of 
their sales and stock rooms. This remodeling is now taking 
place and will be completed at the earliest possible moment. At 
that time, Mr. Meyer states, they will have secured the maxi- 
mum efficiency for both selling and stock keeping for their house. 


Good Spring Business 
Mr. Friedman of the Diamond Shoe Company, of this city and 


Brockton, said a few days ago that they are booking a very large | 


number of Spring orders for their own factory line of men’s 

‘shoes. Many new accounts have also been opened and the large 
capacity of their Brockton plant will be taxed to handle the 
business. This does not mean, however, that the factory is not 
in a position to handle its orders. 
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Henry Rutkin of the sales force in New York territory states 
that his own business has been phenomenally satisfactory, not 
only for the present season but for the coming Spring. 


A New York Visiter 


A. Lee Briggs, sales manager of the A. M. Creighton Com- 
pany, was in New York for a few days last week, stopping over 
on his return from a two months’ stay in the West, where he has 
been visiting a number of the larger customers of the factory 
and getting in touch with their own representatives. Mr. Briggs 
states that the situation is remarkably good and the volume of 
the business closed eminently satisfactory. 


Buying Men’s Goods Ahead 


That the retail trade is buying a great deal ahead of their 
present needs in men’s goods, but are conservative in the char- 
acter of their merchandise, confining themselves to always sale- 
able staple and near staple styles, is the opinion of Mr. E. P. 
Weaver, who is in charge of the men’s department of Powell & 
Campbell of this city. The Spring orders in men’s lines are very 
heavy and in them is a large representation of white buck goods 
and similar styles. This would indicate that the trade expect the 
white demand to extend pretty generally into men’s goods, 
and also that it looks for a higher market in this class of stock 
later in the season. 


ROCHESTER 


Now that many of the road representatives of the various 
women’s shoe manufacturers have returned many prices are 
being advanced. Merchants who have not bought up to Dec. Ist 
will have considerable difficulty in securing merchandise for 
Spring delivery because few manufacturers are anxious to ac- 
cept orders now that will force them to go into the open market 
for leather. Colored kid shoes for immediate delivery are at a 
premium and if obtainable at all are bringing prices that will 
force the merchant to sell not less than eight dollars a pair. 


Stocks Have Appreciated in Value 


A prominent merchant stated that never in the history of the 
shoe business could shoe stocks be considered worth 100 cents on 
the dollar at this time of the year, but now stocks can be con- 
servatively estimated to be worth 25 per cent above par. He 
predicts that there will be no bargain sales after January Ist, 
except by a few who are ignorant of the real situation. 


An Element of Future Worry 


Weather conditions have favored the merchant, but when 
real Winter weather arrives there may be complaints against 
the wearing qualities of shoes sold earlier in the season. Trouble 
is anticipated in many sources because merchants generally have 
sold shoes for immediate profit rather than sell shoes that would 
give approximately the old standard of service for the price. 
People who can afford the best shoes do not expect any great 
amount of service from the shoes which they buy, but the major- 
ity of the people buying light fancy shoes today are those who 
look for a full amount of service. It is practically impossible to 
argue with the woman who insists on style and merchants state 
that they dread the time when the reaction comes which they 
believe is due soon. 


To Maintain Quality 


Some manufacturers are of the opinion that unexpected relief 
will come but they do not seem to know just what to expect. 
Leather prices are still going up and suitable fabrics are high. 
They will not lower their standard unless absolutely impossible 
to ‘maintain it and they will in order to keep up with the demand 
make shoes of fancy kid just as long as they can get the leather 
at any price. 
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THE WHITE SHOE HOUSE 
OF AMERICA 


EASTER STYLES 


FOR 
MARCH DELIVERIES 


ORDER NOW AS PRICES ARE SUBJECT TO 
CHANGE WITHOUT NOTICE 
= SAMPLE PAIR ORDERS NOT ENTERED 


No. 1902—White Welt, Polish, Rubber WRITE FOR PRICES 





Sole and Hee!. White or Gray Leather : P 
; No. 9610—White Sea Island, Machine 


Trimmed. . 
Sewed. 8 in. Polish. 





- No. 1905—White Welt Oxford, White — 
No. 3802—White Turned Kewpie, or Grey Leather Trimmed, White Rubber No. 3814—White Panama Turned Pump 
Leather Sole. Sole and Heel. White Enamel Sole. 


CHIPMAN, HARWOOD & COMPANY 


BOSTON, MASS. 


564 ATLANTIC AVE. - 
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Announcing Ashland Sport Shoes 
For Bowling, Basket Ball, Boxing, Gymnasium, Skating 


Each sport requires its own special shoe—and sales of sport shoes are 













Ashland 
Skating 
Shoes 


a increasing everywhere. Are you getting your share or are you over- 
eesews. looking a mighty good profit? 


a In this advertisement we illustrate Ashland Skating Shoes. Our catalog 


lists complete lines of shoes for every sport. Each and every pair made 
in our own factory from specifications—by experts who know the 
requirements of the sportsman. 


Put in a Complete Ashland Line at a Liberal Margin of Profit 


ASHLAND MANUFACTURING CO. 


Manufacturers Ashland Quality Athletic Goods 













For Wholesale and Retail Salesrooms: General Offices: 
_ . 
F ancy 10 on8 - So. bet or agg =. anne 43rd and Hermitage Ave., Chicago 
ommerciai St., oston 
and s Angeles, Cal. 45th St. and First Ave., New York 
+ Factories: 41st St. and Ashland Ave.—43rd St. and Hermitage Ave.—Chicago, Brainard, Ill. 
Figure 
Skating ro Ashland Racing 
ockey 
No. 500M. Men’s Shoes and Hockey 
Seaton Model. a er Shoes 
skates. 


No. 100. 





No. 103. 


—T) 








Dec. 2, 1916 


CINCINNATI 


The Market Situation 


Every indication points to the fact that the booking of next 
Spring and Summer’s shoe business on the part of local manu- 
facturers has been comparatively easy, and has been accom- 
plished in’a shorter space of time than ever before. 

The shoe merchant has received a pretty strong impression 
from the shoe traveling man, the “Boot and Shoe Recorder” and 
through other sources available to him, that there are all kinds 
of reasons why shoes are costing more at wholesale, and will con- 
tinue very likely in the event that the war is protracted, but one 
of the fanciest arguments being used during the past ten days is 
the statement that there is a healthy prospect that there wil! 
actually be no leather of certain kinds from which to make shoes 
within a few weeks. 


Work Shoe Makers Less Worried 


While there is every prospect that the tremendous foreign de- 
mand for saddles and for heavy leather used in other war ac- 
couterments, there is one thing to be noted and that is that the 
manufacturers of heavy work shoes, and such classes of foot- 
wear which call for heavy leather with heavy soles, are showing 
less concern over the leather situation than a great many of the 
manufacturers of women’s fine shoes. 


Predict More Repair Work 


Quite a number of merchants visiting this market from all 
parts of the country during recent weeks predict that their re- 
pair departments will show an increase in business in direct 
proportion to a decrease in numbers of pairs of shoes sold, which 
will mean that the consumer is making a single pair of shoes go 
farther. For these results to a marked degree predicted by shoe 
merchants, there will be a curtailment all along the line from shoe 
dealer to manufacturer, and a curtailment of the part of the man- 
ufacturer in his demands upon the leather people for supplies. 
Prices usually go down with falling demand. This is a condition 
that is to be taken into serious consideration on the part of the 
shoe trade, and the particular department of the shoe trade which 
should give it more careful thought than others, is the leather 
industry, which at the present time, seem to be the dictator of 
what shoes shall or shall not cost. 


J. & K. Breaks Records 


The Julian & Kokenge Company is this season experiencing 
the best business in its history. H. N. Lape, sales manager, has 
broken all records. Mr. Lape came home last week from his 
territory and states that business was “‘Fine.”” Elmer Kokenge, 
who covers the northwestern states, North and South Dakota 
and Iowa; C. F. Mahar, of the Southeast; C. D. Wilson, Michi- 
gan; and Henry Duff, the Gulf states, are others of the J. & K. 
boys who returned from their territories last week. 


John Sullivan Interviewed 


The P. Sullivan Company is one among the local factories 
that has cashed in on its share of the big business this market has 
experienced. John Sullivan says that they are sold up to May 
lst, and are now being rushed to the top notch in filling orders 
for immediate shipment. W. T. Dickenson, manager of sales 
and advertising returned the last of the week from his territory. 


More Convention Preparations 


‘*Pat”” Patterson and F. C. Murray, both of the B. F. Good- 
rich Tire and Rubber Company were in the city last week. This 
company is forming plans in co-operation with the local dealers 
to have a special display of their soles at the convention head- 
quarters in January. ; 

Bill Denney, the well known Pell last man in these parts, was 
also in the market last week. 
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Holters Co. in New Home 


The Holters Shoe Company has now gotten settled down in its 
new home, the old plant of the Miller Shoe Co., on Spring Grove 
Ave., after completing quite a number of improvements in the 
equipment. The factory is running at its full capacity, and good 
business is reported for them from all parts of the country. 


A Shoe Display 


Some kind of a live object in a window will always attract more 
attention to the shoes on display than without it. This fact was 
proven by G. R. VanMeter, manager of the Gibson Boot Shop. 
In the center of the show window which faces the entrance to the 
lobby of the Gibson Hotel, he placed a small fountain, lighted by 
a little electric bulb in the middle. In this fountain he placed 
a little turtle about two inches in diameter. Just because this 
little turtle could move around enough to get out of the fountain 
and walk around the floor and také a look at the shoes, he kept 
crowds of people in front of the window all the time. 


CHICAGO 


Foster Manager on Style Trend 


“Ladies always want the things that are hard to get,” says 
Manager Orth, of the F. E. Foster Shoe Co., of Chicago. ‘For 
this reason they will continue to wear kid and buckskin tops. 
These come principally in tan and two-tone. Black will be worn 
considerably as soon as the weather becomes wintery, but the 
combinations will continue to be used largely.” 

“‘Low shoes are very good partially due to the price. Spats 
have never been so popular as they are this year. One can buy 
a pair of low shoes for $7.00 or $8.00 and spats for $3.00 or $4.00 
whereas high shoes with colored tops cost $14.00 to $16.00. 

“In dress boots plain white kid is the very best that is offered 
but black with white tops make a very smart shoe for afternoon 
wear. 

“The local demand for slippers is largely for aluminum and 
flesh pink. The aluminum slipper is very good as it wears better 
than the other metals and does not tarnish, but silver and gold 
brocaded slippers are shown which are charming for evening 
wear. The slippers are fitted with handsome buckles of gold and 
silver as well as rhinestones. There is a gold and silver fabric 
called ‘The Duchess’ which is made in Chicago. This is made in 
loops and bows as well as other fancy designs and adds consider- 
ably to the beauty of evening slippers.” 


Rupert-Coens Store Alterations 


Bernard J. Coens who has recently bought the Rupert-Coens 
Co., says, ‘‘We sell footwear for the family, but at present we are 
selling more ladies’ shoes than anything else.” 

At the present time the loop store is being altered so as to add 
another floor which will be used for ladies shoes exclusively after 
May Ist. As it stands now, they have a first floor department 
for men’s shoes, a second which is the repair department and a 
third for ladies shoes making altogether a stock of over $10,000 
in the one store. They also have a store on the west side. 

Mr. Coens says, ““Tan and two-toned shoes are the best sellers. 
The sale of black and white is slowing down but is still very 
heavy.” ; 

Ashland Mfg. Co.’s New Plant 


The Ashland Mfg. Co., of Chicago, has purchased all the ma- 
chinery and stock formerly owned by the Chicago Specialty 
Shoe Co. They intend to use all this machinery entirely for the 
manufacture of athletic shoes. 

The present capacity, about 300 pairs per day, will be built up 
until it reaches a normal capacity of from 1000 to 1500 pairs per 
day. The new plant will be located in the Savage Building, just 
at Union Park, corner of Randolph and Bryant place, and will 
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Cut Polish, White 


** Just a Step Ahead of Competition’’ — 


DEPENDABILITY! 
Shoe merchants depend on us fully. They have entire 
faith in our ability to furnish new, stylish merchandise 
at the right price. The fact that you may be some dis- 
tance away makes no difference—distance is no obstacle. 
Positively 
36-Pair Cases Only 
In stock for 
Immediate shipment 
Terms: Net 30 Days 
F.O.B. Boston 
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Price $2.35 
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“The House That Undersells” 


SERVICE! 


In every sense of the word—that’s what 
we give you. Our big live organization is 
constantly putting forth every effort to 
please you—to anticipate your wants. 
Your first order will be positive proof of 
this statement. 








e > 3 Ln weg gre fe 8 Ribbon Trimmed Felt Style No. 2000 Girls’ White Mubuek 
Sullets, Sole and Heel. Colors in stock: High Cut Polish Me a ete ont © 
Style No. corn, Women’s’ Fur “Trimmed Felt Lay, Hee 3-4 Boxed.) Midas 
= e No. ef sole and Heel Golors Gray and D. sines'2 1d to 6, 21-9 to7, 8 O14, 8007. 
Sizes ceseeses ice ace B— 
‘special values’ in Men's Felt and Leather Stile NS Polat Mekay, ae oe ee 
Semen and Everetts. ia Low Heel Foxed. Sises 12 to 82. $2.80 
ice 


72-82 Lincoln St., Boston 
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OLIDAY times are 

always extra busi- 
ness times. ‘‘To buy” 
seems to be in the air. 
But to get this ex- 
tra business you must 
have the goods—and in 
your business ‘the 
goods’ means the Wright: 
styles and Wright sizes. 
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Wright there is where the ata 
° Pe ET IS SS ee oes al Sec $3.75 
Just Wright Stock De- Gun Metal Bal, Nifty Last 


partment is like a gold A and B, 6 to 11; C and D, 5 to 11 


. * In Mahogany Special Russia this shoe is in 
mine for you. It is de- — ee eee ee $4.00 


pendable — dependable 
— thiyst Wright, — 


in style, in quality, and 
in shipments. EE ee 


HESE three shoes, 

No. 135R, No. 142 
R, and No. 152R, are es- 
pecially suited for this 
month’s business. A 
snappy dress street shoe 
in either black. or tan 
and a high-grade danc- 
ing tie. Each is just 
suited for the ‘occasion 
—and the best of it is, 
you can get them at once. 











Be sure to quote the let- 
ter “R.” It means 
**Rush.”’ 


- >”) Beier $3. 
Biase “eis Kid Dancing Tie is E. T. Wright & Co. 


A and B, 6 to 11; C and D, 5 to 11 
_ Arete eon . Rockland - Mass. 
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_ have from 12,500 to 18,000 square feet of available space, en- 
tirely devoted to the manufacture of shoes. They have also 
taken several other floors which they can use if more space is 
needed. In addition to making the regular line of shoes, they will 
also devote themselves to making a line of golf shoes. For the 
purpose of turning out a high-class product, they have secured the 
services of Mr. H. M. Hansen, formerly with Stetson Shoe Com- 
pany, from South Weymouth, Mass. Among the many different 
kind of athletic goods they manufacture are tennis, baseball, 
football, basketball, gymnasium, boxing, bowling, golf, skating 
and in fact all shoes required for athletic sports. 

In addition, they will probably manufacture a line of hunting 
boots and sportsmen’s supplies. As far as supplies are concerned, 
they made a very large purchase of genuine Kangaroo leather 
from Australia about three months ago. 

C. A. Ritter, formerly sales manager of the Athletic Shoe 
Company, has been appointed buyer and will give the factories 
his personal attention. 

As far as possible, as soon as opportunity offers and the great 
rush of orders which they are now having has let up, the company 
will endeavor to make for stock standard numbers of the various 
sports for immediate shipment. 


Styles at O-G’s 
O’Conner & Goldberg’s Madison Street Store has just been 
renovated so as to give more room and a better opportunity for 
displaying their shoes. Manager R. C. Podesta says that they 
are showing all styles of two-toned boots including black and 
white, tans, and various novelties. The most popular styles in 
evening slippers are in brocaded silk and gold and silver fabric 


To Enlarge Its Factory Space 

The Scholl Manufacturing Company, Chicago, manufacturers 
of patented appliances and remedies for the feet, have just taken 
on another floor of approximately forty thousand square feet, 
to cope with its fast increasing business. 

Dr. Scholl, the president of the company, states that in addition 
to greatly increasing the present output of the company, provi- 
sion will be made for several new features. They will install a 
complete pharmaceutical laboratory in charge of an expert 
chemist, new cylinder press will be added for its printing and 
advertising department, and it is proposed to have lunch and 
rest rooms for its employees. There will be big enclosed space 
devoted to the educational features, lecture rooms, demonstra- 
tion room, chiropody departments, etc., all conducted for the 
benefit of retail merchants. The company’s goods have become 
practically a staple in shoe stores. 


Free Repairs for Worthy Children 
Every Thursday will be observed in the shop of Dave Sherman 
a half soler of Aurora, Ill., as free repair day for worthy children. 
All school children, public or parochial, may have their shoes 
half soled free of all charge on Thursday if they bring an order 
signed by the school principal, their parents or some worthy 
charity organization. 
New Brown Shoe Co. Plant 
The final arrangements have been made and the contracts 
have been signed for constructing the fifteenth plant of the Brown 
Shoe Co., of St. Louis in Litchfield, Ill. A bonus of $65,000 was 
raised in Litchfield in less than ten days 
will be erected at a total cost of about $150,000 and will include 
a roof garden for the entertainment of the employes. It is antic- 
ipated that the factory will be completed by February 15. 


BROCKTON 


Frequent Price Changes 


There was never a time in local trade history when shoe 
manufacturers were compelled to change prices so frequently 


The Litchfield factory © 
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as now. The daily advances in the leather market with a 
“‘take it or leave it” attitude on the part of the sellers, causes 
upward revisions in shoe costs to correspond. Manufacturers 
must be covered on stock before accepting orders unless at 
higher prices. Otherwise they are in danger of being over- 
sold. They must keep close track of daily market conditions. 
To buy leather at today’s or tomorrow’s prices necessitates 
further advances in shoes. 


Advance in Costs 


Nevertheless, Brockton manufacturers’ prices by no means 
represent the height of advances in leather. If this was so, the 
shoes would be $1.00 a pair higher than now. Customers and 
salesmen are being notified daily by wire that orders cannot be 
accepted unless prices are confirmed between the factory and the 
buyer. The chances of making losses are too great to allow any 
misunderstanding of this kind. As to what will be the end of 
this extraordinary price condition and the constant steady rise 
in costs, no one can at this time foresee. One man’s guess is as 
good as another’s. In the meanwhile the men who buy made- 
in-Brockton shoes are getting every possible price advantage 
which manufacturers can afford. 


Stock Departments the Year Round 


Shoe manufacturing concerns in Brockton are, without ex- 
ception, making new records this season as regards sales from 
in-stock departments where goods are carried for immediate 
delivery. Market conditions have caused retail merchants to 
depend upon the factory stock departments to a greater extent 
this season than ever before. Goods available for at-once de- 
livery have been eagerly sought for with a result that manu- 
facturers have found it difficult to supply the needs of the 
trade on some lines as quickly as as desired. 


New Developments in Stock Lines 


Prices of in-stock goods have been several times advanced 
to meet the advancing cost of leather and other materials. 
Nevertheless, this has not checked a continued call from mer- 
chants in all parts of the country. On the contrary, their 
orders have increased with every advance which has been made. 
This convinces the manufacturers that their factory in-stock 
departments have reached a degree of importance which warrant 
greater attention being paid to this branch of the business than 
at any previous time. Originally, the stock departments of 
local factories were planned with the idea of filling in for cus- 
tomers at certain seasons of the year and not otherwise of es- 
pecial value. Now, however, the factory stock department 
has come to be an all-year-round proposition, with seasonable 
lines available twelve months in the year for prompt deliveries. 
This is the plan which will be pursued in the future by prac- 
tically all the factories here which are identified with the stock- 
carrying plan. Brockton was a pioneer in establishing and 
developing this idea and will continue to be a leader in its 
development as regards the sale of men’s medium-fine footwear. 


Closed Russian Shoe Stores 


Russian shoe stores in which Brockton shoes are sold have 
been closed since last July. At that time the Russian govern- 
ment placed a limit of $7.14 a pair for men’s shoes and $6.12 
a pair for women’s shoes. This being prohibitive, considering 
cost of transportation through round-about routes, the stores 
were closed and have not as yet been re-opened. 


Buying Shoes for Norway 


A recent visitor to Brockton was Ariel Schmidt of Chris- 
tiania, Norway, who placed an order with George E. Keith 
Company for the Schmidt store in Christiania. Mr. Schmidt, 
who is but nineteen years of age, was in Brockton about a year 
ago, at which time he spent several months in the Keith factory 
obtaining information regarding the manufacture of shoes. 
His present trip is a short one, however, as he intends to return 
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FOOTWEAR IS ONE OF THE MOST 
POPULAR CHRISTMAS GIFTS 


ARE YOU EQUIPPED TO MEET 
THE DEMAND 


Our IN-STOCK department is brim full 
of strikingly handsome styles to be had in 


The Correct Dodge 


FOR HOLIDAY TRADE 


The styles shown here are a few of the 
many ready for you. 


. Catalogue sent upon request 


Stock No. 192—CUBIE OPERA, White Calf, 2-inch Full 
Louis Heel. Widths AA AA D. 
Price $4.00 

Stock No. 125—Bronze Kid, Beaded, 2-inchy Half “Tours 
Heel. Widths AA to D. 

Price $3.25 
Stock No. 172—Imported Silver Cloth, Side Seam Opera, 
Narrow New York Last, 2-inch, half Louis Heel. Widths 


AA to D.« 
Price $3.75 


Stock No. 190—Patent Leather Opera, Besfpeated around 
Top, 2-inch Full Louis <. sa AA to 
rice 


Stock No: 191—Same in o- Leather. 


Stock No. 124—CELINA, Dull Leather, Beaded, 2-inch 
Half Louis Heel. Widths AA to D. 

Price $2.85 
Stock No. i amied a i= ra, nme Calf Band, 2- 
inch Half Louis Heel. Wid $i eye 

Paice $2.35 
Stock No. 126—Bronze Kid, 4 Strap, Beaded, 2-inch Half 
Louis Heel. Widths AA to D. 

Price $3.25 
Stock No. 163—MATILDA, bany Leather, Beaded, 2-inch 
Half Louis Heel. Widths AA 

Price $3. iS 
Stock No. 137—PLAZA, Dull Leather, Beaded, 2-inch Full 
Louis Heel. Widths AA to D. 

Price $3.50 


Prices subject to change without nolice 


Nathan D. Dodge Shoe Co. 


Newburyport, Mass. 
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immediately to Norway where he is associated in a retail shoe 
business with his father. 


Death of Factory Director 
Carl P. Wilbar, for 20 years associated with the office depart- 


ment of Stacy-Adams Company, shoe manufacturers of this city,. ° 


died last week at his home here at the age of forty-four years. 
He was a native of Brockton and had resided here his entire life. 
Mr. Wilbar leaves a widow, two children and two brothers. 


Shoe Shipments Best for Three Years 


For the past week Brockton shipped 11,832 cases of shoes as 
compared with 10,680 cases for the same period in 1915. For 
forty-nine weeks of 1915 there were shipped 547,519 cases. The 
total shipments for the present year for the same period, amount- 
ed to 671,566 cases. This is a gain over a year ago of 124,047 


HAVERHILL 


Large Addition to Membership 


The Haverhill Chamber of Commerce conducted recently 
a membership campaign which resulted in adding 246 names. 
The chamber’s total membership is now 896, making it one of 
the largest in New England. Two teams, captained respectively, 
by Everett Bradley and Joseph I. Curtis, secured the new mem- 
bers by individual solicitation. The first named captain is also a 
leader in Haverhill’s leading industry, being head of The Bradley 
Shoe Company. 


Haverhill’s Rapid Industrial Growth 


Secretary Daniel N. Casey, of the chamber, in the course 
of remarks made by him at the get-together meeting of that or- 
ganization following the membership campaign, quoted the pres- 
ident of the Lynn Chamber of Commerce as saying that Haver- 
hill is the fastest growing city in Massachusetts. Secretary Casey 
added: “‘We have gained more than 33 per cent industrially in 
the city during the past five years. We have added in that time 
more than 50 factories, over ten a year, and the chamber has been 
instrumental in many of them.”” When Secretary Casey conclud- 
ed his remarks, eulogistic of Haverhill and enthusiastic as to its 
accomplishments, Everett Bradley called for “three cheers for 
Dan Casey, the greatest booster Haverhill ever had.’’ The cheers 
were given with a gusto that proved to the secretary an appre- 
ciation of his work. 


To Organize New Bank 


At a meeting of 30 representative business men of this city, 
recently held here, the idea of establishing a Morris-Plan Bank 
in Haverhill was discussed. These banks are now in successful 
operation in forty cities. Several members of Haverhill shoe 
manufacturing concerns endorsed the idea. Sherman H. Marshall 
of Emery & Marshall Company, shoe manufacturers of this city, 
was chosen chairman of the organization committee, with au- 
thority to appoint others to work with him in the development of 
the plan. Shoe manufacturers of this city see, in the establish- 
ment of a Morris bank here the finish of many loan sharks who 
have flourished financially by charging exorbitant rates of inter- 
est on small sums borrowed by operatives in Haverhill shoe 
factories. 

New Concern Incorporated 


John H. Cross, Inc., has been organized with a capital of $20,- 
080 to do a shoe manufacturing business in Haverhill. There are 
200 shares of common stock each with a par value of $100. 
The officers are: President, Geo. A. Learned, of Newburyport; 
treasurer, John H. Cross, of Haverhill; clerk, Helen F. Learned, of 
Newburyport. All the stock has been issued and is represented 
by cash. The organization of the business is progressing rapidly 
and the new plant on River Street will soon be in operation. 
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They’re Now Shoes, Not Findings 


Women’s boudoir slippers, for many years a staple product of 
numerous Haverhill factories, have attained new dignity since 
the price of sheepskins started skyward. This slipper, made in 
various bright colors, with pom-pom to match, occupied a most 
humble position as an article of footwear. Many jobbers who 
carried boudoir slippers in stock never bothered even to class 
them as shoes. They put the boudoirs in their findings depart- 
ments and put them under that heading in their catalogs. Now, 
with the cost of sheep leather doubled and even trebled, the 
boudoir slipper that sold for 80 cents, commands $1.15, and 
with wood heels $1.25 a pair. Some rise that; over 40 per cent 
during the past year. Boudoir slippers are’ ‘now qualified to grad- 
uate as findings and step upon the shelves as shoes. 


Stock Departments Busy 


Haverhill shoe manufacturing concerns which maintain stock 
departments (and this number is increasing each season) are 
taxed to the utmost of production to supply goods for immediate 
delivery. Factory stock goods are demanded in case lots where 
formerly only sizes or dozens were ordered. The unprecedented 
demand from the trade for these stock lines gives to manufactur- 
ers new ideas concerning the possibilities of development in this 
direction. 

Shoe Manufacturer’s Birthday 


Alfred Kimball, head of Alfred Kimball Shoe Company, in 
Lawrence, Mass., and a resident of this city, reached his 79th 
birthday last week. He enjoys the best of health and is in close 
touch with the details of his business. His brother, Warren 
Kimball, is also well known to the shoe trade, being the head of 
the W. & V. O. Kimball, Inc., shoe manufacturer: of Haverhill. 


BOSTON 


Speakers at USMC Club 


Major Charles T. Cahill, Advertising Manager of the United 
Shoe Machinery Company, who recently returned from the 
Mexican Border, where he served as Brigade Adjutant to 
Brigadier-General E. Leroy Sweetser, commander of the Second 
Massachusetts Brigade of the National Guard, related some of 
his Border experiences in the second lecture assemblage of the 
Boston USMC Club at Union Hall, Y. M. C. U. Building, 

on Monday evening, November 27. 

On the same evening, Mr. W. D. Bennett of Boston, Vice. 
President and New England manager for the Jacobsen Publishing 
Co. of Chicago, told of his war time experiences abroad on a four 
months’ business trip. 


C. E. Bosworth in Hawaii 


Clarence E. Bosworth, Commercial Agent of the Bureau of 
Foreign and Domestic Commerce, Department of Commerce, 
who sailed from San Francisco, November Ist, for a two years’ 
investigation of shoe and leather trade conditions in the Far 
East and Australia, arrived in Honolulu, about November 10th, 
and has sent the New England Shoe and Leather Association a 
brief report from that place. 

Mr. Bosworth was expecting to sail from Honolulu for Sydney, 
Australia, November 13, and after spending some time in Aus- 
tralia and New Zealand, will go to Singapore where he expects 
to arrive about the middle of April. He states that both he and 
Mrs. Bosworth, who accompanies him, are thus far finding their 
trip enjoyable. 

Death of Gardner C. Brooks 


Gardner Corey Brooks of Brookline, died Sunday Nov. 26th 
at his Babcock Street home. He was sixty years of age and was 
the head of the shoe-findings concern of Brooks & Co., at 135 

(Continued on page 151) 
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Exclusive Shoe Store Furniture | 
THE BEST IN THE WORLD. LOWEST POSSIBLE PRICES 


We Furnish more Shoe Stores than all Other Manufacturers Combined. 








One Customer No matter what the size or 


Has Bought Over 
10,000 


Of This One Design 
of Shoe Store Chairs Alone 


shape of your store is the 


Shakespeare Chairs 


will solve your problem 























Group of Shakespeare Chairs’ with 
seats up. Easy to clean under thes 
chairs. ; 


Shakespeare Chair, No. 41v0, “‘show- 


Group of Shakespeare Chairs with 
ing seat down.” 


seats down. Most economical space 
arrangement for shoe store seating 
ever devised. 


Shakespeare Chairs--the only Chairs ever made Exclusively for Shoe Stores. 
Nothing made to equal them. 





This trade mark on every piece guar- 





No. 4095 Portable Mirror. The handy 
practical Shoe Store Mirror. Bevel 
Plate Mirror on both sides. Durability 


antees the best quality of material 
and workmanship. 


No. 4061 Fitting Stool. Upholstered 
seat—corrugated leather foot rest— 
special metal heel rest. Guaranteed 
the best and strongest fitting stool in 
the world. Price only $3.85. Will 


and light weight. outlast five other stools. 
$12.10 We Manufacture 


Chairs, Settees, Center Divans, Portable Screens, Statuary Fitting Stools, Wrapping 
Tables, Mirror Screens, Children’s Chairs, Electric Newell Fixtures. 








All kinds of Shoe Store Furniture. Each piece made to match your Fixtures. Write for Catalog. 








THE C. F. STREIT MFG. COMPANY 


1047 Kenner Street CINCINNATI, OHIO, U. S. A. 
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NOVELTY SLIPPERS FOR HOLIDAY SALES 


Taking a tip from Robinson Crusoe, a clever designer of slippers created the above from monkey fur—the soles are of India buffalo 
tanned with the hair on 


Highlights on Today’s. Conditions 
More Opinions of Interest and Importance from the Men Who Travel and 
Who Have Opportunities to Learn at First Hand Actual Conditions 


Buying Heavily in Advance 


W. C. Moore, covering the Middle West for The Pingree Co. 
and writing from Peoria, Ill., November 20th says: 

“*I consider the average shoe store in my territory to be in the 
best condition in years, although I can only speak in regards 
to the stores in the larger centers. 

Merchants as a rule have bought very heavily and wherever 
possible have tried to cover their wants as far into the future as 
possible or the factory holdings of leather would permit. 

The shoe merchant of today is keeping posted in regard to the 
market and fully realizes that it is a question of supply and 
demand and that to get good shoes he must naturally pay the 
price. If a salesman offers shoes at a low price merchants stop 
to consider the fact WILL I GET THE SHOES WHEN THE 
TIME COMES; and many an order has been lost by being 
priced too low. 

For years the shoe merchant did not get a fair margin of 
profit on his sales. Many lines were handled on a 25 per cent 
basis, and 30 per cent was beyond his wildest dreams of riches. 
Today the average merchant will not consider a shoe unless he 
can at least show a profit on the selling price of 40 per cent; and 
more shoes are bought figuring a profit of 50 per cent especially 
in the novelties. 

It has been no trouble to get advance orders from the average 
buyer who was wise to the fact that there would be a sharp ad- 
vance in prices and WHO HAD CONFIDENCE IN HIS OWN 
ABILITY TO PICK STYLES RATHER THAN WAIT 
UNTIL SOME OTHER BUYER SET THE PACE FOR HIM. 

As to present delivery orders it is only a question of how 
much leather the factory will let you have and not where can 
one sell the shoes. 

The present era of high prices and quick changes in styles has 
‘been the making of the shoe business and the merchant who was 
willing to give the trade what they wanted. when they wanted it, 


has made more.clear money in the past two years than in the 
past decade. There is no use whatever in trying to force the 
customer to buy something she does not want. Style and 
quality are remembered long after the price is forgotten but if 
you do not keep the up-to-date styles the women will pass you 
up in hurry and go where they can get what is wanted. 

That reminds me of a merchant in a city near Chicago, Mr. 
Blank had been in business many years and always said “I 
cannot sell high priced shoes here as the Women all run in to 
Chicago when they want a good pair of shoes.”’ After much 
labor I sold him some novelties that should have been sold at 
$9.00 but when they arrived his courage failed him and he priced 
them at $8.00. Much to his surprise people bought them with- 
out hesitation. When I came around again he was unpacking 
a new shipment of another style. I talked him into asking 
$10 for that lot and with many misgivings he did so but after 
he had sold six pair the first afternoon he was convinced. I met 
this same merchant in Chicago this season and he told me that 
he was making more money and selling shoes easier than ever 
before; and also that HIS DISCOUNTS WERE GETTING 
LARGER THAN HIS INTEREST ACCOUNT. When he 
placed his Spring 1917 order he bought novelties to retail up 
to $16.00 per pair and said price was no object; it was style and 
quality he wanted. 

“In conclusion will say, the Shoe Buyer in the past has always 
thought he had to wait and find out what the Dress Goods man 
and the Millinery and Hosiery Buyer had bought before he dared 
to say his soul was his own, but today it is conceded that SHOES 
COME FIRST and other things must harmonize. with them. 
The Shoe Buyer SETS THE STYLE, so why not keep it that 
way? No alive Shoeman would want to go back to the old way 
of selling women’s shoes viz: one pair of dress shoes Spring and 
Fall and the old ones for common wear. 

‘So here is to the wide-awake Shoeman who gives the people 
what they want, when they wantit. HE IS BOUND TO WIN. 
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TRY IT INYOUR OWN STORE 
TETOLEDO BUTTON MACHINE 


$60 


Ane ee) 8 ele 
RUST PROOF 
WHITE WIRE-> 
FOR 12,000° 
OPERATIONS 


FASTENS 
ALL 
BUTTONS - 


SOLD 
OUTRIGHT 
FULLY 
GUARANTEED 
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TRIAL i 
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WARM SLIPPERS ARE HOLIDAY GIFT FAVORITES 


The development of warm footwear in the past five years has been phenomenal. Felt footwear is now sold from Florida to Maine 
and East and West 


A Courage to Ask Prices 


The opinion of Utz & Dunn Co., Rochester, N. Y. manu- 
facturers of women’s, misses and children’s lines, is expressed by 
E. H. Cowles as follows: 

“The condition of the average shoe store today is slightly 
above normal, both in their methods of doing business and in 
their financial standing. This we think is particularly true in 
the East. 

“There seems to be a general inclination on the part of mer- 
chants, judging from our orders, to buy much more heavily this 
year than last, in fact there are many instances where we can 
point to two and three times the business ordinarily booked for 
Spring delivery. Of course, there are places where business has 
fallen off slightly, but this is more than made up for by increases. 

“‘There is, of course, more or less apprehension regarding prices 
this season, as there is no telling where the increase will end or 
what changes will take place in the manufacturing of shoes to 
modulate the rapid advance in leathers, but for the most part 
dealers are standing up bravely against advancing prices, as 
the larger orders being booked logically lead us to conclude. 

“The matter of adequate profits seems to be one of the weak 
points in a good many retail stores, but we think that the average 
retailer is fast coming to the point where he is figuring his profits 
on a logical basis. There can be no authentic estimate as to 
what the average profit of the shoe retailer is. It is quite 
evident to us that the city retailer is getting the long end of the 
profit game particularly on his novelty styles, which, also helps 
him to draw larger gain from his staple numbers. Eliminating 
the large city dealer, therefore, from the list, we would say that 
the average profit in the retail store runs from 40 to 75 per cent. 

“Advance orders are coming in very freely, in fact we are 
having more advance requests for our salesmen to. make the 
calls as early as possible than ever before. Dealers seem to be 
clamoring to get their advance orders in ahead of advancing 
prices. 

The proportion of Spring orders already placed, based upon the 
volame of. orders thus far received, (November 17) is about 
sixty-six and two-thirds per cent or about two-thirds of the 
volume we could logically expect. 

‘“‘We find a rather strong tendency toward an increase in the 
number of present delivery orders. The growth in this depart- 


- than it has be 


ment of manufacturer is the natural outcome of the prominence 
given by the manufacturer to the novelty shoes. 

‘As to examples of prosperity, these are perhaps more notice- 
able in the metal mining and cotton states where possibly our 
largest general increase in orders has taken place.” 


“ The War a Great Stimulus 

J. J. Santry, Jr. with The Cleveland (Ohio) Shoe Mfg. Co. 
writing from Terre Haute, Ind., tells the “‘Recorder” :— 

“The European War has done more for 75 per cent of the shoe 
retailers than tlhe combined efforts of the traveling shoe sales- 
men, because théy have been forced to ask more money for their 
shoes or go out 6f business and they wanted to stay. 

“I have found that a great many dealers have asked the AD- 
VANCE with an APOLOGY telling their trade in detail just 
how bad everything was and how they could not help it and I 
am happy to state that this condition has changed for the better, 
as the real meréhant is now asking for his shoes what they are 
worth, without any sad story connected with it. The cus- 
tomer is paying this price gladly and the merchant who for 
years thought that any shoes sold for over 33 1-3 per cent profit 
he would have td answer for his wrong doings when he went to 
Heaven, that is if shoe merchants really go there, is now getting 
over 50 per cent on a good part of his stock. 

“The happy condition I believe will continue after the war and 
the merchant who has been slow pay will be able to discount 
his bills and smile at a bank balance each season.” 

Store Prosperity Due to Woman’s Whim 

The opinion of T. G. Rhodes, sales manager, H. F. C. Doven- 
muehle & Son, Chicago: 

“Merchants realize that they must now get more profits if 
they wish to remain in business, for former profit standards 
will not suffice in this day of novelties and frequent style changes. 
Prosperity in shoe stores is in large measure due to general 
extravagance of women through their footwear purchases. 

“Merchants are now buying at quoted prices and selling 
regardless of the price. They are selling shoes at a worth-while 
profit and they re satisfying their customers. 

“Today the + shoe business is in a more healthy condition 
for years, and many a merchant is selling his 


old stock at a good profit instead of cost or at a loss.” 
(Continued on page 147) 
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Use A Perfect Button Fastener 


The Heaton-Peninsular Button Fastener Company have 
perfected an inexpensive and practical Button Fastener 
Equipment suitable for use in stores of any size. 

No Button Attaching Machine cutting wire from a con- 
tinuous coil can make a satisfactory “‘rust-proof”’ or finished 
fastener. 





Our Fasteners are a Finished Product 
attached by 


The Simplest Practical Button Fastener Machines Yet Devised 


Buttons of any size, shape, color or make attached quick- 
ly and perfectly with a finished fastener at every operation of 
the new machines. 


For detailed information 


ASK THE 


HEATON-PENINSULAR BUTTON FASTENER COMPANY 


GRAND RAPIDS, MICHIGAN 


Every Store Front Is / A bimattas Salesman. Is some A Good One? 











ART GLASS WINDOW VALANCE SIGNS 
Give Tone and Distinction to Your Store Are Impressively Handsome by Daylight 
Illuminate Beautifully at Night 
CHIPPED GOLD AND SILVER PLATE GLASS SIGNS 
Will Transform Your Store Front Into An Active Selling Power 





Store Front of Lackie’s, South Halsted, near Taylor, Chicago,—Equipped with Chipped Gold, Plate Glass Window Base Signs 
NOTE—Send us a pencil st etch of Pa store-front indicating dimensions of spaces available for signs at top of windows, on window base or on columns, 


| submit sket), :es, prices and samples without obligating you in the least. 
Our Ne# Catalog STORE FRONT SIGNS Free on Request 


RAWSON & EVANS, CO. W. WASHINGTON BLVD: CHICAGO: 


mentioning lettering desired, and wc w 
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The illustration shows 
an attractive shoe store equipped with 


Sanitary Opera Chairs 
the modern shoe store seating. 


Some of the advantages over settees 
and individual wooden legged chairs are 


Greater Seating Capacity 
(Chairs interlock) 
Greater Comfort 
(Spring, stuffed or full roll plain seat) 
Superior Designs” 
Economy 


(Plain wood or upholstered opera chairs 
cost about one half price of correspond- 





WtVaine«£° Rochester, N. Y. ing wooden legged chairs) 
Chairs by ~ [ndestructibility 
(Opera chairs guaranteed against break- 
age. Wooden legged chairs and settees 
break easily) 
Rigidity 


General Offices, 1016 Lytton Biulding, Chicago, Illinois A Oy aay Se ew 


PERMANENT EXHIBITION ROOMS IN ALL PRINCIPAL CITIES fastened to the floor) 





SEND FOR THIS 


YOU could make more 
money if more people came 
into your store. Then why 
not bring them in? 


53,000 successful installations 
have gained for Kawneer Store 
Fronts the reputation of bringing 
them in. 


(“Boosting Business” will tell 
you how. We shall be glad to 
send you a copy free if, when 
you write for same, you use 
your letterhead. 











@ Your head salesman 
may leave you, but a “paying 
front” is yours for all time. 


Kawneer Mfg. Company, 
Niles, Michigan, 
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To the attention of shoe dealers in Greater New York and D 
of Chicago---its purpose---to serve as a warning not to buy b 
investigated. 





= Builtlikea 
Battleship 





Constructed of the best tool and drop forged 
steel. 


Absolute simplicity of structure allowing in- 
experienced persons to operate machine easily. 


Specially constructed wire feed that does not 
operate unless button is in proper position. 


Shoes do not come in contact with any sharp 
edge, therefore it will be impossible to dam- 
age tips.c or aes in = way. 


4 
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||Have Been Directe 
New Jersey. This announcement is intended for the merchants 


; button-attaching machines until the “Rapid” has been thoroughly 


Universal Operated under an entirely new 





Hopper principle. 
NO TUBES 
Chute --One permanent steel chute that feeds 


all sizes and styles of buttons. 


--One coil containing wire for 50,000 





Coil staples at a cost of 3c per thou- 
sand. 

DEMONSTRATIONS WE HAVE OPENED A permanent of. 
of the Rapid Button-Attaching Machines fice and maintenance department at 189 
have been witnessed and approved by: W. Madison St., Chicago, where we will 
General Shoe Store Supplies Co., be pleased to demonstrate the RAPID 
Reick, Langendorf & Voght Co. MACHINE and all its wonderful fea- 


tures, none of which are contained in 
any other machine. ‘Phone Franklin 
4970 for appointment or write for com- 
plete descriptive matter. 


Henry Kleine & Co., 
Chicago Shoe Store Supplies Co., 


distributors for Chicago territory. 


The Rapid Machine Co. 


118 Duane St., New York 189 W. Madison St., Chicago 
UO IMTOO UCLA LULL CLIMATIC 


So 
w 


( 
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A HOLIDAY TIP! 
Keep Your ““FOOTGLUVS” on Display! 
Place a few in your windows, a few in various 
departments throughout the store—place them 
where they can be seen and they will ““move”’ 
—leaving you a long profit. 








Cam 


BE ORIGINAL! 


These “Hugh Lyons Shoe Stands” will give your shoe display a 
touch of originality. They compel customers to look at your 
merchandise. 


No.¥1657 


























PRICE EACH 

Oak Mahogany 

Wax or Varnish 

Finish Finish 

2Minch........ $1.00 $1.15 

ee © As eseuie 1.75 1.90 

a eee 2.00 2.15 

y we caveeea 2.25 2.40 
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If your stock is not complete, SEND YOUR 
ORDERS AT ONCE to insure delivery before 
the Holidays. 

Made in grades at $27, $24, $15 and $12 per 
dozen. 

THE SULTANA MFG. CO. 
315 Findlay St. o%e CINCINNATI, OHIO 
TTTTTTTI 
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Baine’s Shelf Sandhote 
Add To Looks of Stores 


This modern means of supporting shelves will 
add two feet in every twelve to your shelf space. 
They make better displays possible; all posts 
and partitions are avoided. Easy to put up, 
take down, and readjust. Investigate. 


Our catalogue tells you all about “‘Baine’s’’ Brackets 
Send for copy 


PIQUA BRACKET COMPANY 
PIQUA, OHIO 





We make the GEM SHOE HOLDER. Retails for $1 including 
devices for holding three sizes of shoes. 


GOOD profit to Dealers. 











TULNAOOAUGQEOOHGGOGUHEGOERGGQEGGUUGQUUGRUGERGGQEOGEOCCHEGOUDGHCCQUDORUQEUOGQUGGEDOQROOQOQGROQQREOQRQGEROOROOONOES 





Made with our new 
cast brass base, 5 3-8 
inches square; 1-2 
inch square standard, 
with 3-8 inch adjust- 


top rod is 3-8x8 inch- 
eslong. Shoe holders 
are made to tilt to 
any angle. 

Price each... . $3.40 





No. 110 
SHOE STAND 


+ 20 inches, and 18 to 


Made with our heavy 
cast brass base, 5 3-8 
inches square, 3-8 
inch standard, with 
1-4 inch extension; 
made in 3 heights, 
7 to 12 inches, 12 to 


glass, 
swivel connection. 


Price each... . $3.30 





No. 108 
DOUBLE SHOE STAND 








HUGH LYONS & COMPANY 
906 E. South St. 
LANSING, MICH. 


35 W. 32nd St. 


234 So. Franklin St’. 
New York hi 


Chicago 








Coburn 


Trolley Ladders 


are simple, ef- 
ficient, inexpen- 
Sive, saving time 
in sales effort. 









Get estimates-- | 
send us a rough 
sketch of your | 
store _ interior, 
showing shelves | 
to be reached and | 
let us tell you the 
cost. 


iii 





Catalogue on re- | 
quest. = 


Coburn Trolley Track Mfg. Co. 


HOLYOKE, MASS. 
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| QUALITY 








| SERVICE 

















FOUR CARDINAL POINTS 


that make 


NORWICH FIXTURES 


The standard to go by 
Catalog No. 19 


now ready. Send for your copy 


The Norwich Nickel & Brass Co. 


NORWICH, CONN. 


NEW YORK 
712 Broadway 


Salesrooms 


BOSTON 
26 Kingston St. 








| FINISH 














| ADAPTABILITY 














Our Exclusive Designs in 


SePeAcT:S 


Will increase your trade. No matter 
how complete your present stock, 
these will add to your sales. 


Our Spats FIT. They are cut on 
the proper patterns and carefully 
stitched. Prices range from 

$9.00 to $48.00 


Are you stocked on pumps and oxfords? You 
can sell these all winter in combination with 
gaiters in place of high cuts. 


New Shades 


Plum Gray, Bronze Faun, Scotch 
Gray and Wine Brown 


Lynn Ornament Co. 
219A Market St., Lynn, Mass. 
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Shoe Repairing Pays : 


Retailers ; 


Unless your store happens, thru location or other circumstances, to , 
be the exception to the rule, it will pay you to let us send you the explicit 
information we have on this subject. 


READ MR. SLOANE’S LETTER 





Sloane’s Shoe Store 
Fitters of Feet—Rapid Repairing 
OXFORD, OHIO 


Oxford, Ohio, Jan. lst, 1916. ' 


United Shoe Repairing Machine Co. 
Boston, Mass. 


Gent lemen:— 


We have just closed our second year of the machine 
repair outfit bought of you, and are glad to say we 
could not get along without it. It has paid for itself 
in the two years we have had it and has helped to pay 
other expenses. We have handled last year in our ’ 
repair shop 3,203 pairs of shoes, and no job was in 
the house over six hours. Ashoe store today without \ 
a rapid repair shop is not an up-to-date establishment 
by any means. We have, therefore, the utmost con- 
fidence in your machine and your business methods, 
and the service that you supply your patrons. ; } 


Sincerely yours, : | 
(Signed) A. F. SLOANE y 











While Mr. Sloane’s letter was not written for publication, it is pre- 
sented with his permission. What Mr. Sloane has done can be duplicated 
in any live community. The demand for expert repair work is con- 
stantly increasing. The information we have regarding it is yours for 


the asking. 





United Shoe Repairing Machine Co. . 


ALBANY BUILDING, BOSTON , ’ 





Dec. 2, 1916 “THE GREAT NATIONAL SHOE WEEKLY” 107 


FMERMAN 


SHoeE 
COMPANY 
Prized Selling Points 


Sherman creations have that smartness so 
prized by the modern matron and maid— 
always that something new—turns that 
fit—linings without wrinkles—style, mer- 
chandise and service. Order a trial case 
today of the dainty, chic button boot 
illustrated. It is real high style—and new. 














LL rem as met 8 ey calf. ae 
TOP—8 enthal’s -No. 81 white Wash- a 
BUTTONS——16 white pear! rivet. 


HEEL — Full Louis covered; aluminum plate.) 
SOLE—Turn. Square edge. Bevel shank. 


Sherman Sie Company .". Roger Sherman, Jr., Pres. .*.. Haverhill, Mass. 
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Better than Leather 
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Neolin Makes New Shoes 


When your customer 
takes his first NeGlin-soled 
step he is delighted with 
the foot-ease of the new 
shoe. 


Your sale is quickly 
made, for much of the de- 
layin shoe selling is caused 
by the stiff, uncomfortable 
feeling of new leather soles. 


Nedlin needs no break- 
ing in, so it takes a satisfied 
customer out of your store. 


Nedlin wears longer 
than leather, so it brings 


a satisfied customer back 
to your store. 


It has been welcomed 
by over four hundred of 
the best shoe manufactur- 
ers in America as a splen- 
did relief from a desperate 
leather famine. 


It has been welcomed 
by thousands of shoe deal- 
ers as an escape from the 
embarrassment of inferior 
footwear forced upon them 
by the scarcity of good 
leather. 


It has increased their 
sales because of its imme 
diately perceived foot-ease, 
and because the dealer can 
appeal with it to every 
a of trade. 


To men and women 
Nedlin means new shoes 
as comfortable as old shoes 
—and a waterproof sole 
that does not slip. 


To young men and girls 
it means the jaunty sure- 
footedness which they 
hitherto found only in their 





a3 530 


3 2 ou, 





\y We VO 


— ~~ we 





Dec. 2, 1916 





“THE GREAT NATIONAL SHOE WEEKLY” 





eolin 


Better than Leather 





Comfortable as Old Ones 


golf, tennis, baseball or 
yachting shoes. And it 
confers distinction even on 
the finest and most fashion- 


able of footgear. 


It gives exactly the same 
qualities to shoes of more 
moderate price. For, no 
matter what the price of 
the shoe, the Neédlin sole 
is always the same quality. 


: To children, boys and 
gis alike, it gives a double 

elight. ? For old shoes re- 
soled with it by the repair 
man have all the wear and 


comfort Nedlin gives new 
shoes. 


We doubt if any article 
of household wear, devel- 
oped in the past hundred 
years, has conferred more 
widespread benefit. 


We know that no devel- 
opment of shoe manufac- 
ture has meant more to the 
shoe retailer. 


NeGdlin means sales 
quickly made. 


It means satisfied cus- 
tomers. 


It is a style maker, a 
comfort giver, an econo- 
mizer, a salesman and a 
business builder, all in one. 


* * * 


For your convenience 
we have prepared attrac- 
tive newspaper ad vertise- 
ments, which we will 
gladly send you in plate 
form on request. Space is 
left for your name in large 
type at the bottom. 


The Goodyear Tire & Rubber Company 
Akron, Ohio 
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ST. NICK 
RED LEG RUBBER BOOT 


LINIKA 


BRAND 


A popular and practical homiday 
gift for little folks. 


Misses’ and Children’s sizes only. 


Packed in individual holly 
boxes 12 pairs to the case. 


UNITED STATES RUBBER CO. 
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Boots and Shoes 


The rubber boot and shoe market is in an un- 
precedented condition. The manufacturers have 
been months behind in their deliveries. Orders 
taken away back in the Spring and Summer have not 
been completely filled. Possibly 80 per cent of these 
early orders have been filled, that is to say that 
each customer has received approximately four- 
fifths of the goods he ordered, and the manufacturers 
are doling out their daily output proportionately to 
the jobbing houses. The jobbers, however, have 
had so many calls from their customers that their 
stocks are “‘shot full of holes.” There is a positive 
scarcity of light rubbers for women in all the large 
markets. Letters have been received at this office 
from the Middle and Western States and the Pacific 
Coast asking where such goods can be purchased, 
while the jobbers here are unwilling to fill orders 
from new customers and are in many cases unable 
to answer the demands of their regular trade. 

Manufacturers are refusing to book orders where 
date of delivery is requested, though some are still 
receiving orders to be filled in turn. The retail 
demand has been greatly stimulated by the recent 
snowfalls and cold rains, and those shoe merchants 
who rely on the jobbing houses to carry stock for 
them are having difficulty in sizing up their stocks. 


Tennis Lines 


The high cost of leather footwear is so assured for 
next Spring and Summer that an added stimulus is 
noted in the demand for tennis lines of all kinds from 
the cheapest “‘sneaker’’ to the high-class Summer 
canvas shoe. Already two advances have been -re- 
ported since prices were announced September 1, 
and there are indications that still further advance is 
not improbable. There is a possibility that some 
prominent manufacturers may refuse to book for- 
ward orders except at current prices at date of de- 
livery. Every factory is well supplied with orders 
sufficient to keep its present force working full time 
or over time for some months. 


Crude Rubber 


Buying has been rather quiet during the week, as is 
naturally the case when a holiday breaks the week in 
two. Prices have declined on Brazilian varieties, 


and have advanced on plantations, the higher rates. 


on the latter being attributed mainly to the uncer- 
tainty of receipts, because of U-Boat activity. Re- 
ceipts via Pacific ports, however continue large. 
New York is following fairly closely the London 
quotations, which show almost daily fluctuations. 
We quote Upriver fine 80c.; island, fine 74c.; 
Upriver coarse 47} to 48c.; islands coarse 30c. 


calucho ball, 48c. for upper, 46c.. for lower; cameta e 


- orders to jobbers that night work is the rule. 
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The Rubber Realm — e + + 


324 to 33c.; Massai red 53c.; centrals and Mexicans 
46 to 47c.; guayule, 32 to 33c.; first latex pale crepe 
713c.; smoked sheet 70$c. 


Scrap Rubber 

With the crude rubber market in its present state, 
scrap rubber prices are somewhat higher, and with 
the dealers able to secure an advance from reclaimers, 
they are offering a little higher rates to collectors. 
The latter, however, seem to be holding back con- 
siderable amounts in anticipation of better offers 
later. New York dealers are offering 93 to 9c. 
Boston is quoting 9} to 98c. Philadelphia quo- 
tations are $9.40 to $9.50 per hundred weight. Col- 
lectors must buy at sufficiently less than these prices 
to pay cost of handling. 


Rubber Notes 


Charles A. Coe, Eastern selling agent the of United 
States Rubber ‘Co. returned from a short business 
trip last Wednesday. 

The Apsley Rubber Company is having a wonder- 
fully increased demand for its Rock Hill boots, which 
are specially favored by fishermen and miners. 

Even the slightest fall of snow brings so many 
Some 
houses are entirely out of light rubbers of all the more 
desirable styles. 

A prominent distributing house is sending a notice 
to every customer, on receipt of his order. It reads: 
‘Owing to the enormous demand that the weather 
conditions have created, we are obliged to ask your 
indulgence for a few days’ delay in giving your order 
attention, which we are only accepting subject to 
indefinite delay, and at prices prevailing when ship- 
ment can be made. 

As showing how difficult it is to get and retain 
workers in rubber factories it is stated that one 
factory has hired 2326 new employees during the 
present year, yet its present force is today less than 
2500 people. There is a munition factory within a 
few miles of this rubber mill, and the workmen are 
flocking there because of higher wages paid. Of 
course, part of these additions are repetitions, but 
this serves to show the present condition of the labor 
market. 


Fred J. Fontius Dead 


President of N. O. Stone Co., Cleveland, fell dead 
in his store Wednesday evening, November 22nd. 
Death was caused by a violent heart attack following 
the excitement of a fire within the store. 

Mr. Fontius, one of the leading shoe merchants of 
the West, was 51 years of age, and had grown up with 
the N. O. Stone store from boyhood. He took charge 
of the. store when John Fontius, now of Peat, left 
it some twenty-four yeare’ ae2,- . 
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THE WHITEST WHITE 


LEVOR GRAIN KID 


CHROME TANNED AND WASHABLE 


Makes a Beautiful Top and a Handsome Shoe 


STRONG AND DURABLE 


a7 MUST BE SEEN TOBE APPRECIATED“ > 


is ae) —9 os COS oy (O) 
MADE OF CABRETTA SKINS 


Ca AYO) bf a Ol @ BET [oP 


MANUFACTURERS 


GLOVERSVILLE,N.Y. 
NEW YORK: 88-90 GOLD ST. 


ST.LOUIS: LEATHER EXCHANGE BLOG BOSTON:145 SOUTH STREET 
JOHNSON STEPHENS & PATTON LEATHER CO THE G LEVOR COMPANY 














Dec. 2, 1916 


“THE GREAT NATIONAL SHOE WEEKLY” 113 








BZ 















OLGEVILLE 


FELT SHOES AND SLIPPERS 


Popular Money Makers 





The Dolgeville Slippers have the 
charm of exclusive designs and the 
attractivenessof warm cheery colors, 
harmoniously blended. They meet 
with favor with the shoe merchant 
on account of the quickness in sales. 


Remember the Name ois Spa i 
? Patented 
DOLGEVILLE Cony 


NOTICF— No other manufacturer can supply and no dealer can sell the slippers here illustrated, having a tongue of a 
color different the color of the vamp, except those bought from us, without incurring liabila i nt 
color different from the Soler lst cllers Palent, granted to ue November 23, 1918. Poo ae a 











Dolgeville Felt ShoeCo. Dolgeville, NY. : 
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AUPRORRERRROCORGRRGRRORRCORROCERCRRCRRRERCRRRERRRRORROREGRERRRRRRERRRRRRRRRRRERRRRCRRRRERERRRRRRERRRDCRCRRRRRRRORRRRRRRRRRREEEE 


The United States Government Has Connie Us 
the Exclusive Right to Manufacture Quilted, 
Wool-Lined Shoes _ Patented October 17, 1916. Nos. 1201927, 1201928 


We take this opportunity of notifying manufacturers and retail 
merchants that Blum Shoe Mfg. Co. now have the exclusive 
right to manufacture these quilted wool-lined shoes, and that 
embarrassment will be avoided by the refusal to handle substitutes 
which are an infringement on our exclusive rights. 















Blum Shoe Manufactur- 
ing Company is one of 
the largest and oldest 
manufacturers of felt 
shoes and slippers in 
this country. 














INSIDE LINING NATURAL WOOL 
LEATHER SOLE 





at Dansville, New York 








Blum oo Mte. Co. 


HUSGUUORERGGOQUGORCOCGRERGRERRRGGEREREREE GUneeeeacaces onenns F 
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The increased demand for 
fine footwear has been 
strongly felt by us. 


‘“There’s a reason.” 


Our illustration partly 
reveals it. 


All C. & R. slippers and 
boots for women are as 
good as they look to be. 





CHESLEY &% RUGG 


Men’s and Women’s Turn Slippers 
- WopWass HAVERHILL, MASS. 89 Bedford Street 


Marbridge Bldg., 34th and Broadway 














116 BOOT AND SHOE RECORDER Dec. 2, 1916 


I 








THE ONE STAPLE THING IN 
A MASS OF UNCERTAINTY 


All materials used in the making of shoes have increased from 5 to 
150 per cent in the year ending March 1, 1916; but the cost of the 
use of the wonderful and intricate leased machines which make 
possible the economic production of modern footwear remains the 
same. The only changes in the past 15 years have been downward. 

















ROYALTY IN CENTS 


President Sidney W. Winslow of the United Shoe 
Machinery Company, in the United States District 
Court, in Boston, on January 13, 1914, made the 
following statement under oath, with regard to the 
royalty paid by a shoe manufacturer at the time the 
suit was brought against the Company in Decem- 
ber, 1911:-- 


“The average royalty paid by a shoe manufacturer 
for the use of all machines furnished by the Com- 
pany in the manufacture of all types and grades of 
shoes is less than Two and Two-Thirds Cents per 


2... 99 
pair. 














Every student of trade conditions will be interested in the group 
of handsomely illustrated booklets which we are glad to send free 
to those who request them. 





UNITED SHOE MACHINERY CO. 
Boston, Mass. 
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E extend the season’s greetings to 
our many friends and customers, and 
wish them all a most successful and pros- 
perous New Year. 
Accept our gratitude for the good will 
shown, and our pledge to serve you each 
and all during the New Year. 


WHITMAN & KEITH COMPANY 


BROCKTON, (CAMPELLO STA.) MASS. 
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Ty 


Goodyear cKay 


wets Burley and Stevens, Inc.°°8-wes 
NEWBURYPORT, MASS. 


Established in 1884 


On account of the increased business we have 


received to date, due both to present business 
conditions and the universal satisfaction (both to our custo- 


mers and ourselves) which our newly organized system has 
produced, we have arranged to increase our capacity to double our 
former output. : : : : 








Girls’ eight inch boots and glove fitting pumps. 
Boys’ English last balmorals and scout shoes. 


Boston Office FA -, be 110 Lincoln Street 


PETTITT 


COQOUECCUCOCQCUCQOGCREEEESCCCCCGUCROEOOCCCCCOOGRREROROCCGOORECCROCCOOOGCCCURGROCCCCCCORCRRRECOCGCCOORORRERCOCRCORGRGREEOOROCOGHURROREOOCCRORCCRCHEROOGCCRRCGRUREROOOCGRRRRRERS 


The Miracle Shoe 


Now Made for Women 





By Popular Demand we have Recently Decided 
to Make our Famous MIRACLE Shoe in Women’s 
Footwear. The Popularity of our Men’s MIRACLE 
is so pronounced that retailers will be pleased to 
know we are now making the same shoe for women. 





Exclusive Territory on this New Shoe Still Open in Some Sections to Live Dealers. 
Our Women’s MIRACLE embodies all the excellent{features of the Men’s line— 


IT BENDS WITH THE FOOT; SUPPORTS THE ARCH; RELIEVES STRAIN 
ON BALL; HAS SOFT CUSHION INSOLE; ARCH SUPPORTING HEEL and a 
FLEXIBLE OUTSOLE. Besides, It’s Soft as a Glove, Fits Snugly, and is Full of Style. 

This new shoe promises to be a big seller, and should be carried in stock in all sizes 
and widths. 

Let us Rush a Sample to You for Inspection. 


One glance and you'll see the wonderful sales-possibilities of this new MIRACLE 
for Women. They Work Wonders with the Feet; also with Your Business. 


THE MANSS-OWENS CO. - - ~ ~ - - Cincinnati 


SPERGRGRGRGRGRGGERCRRRGRGRGRGRGRRCGRCRGRCEGERRGRCROGRORGHGCREGROSGCRRGOROREREORRRRGCROCRCRGQRORORRRRGGRRGRGGORECERE 
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SUGOUOCOURRESEOORS 
















MILWAUKEE SHOES 





MILWAUKEE SHOES 














Concentrate on 


“Farm Wear” 


line 





nici ties a Shea You will find it an advantage to buy the entire line of 
or Chocolate ZWEI-TAN “FARM WEAR” shoes because it is made to meet 
“FARM WEAR” Cap Blu- , : 
ole os eae Gs. every requirement of the farm trade. 
It fills the wants of both men and boys in exact du- 
plicate of style and materials. 


Our “FARM WEAR” shoes are made of a leather 
specially adapted to farm conditions. It is called 
“ZWEI-TAN,” meaning double tanned, first in 
chrome to give it strength and pliability, then in 
vegetable so that it may resist barnyard acids. 


The “FARM WEAR” shoes are most comfortable 
Men’s Welt _Sewed, ecause they are made on extra tread lasts. 
sc 0 

icon Double Sole. The Nunn & Bush trademark means better service 
and better comfort—the things that make a customer 
come again and keep on coming to the place where he 


got the first pair. 


Nunn and Kush 
Shoe Company 
Milwaukee, Wis. 
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LOOK FOR THE 
BULL-DOG 
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With leather prices 
abnormally high, shoe 
manufacturers are 
looking for a sole ma- 
terial that will be uni- 
formly satisfactory in 
the workroom, and 
that will afford the 
trade and the consum- 
er the service which 
they insist upon. 
They find such a sole 
material in 


BULI/DOG 


FIBERIZED 


SOLES 


MADE BY THE 


Boston Woven Hose & Rubber Co 
CAMBRIDGE, MASS. 








som we KS ae 
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“STYLE SHOES FOR 
STOUT WOMEN” 


| Sizes 21-2 to 12 | 








arried in EE Width). t 
in EE Width). 














B88—SURPASS KID, Circular Vamp and : 
Fox, Fine Black Cloth Top, Lace, 14-8 Heel, B81—BLACK GLAZED KID, Circular 
New Dress Last, Goodyear Welt. 21% to 10, Foxed, Fine Black Cloth Top, 14 Buttons, 
E Width. 2 to 11, EEE width (Not 13-8 Heel, Plain Toe, Goodyear Welt,: 24% 


to 10, E Width; 2% to 11, 


SEVENTY STYLES 


IN STOCK 





| Widths AAA to EEE | 





Shoes that will express the real Christmas spirit | 
as they bring joy and comfort to the recipient 


EE (not carried 


SOLID LEATHER COUNTERS — SOLID LEATHER BOX TOES 


W. B. COON CO., Exclusive Manufacturers ROCHESTER, N. Y. 


Chicago: A. J. Bates Co., 328 W. Monroe St., covering Illinois, lowa and Wisconsin. 





B70—GLAZED KID, Cloth Top, Circular 
Foxed, Button, Plain Toe, 11-8 Heel, McKay. 
2% to10,E. 2% to 11, EEE widths. (Not 
carried in EE Width). 



















ee a 





Wool Fleece Barefoot Slippers 


Style 533—M 






Wool Fleece Barefoot Slipper 
‘ELK SOLE ROLL TOPS 
BROWN RIBBON BOW ORNAMENT 








NR, 6.04. .0:0 6 6 oe e's 00 ce sedis sewens 







WROMROR BOB 6 oc oo 0c DODO. cc cc ccasccccoscces 
BNET TIE. 6 0.500.660.6000 Oa co cncdeecesccessc 11.50 
SME dccccdscsees PO Re ceddnetesccctous 11.00 





Just what your trade needs for cold Winter nights, to 
slip on in a hurry. Solid comfort for College Students 
when “burning the midnight electric” and your room is 
cold and frosty. 

Stock up at once by sending us your order now. 


The Wiley-Bickford-Sweet Co. 


Factories at 
HARTFORD, CONN. _. a MASS. 








Address either f actory 

















How is your 


They make ideal Christmas gifts and 
should be featured in both your win- 
dows and advertising. Now is the time 


to freshen up 
Soft Soles. 


MANY POPULAR STYLES ALWAYS IN STOCK 


J. J. McMaster 


stock of Soft Soles? 


your stock of McMaster 


Rochester, N. Y. 
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You want to win new customers, increase 
your sales, show a larger net profit at the close 
of each year. 


The Red Cross Shoe, supported by Red Cross 
business-building sales and advertising meth- 
ods, is enabling hundreds of merchants to do 
this. 


Will it do as much for you? 


That is a question for you to decide. But you 
cannot decide it fairly, rightly, unless you 
have the complete facts before you. 


Perhaps no one has as yet secured the Accred- 
ited Agency in your town. Somebody will 
secure it—soon. Look into the Red Cross 
Shoe proposition—see the new line for Spring 
—while the opportunity is open to you. 


The 
Krohn-Fechheimer Co. 


CINCINNATI, OHIO 


ea ross 


‘Bends with 
your foot” 


Trade Mark 








Trade 
Mark 


Model No. 466—Patent 
Misipi Colonial, Amo 

Last, Leather Louis Heel, 
Welt or Turn. 














Model No. 463—Dull 
Kid Shemoga Pump, 
Leather Louis Heel, Amo 
Last, Welt or Turn. 


Model No. 465—White 
Kid Lucerne Crim 
Vamp Pump, Our 


Model No. 470—Paisley 
Kid Top of Light Gray 
Web Design and Patent 
Vamp, So-Sha Arch Last, 
Welt <¢ Turn, Leather 
Louis Heel. 


Model No. 475—T he 
“Ermine,” Black Glazed 
Kid, a White Kid i 


ther 





Louis Heel. 
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CORRECT FOOTWEAR 


FOR DRESS AND SPORT 


For The Woman Who Cares 





5051—Steel Gray Kid, Goodyear 
Welt, 834-inch _—. Leather Heel. 
A to 'D. err eee $5.00 


5050—Steel Gray Kid, Goodyear 
Welt, 84- inch os Leather Heel. 
re ") Serre $5.00 





5060—Steel Gray Kid, Goodyear 

Welt, Medium a 84- inch Height. 

Ato D. eer. $5.00 
These are but five of an extensive line of wo- 
men’s up-to-date specialty boots. They are 
representative of what is right in fashion and 
materials as shown by the style leaders of the 
United States. “Always a little more for the 
money,” which is our motto and incorporated 





4930 Skating Boot, Goodyear nived in our trade mark, applies to these shoes. qned—Ghating Rect, Tex Box Calf, 
inch Height, Felt Lin » Quil o Pon Win Soar Ten Box Com 
T page, Outside Lace Band. A to D 4 ‘ear! A... ~ a ko ~~ &. st 
24 to7 A sample order on any of these will prove 7209’ Niaci Vices“ Ouk Sole wit 
Tan Lotus rT $4.50 th Chrome Slip Sole. Ato D. 2% to 7. 
Black Box Calf.....:....... 4.25 ne case. $4.75 


Powellkbampobell 


122-124 Duane Street New York City 
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ss | ACROBAT CL ik 
SHOES — 


BE 
PREPARED 


FOR 


HOLIDAY TRADE 


MAKE IT AN 
“ ACROBAT” 
CHRISTMAS 


No. 103 No. 112 


MAIL ORDERS FILLED PROMPTLY 


























| S>DWonmop 





Jer RBOnaon-r| 


FOP RT eh SRA. Cer RL OS aay See 2to5 5to8 8%toll 11% to2 

Carried in Stock Ready to Ship in Widths....................... D, E D, E C-D-E C-D 

103 Vici Kid Whole Quarter Button. . en ee $1.95 $2.27 $2.60 

112 Gun Metal Three Quarter Vamp Mat Top Button. Leesa ba hEGe hee 1.95 2.27% 2.60 

136 Patent Colt Three Quarter Vamp Mat Top Button................ 1.65 1.95 2.27% 2.60 

Carried in Stock After December Ist in Widths................... C-E D-E C-D-E C-D 

137 Patent Colt Three Quarter Vamp Cloth Top Button.............. $1.65 $1.95 $2.271% $2.60 
Carried in Stock Ready to Ship in Widths....................... E E D 

104 Black Pebble Calf Whole Quarter Unlined Button................ $1.95 $2.271% $2.60 

124 Brown Pebble Calf Whole Quarter Unlined Button................ 1.95 2.27% 2.60 

125 Smoked Pebble Calf Whole Quarter Unlined Button............... 1.95 2.27% 2.60 
Carried in Stock Ready to Ship in Widths....................... E E E 

1320 Gun Metal Whole Quarter Lined Blucher........................ $1.95 $2.2714 $2.60 


Prices subject to change 




















Be | SHAFT PIERCE SHOE CO., FARIBAULT, MINN. | 
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AtoD. 2%to7. 


They are ready for 
immediate shipment 


TODAY 





Husk’s Shoes for Ladies 
“Beautifully Built” in: the 
Most Attractive Styles. 


Pleasing to the EYE and 
the FOOT. 





Aes yea O BS rae nwoxnvsy}S 


2831. Same in Button. 


HARRY M. HUSK SHOE CO. 


327 MUNROE STREET, CHICAGO, ILL. 


Branch 
Minneapolis, Minn. 
404 Boston Block 


We cts cdank cacees Price $4.75 
Tan Russia Welt, 8-inch Ivory Kid 
Top, New 1% inch Military Heel. 


SES h%0.% ivoceaaen Price $2.60 
Dull Kid Welt, 8-inch Top. 
CtoD. 3to8. 


Branch 
Milwaukee, Wis. 
212 Caswell Block 
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Dr Gdison 
(gs0n S70k 


Known as 


“The Easiest Shoe 


For Women” 





B 0257 G B 0275 D 
Gem Dongola, 7-inch Button Boot, “4 m Gem Dongola, 7-inch Lace Boot, 
Genesee Last, % Fox, Kid Tip, 1 3-8 The Dr i Edison Cushion Geneese Last. % ig og Tip. 1 a 
inch Heel, Heavy Edge Turn. B, M . . ne eel, Heavy ge Turn. q 
Ws te as ©. t ots Bae Shoe is indispensable to 314 t0 714; C, 3 to 734; D and E, 3 to 


oo ery er reer $4.25 the up-to-date shoe store. 
Women who once wear it 
and discover its extraor- 
dinary comfort invariably 

become habitual wearers of it and your steady customers for not only the Dr. 

Edison Cushion Shoe, but for other profitable merchandise as well. 


THESE FOUR STYLES IN STOCK—Because of the decided advantage to the 
retailer of having The Dr. Edison Shoe readily accessible, we have placed these 
four styles in stock for at-once delivery. 


NEW RETAIL PRICE, $6.00. These new Dr. Edison Cushion Shoes carry the 
new retail price, $6.00, on both label and sole. This new price is now being ad- 
vertised nationally, so that women will be fully familiar with it. 


ONE DR. EDISON DEALER IN EACH CITY. We establish and protect one 
agency in each city. This may be your opportunity to secure the agency for 
your city. Write us for full information. Also ask for sample of mailing book- 
let supplied free to Dr. Edison dealers. 


UTZ & DUNN CO., .. .«. Rochester N. Y. 


New York Office 
200 Fifth Ave. 
Fifth Ave. Bldg., Room 405 
S. A. McOmber, Rep. 


Los Angeles Office Denver Office 
319 Story Bldg. 218 Charles Building 
Los Angeles, Cal. Denver, Colo. 

C. G. McAtee, Rep. Rice & Tiger, Reps. 


B 0357 V 
Gem Dongola, 7-inch Button Boot, 
Fairmont Last, % Fox,*Kid Tip, 
1%{-inch Cuban Heel, Welt. A, 4 to 
7%; _B, 3% to 7%; C, 3 to 7%; D 
YS PP eee ree $4.25 


B 0375 O 
. Gem Dongola, 7-inch Lace Boot, 
Genesee Last, 3 Fox, Kid Tip, 1 3-8 
inch Heel, Welt. A, 4 to 744; B, 3% 
to 744; C, 3 to 7%; D and ows 








SL 


Disk abdshsdddeicdededisacsees $4.25 


TUPUGUUGURUOUGEOGOUGUUGUCGHOORGOROOUGOUCHCOOKOUROUROCOUGHUGUHGEGGUGGUQGUOOUGUUGHOGUGHEGUSUUGONGOQGUGGLOGHOUGORGHOQLOUUOUROUQUGUSQROSOGUUGUQOUGEQOUGEUGUOGUCUQGUGUOOUQOUGEOGHUQUOOUGHUGHOOUGUGULOOUGHOOUGUOQUGUUQHOOQNGQUOUGUNOUDOONGHOORUGR 








128 BOOT. AND SHOE RECORDER Dec. 2,.1916 


. 

| 
| 
: ! 
| THE OUTDOOR SHOE | 
1 OF SERVICE | 
Built of real leather to withstand : 
real wear. : 
Shoes specially designed for the : 
farmer, lumberman, miner and 
. sportsman. 


HIGH CUT RANGELEY MOCCASIN 
Favorably known from coast to a 683—Black Chrome Upeer,. 9 = high, ~~ 
coast wherever old-fashioned Pio te BE. "Made to orden 3 to12, BF. 


quality is appreciated. 











j | 
| \ 
| \ 
| | 
\ \ 
\ | 
| | 
" | 
| | 
| | 
: No. 1551—Men’s Velour Calf Blucher. In Stock— No. 192—Farm Balmoral. In Stock—5 to 12, EE, F. 
| 5 to 12, E, EE Made from the heaviest and best grade of Russet | 

Here is a “BASS SHOE” for men who want BASS and ——- roofed ayo ead own process. A working : 
: comfort, reliability and service in a lightweight shoe. shoe in a mn by itself 


It is a good fitter, with plenty of toe room. Good- | 


oc Shoes For Winter Sports 3 | 


] 
! We have these suitable for every conceivable kind of outdoor sports— 
A New Ski Moccasin, Combining the good features of a shoe with the 
comfort, fit, flexibility and room of a moccasin with a specially constructed ’ 
concave heel for the “Expert Binding’’ strap which holds this strap firm- 
. ly in place. 
A New “Pac’’ Boot built on the moccasin pattern, with a close-fitting 
instep, broad toe room for heavy stockings—comfortable and practical. 


POUT TTT TTT TTT rer rr ee 


G:H-BASS&CO- 


WILTON, MAINE : 
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| STYLES THAT SELL 





JOHNSON 
BROS. 


POPULAR PRICED 
McKAYS 


JOHNSON 
BROS. | 


POPULAR PRICED 
WELTS 











Style No. 835 


Last No. 96, Black Caf, Rubber Sole, 
Ball Strap. 











Style No. 630 Style No. 892 


Last No. 98, Patent Vamp, Dull Kid, Last No. 96, Whi Style No. 852 
Quarter, Patent Tongue and Buckle. Kid Taine Bit  . Last No. 102, Patent Leather, White 
A Colonial that sells. White Rubber Sole. Louis Heel and Sole. A dainty model. 




















A line complete in it- . 


self, in well seasoned 
staples and attractive, 
practical novelties. 





Last No. 98, Black Glazed Kid, Full 
Trim, Conservative and 








Colonials, Bal Strap 
Sport Shoes. High and 
Low Cuts—Strapped 
Pumps—These are the 
shoes they call the 
“Bread and Butter 
Line.” 


Johnson Bros. Shoe Mfg. Co. 


HALLOWELL, MAINE 
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SPDEUUUEEATUER MUTATED EEERR EERE EECUATE EDERAL: 





Chicago Offic 
Lees Building, Chi 


= 
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THE re MAID LINE 


DRESS TURNS AND’ WELTS 
is 
The line with no comeback. These shoes bear the 


distinction of being 
TRIPLE FITTERS— WHY ? 
Because they fit the eye, the foot, and the pocket book. 
The shoes shown are being sold by successful dealers. 
Their comment is, “Auburn Maid shoes are great fit- 
ters.” This is the customer’s statement—not ours—but 
we know it’s true and appreciate their candid expression. 
Many shoe merchants have built up a splendid busi- 
ness with our 
DRESS TURNS AND WELTS 


Manj are using the full line. Pretty good shoes when a full line 
can be stocked! It’s perfectly safe just the same. 

The lasts, the designs and the fitting qualities insure Auburn Maid 
Dress Turns and Welts a safe merchandising purchase. Our busi- 
ness has more than doubled the past year because dealers are making 
money on our Dress Turns and Welts. Why don’t you try them? 


New York Office Boston Office 
127 Duane St., N.Y., Room 52 166 Essex St., Boston, Mass. 





Ashe, Noyes & Small Co., Auburn, Me. subiadatate tin tenbata 








SULT ETUDE 
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THE SEASON’S 


(GREETINGS 


are hereby extended to the trade. 
We deem it timely, and it is certainly a 
pleasure to express our appreciation for 
the business placed with us during the 
year now closing, and thank our custom- 
ers for the consideration shown us during 
unprecedented conditions which seriously 
affected deliveries. 


Arrangements are being made which 


will assure maintenance of our 
ormer good service during 19/7 


APSLEY RUBBER CO. 


HUDSON, MASS. 
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Buy heavily on these three numbers and BUY 
NOW, because they are unusually good values 
when you consider the high cost of leather 


te Sy with Mat Calf T 
$1. La to 12, $1.95 1214 to 2, $2.35 


FAD iI Gal 
In Stock 5 108, $1. 80836 to12, $2.00 1214 to 2, $2.40 In Stock 
F 41)3 Pe— Tee Coe 
5 to 8, $2.30 83 to 12, $2.55. 












Williams, Hoyt & Co., Rochester, N. Y. 


r 


INDIAN 
SLIPPERS 


are 


Profitable 


Send for catalog and price list 





2 

















TUNUUAUUUEOUCUCGEEEGOGUCUGUCULOUOUCULGUCUEGHUGUOEUGUGUCUNOOOUOUUGUORIGUGUGUOUUGUISEONOUOUUOUQUOROONONOOEOROOUONNGS 


SLIPPER COMPANY = 
BANGOR, MAI! = . , 
; _— = When the best is wanted in 
The most sensible covering ever made i shoe illustrations—the men who 
for the feet is the moccasin of = know write to 
the American Indian. = 
Reo 23—Tan Wapiti Leathe = C. Grieco Commercial Art Co. 
er, Blue Eiderdown Lining = 
——” i Shoe Illustrators & Engravers 
: 179 W. Washington St. Chicago 


STeCCUANUCEEGEOUUUUCEEEASUUUUCEEEEEAUUUUCEEEOOOUOUCCEEOEEOOUUOEGESERESOUOUOOOORESOOUENOESEOOUOUOONONESEOOOOESEOOOLE 


OUUEECEOEUOEUOROEOQGEUOEGROOQOUOEGEUOUGUOUGORCGGOECUGHOEDOUGUOHOHOUOLOQUURGHUOUQUGEOUGHOOOORGSOONGHOONOEONOEOUORONS 


TTT PITTI betas 





MONITOR SCHOOL SHOES 


Reg. Trade Mark 


for 
BOYS and GIRLS 


All Leather 
Guaranteed to wear 


WE HELP YOU SELL THEM 


No. 617—Gun Met- Write for agency proposition 
al or Box Calf, all 
66 and 68 Reade Street 


For immediate delivery. MILTON J. MEYER & CO.. Inc. ° New YORK, N. Y. 


TTT ii 
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Embroidered Satin Mule In Stock 


No. B450—A mule that has all the fine qualities 
of workmanship and style that goes in making of 
any shoe. A strictly bench-made, embroidered, 
satin mule, with a graceful toe last and low Louis 
heel, hand-turned leather sole. In stock, colors 
black, pink, light blue, lavender. Sizes 2% to 7. 
COUMLGI GE GEIS s 62 8 oreo 55 3s ose a ced $3.00 


Catalogue on Request. Samples Sent Prepaid 


1°02-S TONE IMPORTING CO- 


FOOTWEAR ORIENTAL” DOMESTIC 


36 EAST 22ST.. NEW YORK 
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ONE OF OUR 
IN-STOCK LEADERS 


Stock No. 212—Cam- 
bridge Last, Vici Kid 
Bal, Single Sole, 1-inch 
Heel. idths D and E. 

Price $3.75 


A shoe you will be as 
proud to sell as your cus- 
tomers will be proud to 
wear. Start this style, 
and you'll be kept busy 
making sales at the rec- 
ommendation of your 
customers. 


Manufacturers . 


Condon Bros. Co., Brockton, Mass. 
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HUK-FIT 
NAPPY 
PATS 


COTCH HEATHER GAITER 






= Kersey and ° 

= gaiter cloth 

=in White, 
= Mustard Yellow, 

= Pearl and Ecru. 
=8, 9 and 10 

= button. 









Style B-8 


S-R-S Co. 
24 FRONT ST., SALEM, MASS. 
MAKERS OF LATEST ENGLISH DESIGNS 
STITUTE iii 


CEDERREUCEECLERERREESCLILRC ROR ORRRORRRREREREOROGRORRROREGRRDRRERRROGRRCRRURRRREREES 
PORT GAITER 
Sree GAITER 
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WILLIAMS’ SHOES 


(UNION MADE) 
*FOR HARD WORK and ROUGH WEAR” 


100,000 Pairs “In Stock’’ 


Shoes for Every Purpose— 
WORK—PLA Y—DRESS 


as" 


We shall be pleased al 

to submit samples or 
have salesmen call 
with complete line. 








Mail orders will re- 
ceive careful atten- 
tion. 


WZ 


TWO 
POPULAR 
NUMBERS 


No. 1431—Black Trout Brook Blucher, Double 
Sole, Unlined, Goodyear Welt, Fastened. 
No. 1531—The same shoe in Brown. 

MADE BY 


ARTHUR A. WILLIAMS SHOE CO. 
HOLLISTON, MASS., U. S. A. 
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THE MOST CONVINCING 
PROOF IS THE STORY 
THAT TIME TELLS 


AZTEC CALF 


A GALLUN QUALITY LEATHER 


The merit of any commodity can only be 
determined by its service over a period of 
years. 


AZTEC CALF has been favorably known 
in the shoe trade for a good many years. 


It has proved its utility as a quality leather 
through its service. 


AZTEC CALF is tanned in such a way (the 
vegetable process) that the leather comes 
out mellow, pliable and durable, with all 
the natural wear-resisting qualities of the 
hide intact. 


The pores of the hide are left open with the 
result that AZTEC CALF is a cool, ven- 
tilating leather—just right for Summer 
shoes. 


The top surface doesn’t chip, but resists 
bruises. It holds its color—doesn’t fade, 
and not only takes a brilliant polish, but 
what is more, holds it. 


AZTEC CALF is made in a wide variety of 
weights and grades. 


A. F. GALLUN & SON 


MILWAUKEE, WIS. 
H. A. ELY, Manager 11 East Street, Boston, Mass. 
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While there is no let-up in the requirements of shoe 
manufacturers, the present week has shown less fever- 
ish activity than those preceding. As is generally 
the case during the week broken by a holiday, business 
has fallen off considerably, yet taken in comparison 
with Thanksgiving week a year ago, the present 
has been decidedly active. 

The demand continues sufficient to more than ab- 
sorb present stocks and daily receipts. In fact many 
sales are being made for future delivery, and most of 
these are at current rates at date of shipment. Shoe 
manufacturers find that the present agitation of future 
excessive prices in the daily press has so stimulated 
buying that many of their customers are taking gam- 
bling chances, and ordering far in excess ef their normal 
needs. These extra orders require just that much more 
leather, and manufacturers are buying to fill these 
orders. 

Prices are very firm, but there seems to be somewhat 
less marking up values this week. Whether next week 
will start prices climbing further, or whether things 
will continue along about as they are until after New 
Year’s is one of those things where one individual’s 
judgment is about as good as another’s. 


Sole Leather 


There is very little free leather in the Boston mar- 
ket. Some dealers have a little stock, but most of 
them are down to bare floors, or are simply holding 
stock already sold, subject to delivery orders. Many 
houses are sold, with tanners a whole month behind, 
their entire output sold ahead up to the first of the 
year, or further future. Some manufacturers are un- 
able to secure such soling as they require, and must 
purchase for immediate delivery or they will be 
obliged to discontinue making, to prevent overcrowd- 
ing. Foreign demand continues, though not so heavy 
as a week ago. Some predict a light demand for export 
this month, but others are of a contrary opinion. 

No. 1 dry hide hemlock has sold at 52c., but asking 
prices today are 55c., and other grades 53c., for good 
damaged and 5lc. for poor damaged. Union sole in 
light supply, with sole cutters and shoe manufactur- 
ers taking about everything offered. Light and heavy 
cow and steer backs are selling at 76 to 80c. Oak sole 
sold up, and few sales noted. No. 1 scoured bends 
have sold at 90 to 92c., and are now held at 95c., with 
predictions of reaching $1.00 within a few days. 
Scoured backs quoted at 84 to 87c. Belting butts 
are now on a basis of 85 to 86c. for heavy. 

Offal prices continue strong, with a heavy demand. 
Shoe manufacturers are buying this leather who 
never did before. With this increased call, prices 
are naturally firm and high. It is reported that one 
sale of oak bellies amounted to more than an entire 
freight train load. While the price is not stated it is 
believed to be between 36 and 40c., the latter being 
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The Leather Market i oe * 


today’s asking price. Oak shoulders 63 to 65c. 
Union shoulders 50 to 53c., and hemlock shoulders 
42c. Hemlock bellies 23 to 25c., Union bellies sold 
at 28 to 30c. 

Upper Leather 


Although the week has been a quieter one, still 
there is plenty doing in upper leathers. Tanners are 
in a quandry as regards prices. As a rule they refuse to 
quote any price for leather not on their floors, and 
very few of them have any leather there. The uncer- 
tainty as to future hide prices; and the high present 
rates justify the tanners in their policy of selling for 
future delivery only at market rates on day of ship- 
ment. Shoe manufacturers are buying everything 
they can get at any reasonable price. The demand for 
fancy leathers has pushed some of them above the 
dollar mark, and predictions are to be heard that other 
leathers must follow. White calf which sold at 80c. 
a month ago is now held at $1.00 to $1.10 a foot, and 
some ooze finishes in fancy colors now bring $1.15. 
Chrome tan calf has sold as high as 85c., and average 
quotations are 82, 80, 77c. Black chrome sells at 
72, 70, 68c. Mat calf strong from 55 to 65c. Side 
leathers are higher. Tanners who pay 30c. for hides 
are unwilling to sell except at higher rates. Snuffed 
side leather is quoted at 48 to 50c. for light weights. 
Chrome sides 50, 48, 46c. Bark and combination 
sides 39, 37, 35c. Wax splits have sold at 40c. in 
medium and light weights and chrome splits strong 
at 25c. Patent calf colt and kid sold ahead, and no 
prices quoted. Patent sides have jumped up to 55 to 
60c. Glazed kid has been advanced in all grades. The 
lowest grades run from 33 to 37c., while best grades 
run from 70 to 75c. per foot. Sheep leathers have 
advanced 2 to 3c. a foot the past week. 


Hides 

The market rules higher, with only a moderate 
movement reported. No. 1 Ohio buffs are variously 
quoted at 28 to 30c., and extremes are held at 32} to 
334c., with sales reported at the outside figure. 
Tanners are reluctant to pay such high prices, but 
some sales are reported. Southern are in light receipt 
with prices strong at 29 to 29}c., and extremes 31 to 
31ke. 

The Chicago packer hide market was but moder- 
ately active this week. Prices have advanced to such 
point as to greatly retard buying. Heavy native steers 
have sold at 334c., and native cows, extremes, have 
sold at 35c., though 34c. may be called the ruling price 
at present writing. Texas steers are selling at 31} to 32c. 

The Chicago calfskin market is somewhat un- 
settled. Supplies are small and sales are reported all 
the way from 60 to 65c. for packers’ skins. Countries 
are quoted at 50 to 5lc. The New York calfskin mar- 
ket is firm at $5.25, $5.75 to $6.00 and $6.50 to $6.75 
for best qualities. 
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OMEN’S Bal, Gun Metal Calf 

vamp, foxing and stay. Gray 

cloth top. Perforated full wing 
tip. Close edge welt. On our new No. 
69 last. 12-8 heel. 


Retails $5.50 





EMERY & MARSHALL CO. 


CK 
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{| Quality Represents 


,} Women’s Footwear 


YO, ER KOASAS 





OMEN’S BAL. Gun Metal Calf 

vamp and foxing. Perforated 

imitation full wing tip. Close 
edge welt. Mustard shade corkscrew 
cloth top. 16-8 half Louis leather heel. 
On our No. 65 last. 


Retails $5.50 





HAVERHILL, MASS. 


BOSTON OFFICE 183 ESSEX STREET, ROOM 305 
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“Gygolt” Style and 
Quality is Causing a 
Big Jump in Retail 
Sales Records 


Stock No. 575 


Stock No. 575—An all-r omen nd Blucher Boot for the 
ane SO Guns nds style i sek Rag 
it 


appee ance, yet s ba A — Cl 
tal Whole = Widih Dou oo l-inch 
—s- _— d EE. Sizes 5 to iL. 
and: 


pawl $3.50 


“Cygolf”’ popularity i is country wide. 
Retail sales gains are being made 
everywhere, as is proved by the con- 
tock No. 576—A dressy street boot for Fall and 
inter wear. Gun Metal Whole Quarter Blucher, stant increase in volume of our busi- 
,. Natur an e, I- -IT_ Last, Gun 
etal hae ng Quart Blucher, 1 1-8 inch Broad Heel, ness. Styles shown here are ready 
a = to ship—now. 
Price $3.60 


Kelly-Buckley Company 


#« MANUFACTURERS « 
Brockton - Mass. 


=——— 
SEND FOR A K-B IN STOCK STYLE caananel 
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CYG OLF SHOES IN STOCK 
Ramen ISH 
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Feet and Fitting 


Lesson No. 5 of the Course in the “Recorder” School of Retail Shoe 
Store Salesmanship 


N this lesson we are touching on a few 
points that to be a real professional 
“foot fitter’ the salesman should 
possess. Like the physician who diag- 
noses his case from appearance and 
symptoms, so the “foot fitter” should 
diagnose the requirements of the 

foot from his knowledge of the contour of the foot as 
revealed when the stockinged foot is in repose before 
the fitting stool. A well-defined knowledge of the 
various types of feet with which the fitter comes in 
contact will readily suggest lasts best adapted to any 
particular case in hand. 





Six Different Types of Feet 


We present illustrations of different types of feet 
for your observation; study each type individually 
until they become so fixed in your mind that you will 
recognize any of them at a glance. Do not pass lightly 
over this portion of the lesson, but photograph these 
feet in your mind. Note the difference in shape, the 
twists and angles of the different feet, and school 
yourself to mentally determine just what line in your 
stock you would turn to were any one of them before 
you for a fitting. 


A Few Time Killers to Fit 


Here are a few—not common, but you may meet 
them one of these days. Are you ready to cope with 
them? 

The long, thin bony foot with long, receding heel. 

The chunky ball, all instep, with just a suggestion 
of toes. 

The thin, narrow ball with high bridge instep. 

The E. E. ball with B instep, D heel, etc. 

These feet need a real “foot fitter’’ to get away witb 
them, and TO FIT THEM so they will come back 
and call you blessed. Another important quality that 
characterizes a real salesman in addition to knowing 





Long Lean Foot with Almost 
Straight Bones 


Re 9 





A Short, Thick Set 


Foot 


feet, is to thoroughly know your stock—every pair 
in your stock whether on the shelf or in the basement— 
fix every pair in your mind then when fitting you will 
be less liable to miscue. 

You will avoid showing lasts that will not fit the 
foot before you, and on the other hand you will know 





This picture, while made by a Chicago newspaper to illustrate 
“‘a Shoeman’s Troubles,” is reproduced to emphasize a point in 
this article 


just where there is a last that will fit the case in hand. 
You will hit the object ball with the cue ball on the 

right spot every time, and shoot the sale into the cash 

box and add one more sale to your column of sales. 


Fit to Stay Fitted 
This Means More Shoes Sold Right 


When fitting make it a point to use sufficient care 
and skill that will insure a permanent sale. You'll 
avoid exchanges and conserve your time for profitable 





3. Normal Foot—Soft and Fleshy 


Over Instep 
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The Tri-Plug Concavo- 
Convex Rubber Heel 


is an entirely new departure in rubber heels. 


It CEMENTS ITSELF without cement, the concave fea- 
ture affording constant suction and eliminating all possibility 
of water or dirt getting in between the rubber and leather. 


This Heel will wear longer than any rubber heel made 
and will wear EVEN to the end. 


It is made in two colors, black and tan. 
Why not write us today for complete information? 


PANTHER 


Factories: Stoughton, Mass., Sherbrooke, (Quebec) Canada 
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“INDIAN” SOLES 


Tough - Service-Giving - Comfortable 


When you put “Indian”’ Soles on the shoes you make, you 
are building for the future. These excellent soles have every 
good quality of leather soles—and many advantages which 
the leather sole does not possess. 


They are light, cold-proof, non-heating, non-absorbent, flexi- 
ble and long wearing. 


In all colors, styles and thicknesses ;forfactoryand repair shop. 








PANTHER RUBBER 
HEELS for factory and repair depart- 


ment save labor, cut waste, and increase 
profits. They are as easily handled as leather, 
as equally attractive in appearance, are’ as 


light, and wear better. 





RUBBER CO. 


Boston Office: 170 Summer Street 
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Wee SERS. . cccccsccoscesceccseos Price $3.25 
Dull Kid Bead E.D. Pump 








As above in Dull Kid, with Patent Collar 





Sete SBR. « 6diacacascccdestsacen Price $2.75 
Dull Kid Pump 





Pe 6.6.0 dekasseebheseseken Price $3.50 
Dull Kid Pump, Beaded Vamp and Collar 





QUALITY 
SERVICE 


DAINTY TURNS FOR 


PARTY AND EVENING 
WEAR IN STOCK 


IN STOCK 


SMART STYLES FOR 
IMMEDIATE DELIVERY 


All Numbers Shown Herewith 
Have Covered Heels and are 
Carried in Stock in A, B, 

C &D Widths—Sizes 
214 to 7. 


The 
Westcott-Whitmore 


Company 
Syracuse 33 mM. ¥. 
Specialists in Stylish Shoes 


and Party Slippers 
for Women 














As above in Bronze Kid 





EEE EET eT, ee SPE Price $2.75 
Dull Kid Pump 


PE ewe pr ewee Sy ee Price $2.75 
As above in Patent Colt 





As above with Low Heel 





Black Vici, Readed, Vamp and Straps. 
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customers. Don’t forget this hint! Be governed in 
fitting by the foot you are fitting regardless of the 
customer’s whim; better let the customer go out 
pleasantly, without buying, rather than fit her or him 
improperly. 


Do You Possess a Copy of “‘Shoe Fitting?” 


If you will study the twenty lessons in shoe fitting 
previously published, you will get many valuable 
hints on the subject of “TYPES OF FEET” as 
touched on in this lesson. 

Order and System Promotes Efficiency 

Study earnestly and always keep in mind the fol- 
lowing: 

Keep your department over which you have charge 
or may be held responsible, in order—well stocked and 
well sized up. Keep the shoes in the cartons always 
buttoned up and if they be lace see that the laces are 
well tucked inside the shoes and not left flying like the 
sheets and halliards of an old hooker in a gale of wind. 

Study system in the arrangement of the stock in 
your department; have each line so arranged that 
you can place your hand on any shoe if the lights 
should go out. 

When showing goods keep your counters and 
seats free from shoes you may have been showing. If 
you take out a shoe to show or fit, and for any reason 
you are through with it, don’t throw it on the floor, 
seat or counter; put it back in stock where it belongs. 
Another salesman may want the very shoe you have 
been showing and if messed up on the counter or seat 
he will lose time in looking for it. Get them back in 
the carton on. the shelf. 

The illustration pretty well represents lack of sys- 
tem. Study this picture—see the mess on the floor, 
all in danger of depreciation because of the liability 
of the shoes being trodden on and possibly ruined. 
Get them back on the shelf when you are through 
with them. Keep your decks clear for action. Be sure 
you have something to sell before you jump to a line 
that is a little off on sizes. In other words, be reason- 
ably sure that you can fit your customer. If you are 
not, do not touch the line at all. Some of you older 
salesmen who may read this caution will understand 
our point. This advice is especially for the new, in- 
experienced salesmen who, if they will heed it, will 





4. Thick Ankle and Corded 5. Full Ball with Sensitive Mus- 
Waist cles in Heel and Ball 
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save themselves from considerable trouble and perhaps 
a call-down, something like this from the Boss: ‘‘Why 
didn’t you sell her?’’ What will you say? 


Important Ruling on Pay-Check 
Redemption 


The Kentucky Court of Appeals in the case of 
Lester Brothers, shoe and general merchandise deal- 
ers, against the Pond Creek Coal Co., held that cou- 
pons or script issued to employees for supplies before 
wages were due, were payable in cash when the wages 
were due, and that coupons redeemable in a company 
store, issued by the coal company and redeemed by 
Lester Brothers, when properly assigned, must be 
paid. It is stated that the case arose through the 
mercantile company having redeemed $2,000 worth 
of coupons issued by the mining company, the latter 
refusing to take up the coupons on the ground that 
they were not transferable. The court held that 
while they were not negotiable instruments, they 
could be assigned as any other claim. The statutes 
provide that all wages shall be paid in cash, and the 
court held that if an employer could restrict the re- 
demption of such coupons to a company store the 
law would have little effect, as the employer could 
restrain competition and obtain a monopoly and 
practice extortion. 


Merchant Brought His Leather 


To a Lynn shoe factory came the other day a shoe 
merchant from a certain leather manufacturing city. 
Soon after him came the expressman, with a few 
bundles of leather. The merchant had bought them 
from a tanner in his town. They were, by the way, a 
new sort of leather, being made of light, chrome 
tanned splits, and finished like gray buck. 

This merchant insisted that the manufacturer make 
shoes of his leather. Under the circumstances, the 
manufacturer agreed to do so. 

A corresponding case, the same week, was that of a 
visiting buyer, who insisted on first choosing his 
leathers in the cutting room, and then selecting his 
lasts and patterns, and placing his orders for shoes. 





6. A Low Arch, Lean Foot, 
with Little Extra Flesh 
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D amon Is 


A Princely The _ selec- 
Gift tion of a 
eeGilt-- = gGiamond by 


a man for certain gift pur- 
pose is the manifestation 
of an aristocratic impulse 
—age-long in its signifi- 
cance. , 
The diamond is the jewel 
with which kings paid court 
and received tribute. 





The Smith Patterson col- 
lection of distinctive dia- 
monds permits the fullest 
gratification of the most 
moderate or the most lav- 
ish buying intent. 


Our HANDBOOK illustrat- 
ing over eleven hundred 
articles answers hundreds of 
questions pertinent to the 
season before they are even 


asked. 


A positive convenience to 
those who prefer to make 
their gift selections a little 
in advance. Sent on re- 
quest. 


Smith Patterson &. 


DIAMOND MERCHANTS 


52 Summer St., Boston, Mass. 
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pai emores 
Shoe Polishes 


are so compounded that 
satisfaction follows use 


WHITTEMORE’S THE OLDEST AND LARGEST M’F’RS. OF SHOE POLISHES IN THE WORLD 


. ‘Elite Black 
Eg” ror Combination’’ 


The ONLY polish endorsed 
by the manufacturers of 
Box Calf leathers. 


Contains oil and positively 
oourishes and preserves 
leather and makes it wear 
longer. Blacks and polishes 








“Baby Elite’? Combination 
10c size, per gross... .$9.00 





VELVET OIL 
FRICTION 
POLISH 


Gives a jet black polish with 


PRESE RVE #4 either brush or cloth. 


WEAR LONGER 
wilt pee 








ASK YOUR JOBBER FOR WHITTEMORE’S 


[EOILPASIEE) 








“DANDY” 


Russet Combination 

For cleaning and pol- 
ishing all kinds of russet, 
tan or yellow colored 
boots and shoes. 


Large Size 


“STAR RUSSET” 
COMBINATION 
10c Size 
Per Gross......... $9.00 




















The only black dressing 
Ladies’ and Children’s shoes| 
that positively contains OIL.|} 
Softens and preserves. 
parts a beautiful lustre. 


Largest Quantity 
Finest Quality 


Its use saves time, labor and} 
brushes, as it Shines With- 
out Brushing. Always ready 
to use. Also for gent's 
kangaroo, etc. 





**FRENCH 
GLOSS” 


For Ladies’ and Children’s §& 
Shoes 
Restores the color and lustre 
to all faded or worn black 
shoes; softens and preserves 
the leather. Apply with sponge 
attached to cork. 
Always Ready for Use 
Shines Without Brushing 


BP GR as. 5 oo Knevdecoes $9.00 | 





SHOE POLISH IF YOU WANT THE BEST 
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Stock No. 3080—814-inch Mat Kid, Stock No. 918A—“Novelty Special’’ Stock No. 3190—‘Duler’” Smoke = 
tm. Turn, White Inlay, Vampand Top, 84-inch Tan Calf, Welt, Combination Gray Buck, 9-inch Im. Turn, Covered ® 
16-8 L. L. Heel, Aluminum Heel Lace and Puttee Strap, Welt, Alumi- Heel, Aluminum Heel Plate. A, B, = 
Peete. BD, Cah By. waives cedes $3.35 num Heel Plate. A, B, C and D $6.50 GEM EEC Kbiss0s 5-b0aie Sic 600.00 fe = 
Stock No. 919A—Same, “Cocoa Stock No. 3192—Same, “Canary” = 

Brown” Calf. A, B, C and D. .$6.50 oS ee er | eee $5.50 = 

Stock No. 921A—Same, White Buck, Stock No. 3193—Same, ‘Mole 74 

Covered Heel, Aluminum Heel Plate. gt RR Ee $5.50 K 

eS fy” > arr re $7.50 = 

Stock No. 922A—Same, All Dull Kid. = 

KD, © GE We iecitccces cscs $5.50 = 


NOVELTY SHOE COMPANY 


LEES BUILDING ? CHICAGO, U.S.A. 
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VALUES 
DELIVERIES 
PROFITS--They are all for the 


retailers of 
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“KONQUEROR” SHOES 


FOR MEN 








Model 
No. 737 


This and 
Shoes Listed 
Below are 
In Stock 

















Following stock numbers are ready for orders and will be continued through the rest of the 
our catalogue. Send for copy if you have none. 


Stock No. 737—Gun Metal Bal, Boye Last. 


ice $4.25 
Stock No. 750—Dark Brown Cordovan Calf 
pg ER Ia Price $4.25 


Stock No. 740—Gun Metal Bal, Park <t: 
ice $3. 
Stock No. 741—Colored Calf Bal, Park Last. 


Price $4.25 
Stock No. 743—Gun Metal Bal, Black Neo- 
lin Sole, Park Last............. Price $3.75 
Stock No. 744—Colored Calf Bal, Tan Neo- 
lin Sole, Park Last Price 
Stock No. 732—Kid Bal, bamepex Teacen, 
Watch-Your-Step Last ice $4. 
Stock No. 733— Gun Metal Bal, Unlocked 
Process, Nature Last........... Price $4.25 


Stock No. 555—Colored Calf Bal, Bx 


it 
Stock No. 556—Gun Metal Bal, » ross at 
Stock No. 726—Glazed Kangaroo Bal, Lon- 


Geom Counb. Lasts . <0 0ccsccccccs Price $3.90 
Stock No. 729—Gun Metal Blucher, West 
SE EO. 5 3-¢ne peed ses bisceen Price $3.50 


Stock No. 714—Glazed Kangaroo Mag 17 


BDO. . 6c snow cteeeensad rice 
Stock No. 579—Colored Calf Bal, Mee gs 


ferret reer ry ee ice $4.10 
Stock No. 580—Gun Metal Bal, ‘Westmin- 
Re rr a Price $3.50 


— No. 558—Gun Metal ae Nu eet 





For pl description refer to 


Stock No. 180—Kid Blucher, ~~. Last. 
Price $2.85 


Stock No. 176—Kid Bal, Antikorn Last. 
Price pond 


eee ee eee ee ee eee eee eee) 


eee eee eee eee eee ee ee eee) 


Stock No. 140—Colored Calf Bal, Plaza cast 


ice $3.50 
Stock No. 141—Gun Metal Bal, pe Last. 
Price $2.90 


The following numbers are more or less broken in sizes and will be discontinued as soon as sold. We cannot guarantee full shipment 


on any of these numbers. For complete description refer to our catalog. 


a No. 738—Colored Calf Bal, Royal 


BD. «1056 e008 sant eneedtiadane Price $4.00 
Stock No. 435—Kid Bal, West End Last. 
Price $3.35 
Stock No. 581—Colored Calf Blucher, Dew- 
I Rs 65 0-d 365 4,0 0-8 tae nod aed Price $3.50 
Stock No. 582—Colored Calf hetten, Dew- 
ee EE PET. ee Price $3.50 


Stock No. 583—Gun Metal Button, hey 


Last Price $3.25 
Seoak No. 584—Gun Metal Blucher, Rambo 


a © Gitan, Gs ash. >. tale hb ct atee hs ee rice $3.25 
Stock No. 565—Gun Metal Button, Dew- 
eer ee Price $3.25 


Stock No. 571—Gun Metal Blucher, Dew- 


ern Price $3. 
Stock No. 122—Colored Calf = 4 ny Tex- 
tan Sole, Bronx Last........... ice $2.85 


Stock No. 123—Gun Metal Bal, White Ly 
tan Sole, Bronx Last........... 

Stock No. 124—Gun Metal Biucher, Since 
Textan Sole, Nugget Last....... 75 
Stock No. 125—Box Caif Biucher, ‘Repeat 


PTE FOE ee eer Price $2.85 
} omer 8 No. 126—Gun Metal Blucher, Dew- 
Ce Pr rrey eer Price $2.60 


Stock No. 127—Gun Metal Button, Dew- 
YB rer ery eee Price $2.60 


Send for copy if you have none. 


Stock No. 114—Kid Blucher, Smile aa “s 
Stock No. 108—Colored Calf Blucher, Alert 
Las Price $2.85 


se eee eee rere ee eeeesesesese 
se ee were sere ses eresesesees 


ce eee eee sere rere sesssesese 


— No. 112—Gun Metal Button, Alert 


Re ee re Price $2.60 
Stock No. 113—Colored Calf Button, Alert 
RS Ree ee Price $2.85 


N. B. Don’t forget to order Unlocked shoes, Stock No. 732 and 733 


Brockton, 


The Preston B. Keith Shoe Co. 


MANUFACTURERS 
CAMPELLO STATION, 


Mass. 


BOSTON OFFICE, 207 ESSEX STREET 
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HIGHLIGHTS ON TODAY’S CONDITIONS 
(Concluded from page 99) 


Must Turn to Use of Cloth 


C. A. Risley, at the Columbus, Ohio, office of the Selby 
Shoe Co., manufacturers of ladies’ shoes, Portsmouth, Ohio, 
states his opinion as follows: 

“Believing that co-operation is the very soul of business— 
a more vital thing than the ‘life of Competition,’ I also believe 
the national shoe journal is the logical medium of co-operation 
and its use will lead to that greater close communion which we 
all look for and must work for that our guild get and give the 
greatest service. 

“From this office we are in touch with and cover Central 
and Northern Ohio, a part of Northwest Pennsylvania and New 
York State west of the Hudson river. It may be said that in a 
general way the stores in the above territory are in good condi- 
tion. But there are two conditions which divide stores into 
two classes—those in the large cities and those in the smaller 
towns. 

“In the city-store group the operators of such have found 
little trouble in getting the people to buy ‘style footwear’ and 
at very good prices—though I do not think that any large opera- 
tors have been getting too long a margin of net profit considering 
the risk undergone in handling the goods sold. The town-store 
group of merchants have done very well so far in providing 
their trade with style goods—some, possibly 12 to 18 per cent 
of the group have had attacks of heart failure and not tackled 
the ordeal in the ‘be a leader’—way in their towns: for this 
they have paid the price by buying too late the style that was 
best two months previous to their showing of the same. The 
varied demand, however, seems to keep stocks in pretty good 
shape in the small places. 

“Styles having seemed to run in the way of all-leather shoes 
has, with the extreme conditions in the market, caused prices to 
soar beyond precedent and, seemingly, beyond reason. The 
market condition and the style demand are the real reasons 
for the price-conditions: two groups of interested people in this 
country can help to make conditions better, no other group or 
groups can do it better than they can. The consumer simply 
will have to learn to love patent leathers and cloth tops with 
that old love; the merchant will of necessity urge himself into 
a state of mind not adverse to showing and suggesting with 
confidence in his talk, that patents are stylish, are sensible 
and, finally, are necessary to the women’s purchase in footwear. 

City-group stores will find this easier to do than the town- 
group stores; Paris now shows patents with black and colored 
cloth tops, Eastern cities in our own country find a fairly good 
demand for patents with dull, and cloth tops. Town-group 
merchants have some patents on hand, so have the city men; 
each merchant in this country selling a dozen of patent leather 
shoes a week would help the situation. 

‘*Merchants in our territory have bought their usual amount 
of pairs of shoes; the advanced price of shoes has made the 
total greater in dollars and cents. More high boots have been 
bought than low cuts—a very heavy ‘At once’ business has been 
given us. For Spring I feel that merchants have left a place 
for about 15 per cent additional purchasing. Manufacturers 
have not accepted many orders for shipment beyond April 
15th; shoes for use in April, May and June will have to be pur- 
chased—aside from the white cloth ones, which have been sold 
in very big quantities. 

“‘The use of more cloth in shoes is our heritage from the great 
war: the more all really believe this, the better we shall all serve 
one another.” 

Advantage of the Man With Capital 

Arthur K. Spaulding, a traveler in the New England territory, 
says: 

“There was never a time in the history of the shoe business 
that will try and test the retail dealers like this one. It will 
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show their ability as good or poor business men and I am fearful 
of some of the results. 

“Some men are making a lot of money—others are getting in 
the hole. 

“It is making the rich richer, and I am thinking that many a 
good and reliable fellow will not have much left in a year or two. 
People are flocking toward the big stores in the cities, and big 
towns and the man with a $2500 to $4000 stock has a tremendous 
task on his hands. 

“T find it almost impossible to show some of these men where 
they are making mistakes. I could write or talk for some 
length on this subject but I am sure you already know much of 
the ins and outs of it.” 


An Unprecedented Prosperity 


J. E. O’Brien, now on his territory and writing from Trenton, 
N. J. tells us: 

“Speaking for the South, and from personal experience from 
Washington, D. C., to San Antonio, as a whole I never saw 











Black and 
White 


Stripes in kid 
stitched 
for the upper— 
heel to match. 
Designed by Ar- 
nold, Constable & 
Co., New York. 


cleverly 


business in retail stores apparently so prosperous in fifteen years. 
Remember however, that the emphasis in every shoe store was 
on the women’s side; the men’s side you could only term good. 
“Texas is especially good and the Delta of Mississippi and other 
cotton sections with good crops. In certain spots, business 
is exceedingly dull. At Aberdeen, Miss. where the normal crop 
is 30,000 bales, this season it is only 3000—you know the rest.” 


American Hide & Fur Co. Organized 


The American Hide & Fur Company, has been incorporated 
under the laws of Minnesota to carry on a wholesale and retail 
business, buying, selling and trading in all kinds of furs, hides and 
pelts. The incorporators are all Minneapolis people who are 
also the first board of directors. They are: President, John C. 
Adams; vice-president, E. Mitchener; secretary-treasurer, Grace 
S. Adams. Authorized capital stock is $100,000. 
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Women’s and Children’s Fine McKays 
PRIDE IN MANUFACTURE 


\ N 7HEN you visit our factory in Cleveland, as 






we hope you will, you won’t hear that per- 
petual talk of volume, volume, VOLUME. 
That isn’t our idea at all—members of the firm have 
spent so many years as working shoemakers that their 
pride in manufacture has become an integral part 
of the whole organization. 








A shoe well made and possessing that snap 
which all merchants must consider in these 
days of foot-fashion—that is where our ener- 
gies are concentrated. 


Cleveland Shoe 


Louis Heel, 8-inch Boot. In Stock— 
RAE ES chadesecescual $3.25 


Prices subject to change without notice Established, 1904 


CLEVELAND, OHIO 


Shall we have a salesman call? 
















0) Se ec ei x 
Made up in two weeks. Prices sub- 
ject to change without; notice 


May we send a few samples? 






















6644916-A . 
All Glazed Kid, Three-Quarter Fox, Manufacturing Co. atl Circular Kid 
New Narrow Toe, Single Sole, Leather Bo. 58 Lest, Women arter, 8 i oh 
(Formerly The Schultz-Ruck-Delfs Shoe Co.) pone. Whole Mat Quarter, pinch 
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Friendly Warning, No. 2 


en ere 


In our last bulletin to the trade 
regarding an inevitable advance 
in Stork Baby Shoe prices we as- 
sured them that investigation of 
market conditions would confirm 
all we predicted. 

A flood of substantial orders was 
shortly the result. 


We hope you have proper- 
ly covered yourself on 
Baby Shoes for the coming 





brK sun zne” Lhe Stork Company 


72 Broad Street, Boston, Mass. 


months, but if not, we would re- 
spectfully urge that further post- 
ponement will surely result in your 
embarrassment. 


Advances in materials which have 
occurred since our last bulletin 
was issued will positively necessi- 
tate an average price of $5.50 per 
dozen within the next month. 


Don’t delay don’t “shop,” but 
confer with us immediately 








Our Stock Dept. 
Promptly Supplies 
Your ‘* Sizes” 


TUNURROODREDDDODDGDOQEROOROOUOGOGOUOUCORODOORORORORORUCOCCREODOOCROCODRCRROOCCOOOOROOUGCURORUOOROGUOROGOUDDORRORQNN8 
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DR. A. REED. Patented 1901 2-4 
THIS IS NOT THE 


DR. A. REED CUSHION SHOE, 
PREVIOUSLY PATENTED, 
BUT HIS LATEST INVENTION 
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IMPROVED 
CUSHION SOLE 


Shoes for Women 


Dr. A. Reed, 


Patentee 


This is not the original 
Dr. A. Reed Cushion Shoe 
previously patented but 








His Latest Invention. 





Stock 2001 


Women’s Kid Polish, Plain Toe 
7-inch Kid Top, 65 Last 


ONCE YOUR CUSTOMER WEARS A PAIR 


CARRIED 
IN 
STOCK 
Widths B-EE 


Stock W282 


SHE IS YOURS FOR GOOD 


Write for further 
information on 
this line 


Women’s Kid, Kid Tip, 7-inch 
Kid Top, 16 Last 


MADE BY 


428-430 Albany Building, Boston, Mass. 





Stock 2004 


Women’s Kid Polish, Plain Toe 
7-inch Kid Top, 73 Last 


A. H. BERRY SHOE CO., Portland, Me. 
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The Styles For Quick Returns 


Your investment in these shoes 
will promptly produce handsome 
profits. All, ready for delivery 
January Ist. 


We advise prompt placing of orders, as some 
of these styles will be ready to ship before 
January Ist, and we want customers to 
benefit thereby. Lot 1488 ready to ship now. 
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Lot No. 1493—Dark Brown Calf Vamp. 3-4 
foxed. Upper Champagne Kid. Fancy perfora- 
tions. Louis heel, covered. Aluminum heel plate. 


Lot No. 1496—Kid forepart, whole quarter of 
buck. Perforated, imitation wing tip. 





Se 
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Send down to Kansas City for your novelty styles of 
women’s shoes. Address your orders to us. We can save 
you time and money and put shoes on your shelves that 
will be great business producers. Seven handsome styles 
described and priced below. Four of these models are 
illustrated. Let’s make things hum during 1917 by work- 
ing close together. Start now. 











Note Sizes, Widths, Prices 


1424—AA, 4 to 7; A, 4 to 7, B, 2% to 
2% to7; D, 2% to7...... $6.00 


~ 
- 


to 8; C, 2 Oo Bh ea: ins 
1a; C. 2i6 wh : i toss PEs 
to 8; C, to 8; D, to7...$5. 

Lot No. 1424—Cha ne wing tip, lace and back 96—. ° ° Lot No. 1490—Gun Metal Vamp. Buck top. Imi- 
stays. ‘Chocolate kid inlay quarter and forepart. = 8; Cai ens. Drs i 5 B26 tation perforated wing tip. Leather Louis heel. 





McElwain-Barton Shoe Company 


306-8-10 West Eighth Street 
Kansas City, Mo. 
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BOSTON DEPARTMENT 
(Concluded from page 95) 

Essex Street, Boston. Mr. Brooks was born in Brookline, the 
son of the late Deacon George Brooks, who founded the shoe 
firm many years ago. It was the elder Brooks who introduced 
the manufacture of French calf leather into the United States. 
Gardner C. Brooks was twice married. His first wife was Miss 
Jeanette Seaverens of Brookline, who died in 1907. In 1910 he 
married Miss Nellie Hedlund, daughter of Charles Hedlund of 
Brookline. He is survived by his widow and two children. 

At the funeral, Nov. 28th the New England Shoe and Leather 
Association was officially represented at the services by a special 
committee consisting of Frank W. Whitcher and Stephen R. 
Nichols of F. W. Whitcher Co., and George G. Allen, of Rous- 
maniere, Williams & Co. The flag of the Association was flown 
at half-staff on the day of the funeral. 


Factory Notes 


The employes of Millar & Wolfer, shoe manufacturers, Chelsea, 
have received a 10 per cent increase in wages. The increase was 
made upon the firm’s own volition, and is the result of the in- 
creased cost of living. 

The A. E. Little Co., shoe manufacturers, who for some time 
have been occupying the brick factory on Pearson’s wharf, 
Newburyport, under lease from the Newburyport Building As- 
sociation, has purchased the property. 

The Diamond shoe factory, Marlboro, of S. H. Howe Shoe 
Co., owned by Henry G. Lapham and Henry G. Powning, 
Brookline and Webster, has been sold to Sears-Roebuck Co., 
Chicago, The Sears-Roebuck Co. will manufacture a fine line 
of men’s and women’s shoes tht will retail to a high-class trade. 
The deal involved $100,000 to $150,000. 

Workmen have commenced shoemaking at the Wall Street 
factory of the Allen-Squire Co., in Webster. The factory has re- 
cently been repaired. 

Work has commenced on the construction of the William 
Bickford moccasin factory in Auburn, Maine, which, when com- 
pleted will consist of two stories and basement, 50 x 33 feet. The 
building will be of wood. 

The Lee Bros. Shoe Co., Athol, Mass., is doing the biggest 
business ever in nearly 60 years. 

The firm is putting out 7000 pairs of shoes per day, employs 
between 700 and 800 hands and makes women’s and children’s 
shoes, exclusively. 

The company has orders which will last up until the first of 
May. 

The factory is well filled up with stock, with the exception of 
shoe findings. It is expected there will be a big run on white 
canvas shoes and ankle ties. 

If it was not for the lack of help, this factory would be running 
on still larger scale. , 

Taking the initiative in this state in establishing the eight-hour 
day in shoe factories, the R. H. Long Co. of Framingham has 
notified its employes of the change which is to go into effect 
Dec. 1. Pay willbe the same as for nine hours. 

Business of the Thomas G. Plant Co., the largest exclusive 
manufacturer of women’s shoes in the world, continues to increase 
steadily, having broken all records for several months. 

The Jamaica Plain plants are at present turning out 16,000 
pairs of shoes a day. By the middle of December it is expected 
to get output up to 18,000 pair daily. This will result in an 
increase in employees from 5100 to 5500. 


Howes Bros. Insure Employees 


During the month of October, Howes Bros. Company of 
Boston, subscribed for individual life policies in the sum of $500 
each on the lives of all their employees who have been with 
them for a period of two years or more. These policies are 
issued by the City Savings Bank of Pittsfield, Mass., one of the 
four savings banks authorized to issue life insurance under the 
Massachusetts SJavings Bank Insurance law of 1907. Each 
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policy is a life policy, and the premiums are to be paid by the 
employer while the insured continues in the employ of Howes 
Bros. Co. 
The following is an extract from the letter delivered to each 
employee for whom insurance is taken out: 
“It has been our desire, to procure for our employes 
the best life insurance obtainable, and in securing the 
contracts through the Massachusetts Savings Bank 
Insurance system we believe that this desire has been 
fulfilled. It is our intention that all pre- 
miums on this policy shall be paid by us so long as you 
remain in our employ.” 
It is not intended that this insurance shall be a substitute for 
other insurance, but is rather a guaranty to the family that it 
shall not be left uncared for. 


A Reinforced Boy’s Shoe 


Marston & Tapley Company of Danvers, Mass. have insti- 
tuted several new features in their line of boys’ shoes. One of 
these is the placing in stock of five shoes that carry the Neolin Sole. 





Boy’s Shoe with Neolin sole. Made 
by Marston & Tapley, Danvers, Mass. 


Instead, however, of simply putting Neolin Soles on, they have 
placed also a full middle sole of leather, designed to supplement 
the wearing qualities. This method makes the shoes especially 
adapted to stand rough use. 


WESTERN NOTES 


Entering the Staple Class 


That the wonderful developments in leather making and the 
possibilities of color are appreciated by shoe merchants and 
their trade is evidenced by the strength of the market and the 
enormous demand for the products of the newer processes. 
Novelty products in kid and buck may be credited primarily to 
the East, but a notable development in calf leather production 
has been made in Milwaukee by Albert Trostel & Sons Co., 
whose Trostan Calf Color 33, the “lost royal purple” is becoming 
more and more a staple color. Beauty and merit are the char- 
acteristics that are expected to make it as staple as blue serge 
in apparel, and assure a popularity above the mercy of the whims 
of fashion. 

St. Paul Sports Carnival 


St. Paul, Minn., will have its annual Winter Sports Carnival 
during the first week of February next. Every industry in the 
city will be represented by marching clubs. Employes of the 
O’Donnell Shoe Company, the Foot-Schulze, and Gotzian fac- 
tories are to be represented by clubs of several hundred members 
each. Attractive warm garments, with long sweater coats and 
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The CORRECT Specialty at the 
Correct TIME 


7032—All Coco Calf, Welt, Whole 
Quarter, New Vamp Pattern, Cov- 


a | ee eer $5.85 
7030—Same as above in Gray Kid. 

$5.85 
7031—Same as 7032, but Gray 
FOO, WOES hac sciéscdasanes 5.50 
7502—Same as 7031, but 3-4 Foxed, 
i PCP rr $4.50 





952—Black Glazed Cabaretta Mc- 
Kay, Whole Sane, ee! 
Plain Toe. Cand D......... $2.5 


BOOT AND SHOE RECORDER 


This has been the policy 
which in a short period has 
created a large business. 


We have the shoes you 
want when you want them. 





8005—Woman’s Patent Lea. Spat 
Pump, Full Louis Celluloid Heel, 
Long Vamp, Turn. A to D...$3.00 


3629—Same in General asst. 


SS re re POE oe $2.85 
362914—Same as 3629, but with Zz 
Louis Heel. BtoD.......... $2. 


3585—Patent Lea., as above, no 
Aluminum Heel Plate........ $2.35 


Silver or Gold Cloth Evening Slipper, 
Full Louis Heel. A to D..... $3.85 


SPECIALTIES 


Here are shown some ex- 
amples of present need 
women’s shoes for which 
you are very likely having 
a call every day. 


Send us your orders now, 
we will ship the day re- 
ceived, or we will send 
sample pairs on request. 
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5000—AIl Tan Calf, Imt. Win Be 
Perforated, Welt, Low Heel, - 
yn BeeGs. 8-00 ©. 2.202005 $5. 25 


7037—Same Model, with New Per- 
foration, Straight Imt. Tip, Welt. B 
to D. $4.85 


7039—Same *. 7037, but McKay 
25 


eo eee $4. 
3343—Gun Metal, Low Heel, Imt. 
Tip, Welt. B to eye $3.50 





170044—Havana Brown Lace Boot 
Brogue Foxed, Plain Toe, McKay. 
ot RE Ae errr $3.00 
1556—Black Glazed Vamp, White 
Top, same as 1700%. Cand D. $2.85 
1558—Patent Leather Vamp, White 
Top, same as 1556........... $2.85 


Duane Soe 





143 DUANE STREET - - - 





NEW YORK, N. Y. 
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long stockings of the same material will be worn by both men and 
women members, with the addition of moccasins for the feet. 
Last year there was such a demand for moccasins that local deal- 
ers were unable to supply the demand and were sold out long 
before the carnival started, It is said some such situation threat- 
ens this Winter. The uniforms are varied. Those of the shoe 
clubs are of gray wool, with white stripes and black and red dots. 
The carnival is expected to be largely attended and clubs are 
being organized in different cities of the state who will come to 
St. Paul during Carnival Week. 


Mannheimer Brothers department store, St. Paul, Minn., has 
completed the organization of a uniformed marching club which 
will participate in the Winter Sports Carnival. Bob Kernaghan, 
assistant manager in the shoe department has been elected drum 
major of the Mannheimer Marching Club. The club will com- 
prise over 300 employes, both male and female, of the store. 


P. & V. Acquires Zohrlaut Plant 


The Herman Zohrlaut Leather Company’s plant,. Milwaukee, 
recently purchased by Atty. Francis Boodgood in a bankruptcy 
sale, has been deeded to the Pfister & Vogel Leather Co., which 
will build additions and operate the plant in the near future. 


To Make Burlap Overshoes 


A factory was opened in the Shukert Building, Kansas City, 

’ Mo., this week by the Layborn-Parke Overshoe Co., which is 

manufacturing burlap overshoes for men who drive or ride. The 

shoe is an invention of John C. Snoddy, Kansas City architect 

and builder. It is expected to be used by chauffeurs, truck drivers 

and horsemen, while a special overshoe is planned for street car 
motormen. 

Installs Heel Cutting Department 


The Atchison Leather Products Co., Atchison, Kans., has 
purchased machinery for a heel cutting department to be added 
to the company. The new department will employ from 15 to 25 
more people. 

Opens Chicago Office 


The Rapid Button Machine Co., of New York, opened a 
Chicago office and sales room Nov. 15. 


The Industrial Commission of Wisconsin has the power to 
regulate the hours and conditions of labor of women, according 
to the modified ruling of the Supreme Court in the case of the 
Lang-Canning Co., against the state. 


New Retail Store Opened 


The LaBelle Shoe Company, is a new store in Minneapolis, 
which opened its doors, on Saturday, Nov. 18. The new store is 
located at 235 Hennipen Avenue, in the Nicollet Hotel Block. 
A new store front has been built and the store otherwise re- 
modeled. 

Iowa Shoemaking in Strong Demand 


“Business has been coming in even better than we anticipated,” 
says President J. C. Johnson of the Johnson-Baird Shoe Co. of 
Fort Dodge, Iowa. “We are now cutting about four hundred 
pairs of shoes a day and could be cutting a great many more, 
but have called in some of our samples as we did not want to get 
orders faster than we could build up our organization, and pre- 
ferred to run conservatively until we could get our organization 
in shape to make more shoes.” 


“We are in the same position as a great many of the other 
shoe manufacturers in that we are having quite a good deal of. 
trouble in getting the necessary material. We are not having 
any trouble in getting the orders. 

“We have put in an exceptionally fine line of McKay, turn and 
welt novelties, and eighteen of our salesmen started outYon 
August 28th.” 

The Johnson-Baird Shoe Co. was organized on May 9th, 
1916, with an authorized capital stock of $170,000 fully paid, 
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$85,000 of which is preferred and $85,000 is common. This 
company is organized under the laws of the State of Iowa and 
took over the property and equipment of the old Green-Wheeler 
Shoe Co. and will continue to manufacture the comfort line of 
shoes formerly made by the old concern under the name of 
Clara Barton. Rigor Kid and Jenny Lind. 

The officers of this new company are J. C. Johnson, Pres., 
L. L. Baird, Vice-Pres., M. A. Johnson, Treas., Seth Thomas, 
Sec., C. D. Case, Director, J. R. Mulroney, Director. 


Late Rochester Notes 


A Happy Event 


Howard M. Cook, credit manager for Utz & Dunn Co., has 
been an especially happy man since Monday, November 27th, 
due to the arrival of a 10 lb. girl. Mr. Cook said that in order to 
wear U. & D. shoes through life it had to be a girl as they do not 
make men’s shoes. 


New Cleaners on Market 


The Ka Du Products Co. to manufacture cleaning and pol- 
ishing solutions and powders for shoes, has been formed by F. A. 
Kaufman and Jos. C. Durbin, now connected with Joy, Clark & 
Nier, Inc. Mr. Kaufman is president and Mr. Durbin is treasurer 
of the company. 

At present time they are manufacturing three articles each to 
retail at 25c. Ka Du Powder for cleaning buck or suede shoes is 
put up in four colors, a light and dark shade for gray buck and a 
light and dark shade for brown buck, Ka Du Glaze a transparent 
dressing to polish colored kid shoes and Ka Du Cleaner for white 
and colored kid shoes. The cleaners have been in use in several 
Rochester factories for some months and for the past two or 
three months have been sold to the retail trade. 


Retail Store Opening 


The opening of the new Shields & Low, Inc., store at 9 East 
Avenue, was held Tuesday, November 28th and from early 
morning till closing time the many friends of Mr. Low and Mr. 
Shields crowded Rochester’s newest shoe store. 


The appointments are most attractive, gray and black the 
color scheme, is tastefully worked out in the furniture, carpets, 
box and labels and stationery. 

The firm received a great many floral pieces from manufac- 
turers among them being E. P. Reed & Co., and the Pingree Shoe 
Co. That the spirit of friendly competition is developed to a 
marked degree in this city. was evident by the many handsome 
floral pieces presented by some of Rochester’s foremost retail 
shoe merchants. Gould, Lee & Webster, The Manson Co., and 
Louis Fuller accompanied their “‘best wishes for success” with 
floral greetings. 

The company is composed of H. S. Shields, president; C. E. 
Shields, son of H. S. Shields, secretary and treasurer; and Fred 
S. Low, formerly with The Manson Co., vice-president. A full 
line of shoes for both mén and women will be handled ranging 
in price from $5 to $25. Hosiery of the better grades will also be 
handled. 

Every practical and modern improvement has been included. 
The shelving is broken about every twenty-five feet by small dis- 
play cabinets illuminated with concealed lights. 


Ten Per Cent Raise Granted 


The Sely Shoe Co., on November 23rd posted notices in its 
plant notifying its employes of a general raise in wages of ten 
per cent in every department. The notice further stated that 
the advance would continue in effect so long as the present high 
cost of living and other existing conditions lasted. 
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The Famous 


“Wea Laxzerx- 


Shoe /or MEM 









UNION MADE 














HOES built right year after year 
usually bring home the bacon. 


A uniformity in quality, like this, 
| makes for uniformity in satisfaction, 
: and it’s seldom that a retailer selling 
| Weber Bros.’ Shoes has to stand a 
“come back.”’ 


“They're good shoes, you can’t get 
away from it,” is what you hear up 
and down the line. 


Men’s Goodyear Welts - - $2.25 to $3.50 


WEBER BROS. SHOE CO. 
| | NORTH ADAMS 





MASS. 
BOSTON OFFICE NEW YORK OFFICE KANSAS CITY MISSOURI, OFFICE 
436 Marbridge Building, 1328 Broadway 429 Ridge Building 


i 183 Essex Street, Room No. 305 
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ACT NOW-—-THESE NUMBERS 


ARE IN GREATEST DEMAND AND THE PRICES TALK FOR THEMSELVES 
THESE VALUES CANNOT BE DUPLICATED WITHIN 50% AT THE PRESENT MARKET 
AND THEY ARE 
IN STOCK 


FOR AT ONCE SHIPMENT 


1021—Havana Brown Kid, Scalloped Vamp, £ 4 
Louis Heel. B to zen 22! p inch Brown Nubuck Top, Welt, Leather Lo 
1043 Diack Real “viel, . Heel. B, C, 
2! 1-2 = Top, Welt, Leather Louis ~. 


n Lots $3. 
id, 
1645—“Black Re Welt om a Gray iy Kid, 4 Bor Cabretta, 8-inch Lace, Welt, Leather om 


‘Net_$3.85 
1065—Black Real Vici Vam "Bing apie se Gre, Ria Top, es Oe 8-inch Button, Welt, Leather ry 
8 1-2 inch —_ io MeKay.' ingle ~_! seis —_ Ca ys Mat Top, “7122 ‘tnch, 
Leather Louis Heel.’ C to E. . 


Leather Louis Hi 
le McKay, Lea’ ee 
£5238 2—Gun Metals Mat Top, Button, 7 1-2 inch 
e McKay, Leather is Heel. CtoE $2.25 


agree 
eb 
s 





oe ee a Nubuck, 81-2 inch Welt, 
Leather Louis Heel. Cc, 75 
615—All ¢ Genuine e Black Vici, 8 1-2 Weit, ‘eather 
Louis Hi B to $4. 








Tebes 











a ther, 
exible McKay. Leather Lo’ 
007—Mahogany Tan, 8-inch Polish, Welt. é to 


re ay wo os 


wey Satin, Seamless Pump, Half ioe 


Turn Pump, 4 
Wood Celluloid Heel, y\~-- rey 


Prices Subject to Change 610—All Genuine Viel Button,{8 1-2 Welt, Leather 
° . Louis Hee 3.25 
Without Notice 


Lea 
422—Patent Ly a. oon Boot, Imitation Tip, ° es Gun Metal Mat Top, Lace, 8 1-2 inch 
Metal. aad 8 2.6 ther Louie Heel. Bt Button, 8 1-2 
A 7 a op, * in 
425—Gun MetaltLace. 0, D, ae New Accounts Please Furnish fiether Louls Heel. B to 
427—All Vici Lace. GC, D; E:.. 85 Ref. <59-—-Penent Colt, Mat Z 
430—All Vici Button. D 85 eferences elt, Leather Louis Hee! 


Micropolitan Shoe Co. 


NEW YORK’S LEADING SPECIALTY HOUSE IN WOMEN’S SHOES 
78 READE STREET 
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CREDIT 
DEPT. 


tet Jo A 


Tclaim youough? Io Be sure 
J the gualitt in é Aic Ide 207 fp 





“T claim that you should be sure of the quality in the hidden places.” 

Pretty tough when you get it put up to you like this—but there are certain facts concerning your 
shoes that you can’t evade nowadays. 

For instance—High prices foster temptation—the first place a quality sacrifice is made is where it 
can’t be seen. 

A shoe counter is out of sight—it’s easy to substitute inferior quality, save a little, and keep the price 
down. 


But what’s the result? 
You’ve got a picture of it above. 
Remember this—If it’s a “ Horn Fibre” Counter you are sure of your counter quality—for now, as ever, 


every pair is guaranteed to outwear the shoe. 
Better be sure of the hidden places. 


MOUSAM COUNTER COMPANY 


121 Beach Street, Boston, Mass. 


AGENCIES : 
WILKINSON & REGER FAIRE BROS. CO., Ltd. JOHN C. RUPP CO. 
Philadelphia, Pa. Leicester, England Cincinnati, Ohio 


ULLATHORNE, HARTRIDGE & CO., Ltd. WILLIAM LINKLATER 
Melbourne, for Australasia Montreal, Canada 





A ATER TE IS IN IP ANE POWER REO HRT AE ARS MRR RRIEI CEE a 
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“THE SUPER - SOLE : 





Appeals to the 


Well Dressed 
Man | 


Ist Because of its elasticity 
that kills the jar of the 
asphalt. 

2nd Because of its utility— 
it outwears leather and 
keeps the feet dry. 








q@ LEATHEREX, one of the first composition soles placed on 
the market, has a record of actual achievement behind it. 


q Itis first, a quality sole—when market and competitive condi- 
tions make it easy to lower quality to meet a price—Leatherex 
has adhered strictly to its original high standard of quality. 
Shoe manufacturers have staked their reputation on it and 
have not lost. 


@ It is second, a utility sole—it has wear, the kind that backs 
sole leather off the map; close stitching does not break it; it 
bends but never cracks; it is waterproof. 


LEATHEREX IS A SOLE THAT HAS MADE ITSELF 
WRITE US—TODAY 


TYER RUBBER CO. 
ANDOVER, MASS. 
Sole Selling Agents THE BROWNRIDGE CO., 170 Summer St., Boston, Mass. 
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No. 3311 


3311—Little Men’s Gun Metal Diamond 
Foxed Blucher, Mat Top, NEO- 
LIN Fibre Sole, Full Sole Leather 
ma Sole, Harvard Toe. 8 *, 


3310—Boys’ Gun Metal Blucher, Mat Top, 
NEOLIN Fibre Sole, Full Sole 
Leather Middle Sole, Brown Toe, 
B WD Gece ccccccccesscoctasoesssss "$2. 25 


TRADE-MARK AEG. vu. 8. HIT 
j Better than Leather 
—the trade symbol for a quality product of 


The Goodyear Tire & Rubber Co. 


Akron, Ohio, U. S. A 
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LINCOLN SHOES 










These shoes are made with 
a full middle sole in addi- 
tion to the Neolin—they 
are Goodyear stitched and 
waterproof. 











ORDER FROM THIS 
PAGE 





3309—Little Men’s Gun Metal Button, 
Mat Top, NEOLIN Fibre Sole, 
Full Sole Leather Middle Sole, 
Harvard Toe. 8 to 13% $1 


with 


NEOLIN SOLES 





5 Styles 
In-Stock 


No. 3306 
3306—Boys’ Gun Metal Bal, Mat Top, 
NEOLIN Fibre Sole, Full Sole 
Leather Middle Sole, Dartmouth 
ce ee a ere $2.25 
3308—Boys’ Gun Metal Button, Mat T. 
EOLIN Fibre Sole, Full Sole 
—- Middle Sole, Brown we 


MARSTON & TAPLEY CO., Danvers, Mass. 











-OVERGAITERS | 
The Season’s Fad 





SPECIAL OFFERINGS 


Fine Broadcloth—8 Button, Flat Tailor But- 
tons. White, Fawn, Dark Gray and Havana 
Brown at $15.00 per doz. pairs. 


Fine Feli—10 Button, 9-inch Gaiter. White, 
Chamois, Light Gray and Dark Gray, at 
$15.00 per dozen pairs. 


Cannot be duplicated elsewhere in value and 
price. Order now. We have them today— 
tomorrow perhaps not. 





Laing, Harrar & Chamberlin 


43 N. Third St. - PHILADELPHIA 








TOURRODRORRGREGRCIEGRE CREREERROSRORRRDORORROERRRSCEEES TiTititivess: 


Trade-marks in Foreign 


Countries 


Do you Realize the Importance of Protecting 
your Foreign Trade in Cuba, Mexico, the South 


American Countries and also in Europe, Asia 
and Africa? 


Certain Foreign Countries award exclusive 
trade-mark rights in a trade name or mark to 
the first applicant, irrespective of prior use 
by another. This allows the piracy of valu- 
able trade-marks in such countries. 


The Shoe Manufacturer maintains a Pat- 
ent and Trade-mark Department fully 
equipped to promptly handle your applications 
for Registration of Trade-marks in all For- 
eign Countries, as well as in the United States. 


Address all Inquiries to Boot and Shoe Recorder 
Patent and Trade-mark Department, 179 South 
St., Boston, Mass. 





PUSUUGHOQUOQUGOUGGCQUGREGUUOQUGHUGHOQUGOGOUOUOQEOORUOROOQG00R 
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The Retail Shoe Merchant is saying this year—‘“Why can’t 
I get a good big share of the Christmas shopping 


money?’ HE CAN IF HE WILL FEATURE 
“« Constant Comfort” Shoes _ 


Especially with 
An Ideal shoes as high 
Christmas priced as they 


Gift Sez y are today 


50 Styles Are In Stock 


HERE ARE A FEW 
“IN-STOCK” STYLES 








R105—Stk. Tip Juliet, Rubber Heel....... . E, EE $1.75 
R114—Stk. Tip Oxford, Rubber Heel............EE 1.75 
R115—Stk. Tie Blucher Oxford, Rubber Hecl.....D, E 2.25 
R165—Opera One-Strap Sandal. ................ D, E 1.60 
R667—Opera One-Strap Sandal.................C, D, E 1.80 
R667—Opcra Two-Strap Sandal.................C€, D, E 1.85 
R135—Plain Toe Button, Dress Boot............C, D, E 3.00 
R159—Plain Toe Blucher, Dress Boot............C, D, E 3.00 
R133—Stk. Tip Button, Rubber Heel............D,; E, EE. 2.50 
R124—Stk. Tip Polish, Rubber Heel.............D, E, EE 2.50 
R132—Stk. Tip Button, Rubber Heel............E, EE 2.25 
R123—Stk. Tip Polish, Rubber Heel.............F, EE 2.25 
a Polish, “‘Cat’s wT. REE 265 
“EES nee ay é 
No. R124 R128—Plain Toe Seamless Polish, Rubber Heel. ..D, E, EE 2.35 No. R133 





Prices Subject to Change Without Notice 


AULT-WILLIAMSON SHOE CO. 


MANUFACTURERS 
AUBURN, MAINE 








SUPDEEDQGGHCGUEQUGROURGGCOSEURUGHEQRGCRUEGGUCRGRCQU ROR RECGRCORCGUECCRREOGRCGEEORCROGRRGRUCCURCRERGRERCOERORECODCRREQGCRCGRECRROCGRRCRRRCCGECCRRCCUREOORROGRRCGRROREERCRERS 


1864. A.F. Smith’s “Glovefitting” Footwear 1916 


A Brand of Distinction for Over Fifty Years 
BARTLETT. SOMERS COMPANY 
ee 





WELTS — TURNS — McKAYS 
THAT ARE DISTINCTIVE 





= 

> 

M 
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Catching Your Eye 


Is OUR duty 


Heeding Our Message 


is YOURS 
Our Duty is to Help You 
with HOME MANUFACTURE service 


The cost is nominal 
send your problem along 


I PILL 








= 
PATTI 





i oa 


_— 
Same eS ee me 
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Patented Jan. 12, 1915 


YULO-UNIT 
BOX TOE 


Vulco- Unit Box Toes are made in the largest factory in 
the world devoted exclusively to the manufacture of box 
toes. 


The tremendous sales of this box toe have been built 
upon merit. 


Manufacturers and Retailers alike were quick to appre- 
ciate the superiority of the Vulco-Unit Box Toe over any 
other box toe. Unaffected by perspiration or water 
they render service to the wearer that extends beyond 
the life of any other part of the shoe. 





Mr. Retailer: — Make sure your manufacturer uses VULCO-UNIT 
BOX TOES in all your shoe orders. There is only ONE Vulco- 
Unit Box Toe on the market and that is made by 


BECKWITH BOX TOE CO. 


108 LINCOLN ST., BOSTON, MASS. 
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Changes in Business ~* +¢ 


The Last Week’s Failures, Suspensions and Changes 


Failures 
Townsend (West).—W. A. Boutwell, shoes, etc., reported petitioned into bank- 


Springheld, Mass.—Phillip E. Zich, leather and findings, reported meeting of 
creditors was called for for yesterday, December 1. 

Good fey a inne Og ammond & Co., shoes, etc., reported petitioned 
into ptcy. 

Montgomery, ‘Ala —F. Satie & Son, shoes, etc., reported offering to com- 

romise at 50 per cent. 

Leadville, Col—Hayden Shoe and Clothing Co., shoes, etc., reported sold out, 
reported offering to compromise at 33 1-3 per cent. 

Albany, Ga.—Albany Bargain House (D. Liberman, Proprietor) shoes, etc., 
reported offering to compromise at 35 per cent. 

Hazlehurst, Ga.—Schwartz Tees. (Sol Schwartz) shoes, etc., reported closed by 
sheriff, reported offering to compromise at 20 per cent. 

Bowdoin Junction, Ga—wW. Adams, shoes, etc., reported petitioned into 


Pocatello, ‘ako Leo N. Lewis 7 a Bill Store) shoes, etc., reported meeting 
of creditors called for December 7. Reported has made an assignmment— 
liabilities will approximate $60, 000 aa i assets about $40,000. Reported 
petitioned into ny 

Evansville, Ind —a Sabel, shoes, etc., reported petitioned into bankruptcy. 

Drakesboro, Ky.—B. D. Parker, shoes, etc., reported petitioned into bankruptcy. 

Dundee, Ky ya, “Winer So Mercantile Co., shoes, etc., reported assigned. 

Bangor, Me.—Sam Wallace, shoes, etc., reported petitioned into bankruptcy. 

ae ane Md.—H. C. Frankforter, shoes, etc., reported offering to compro- 


ie” “ork we Py em dy Shoe Co., Inc., shoes, reported meeting of creditors 


5 & Co., Inc., reported notice is sent to creditors that the trustee 
of said bankrupt’s estate has made a first account and report showing 
$9,033.18 in his hands liable for the payment of costs of administration, 
sebts entitled to priority and dividends, and that a meeting of creditors 
will be held at Room 908 Firemen’ . Building, Broad and Market Streets, 
fade December 8, at 10 A.M. for p of examining and p 
upon said ——— and declaring and directing payment of a rst Rarre f 
Rochester, N Y.—Louis M. peoyens, coos, 20 —— petitioned into - — rede 
Devils Lake, N D.—Rodenbach & Mundt, shoes, etc., reported assig 

—" . Y.— Arthur Mendelowitz, 283 Grand Street, shoes, Lene oe ‘meet- 

of creditors called. 

Enid, kla.—J. H. jaoemeen. (Model Clothiers) shoes, etc., reported offering to 

mpromise at 50 per cent. 

Cincinnati, Ohio—The Thocdenete & Kiley Co., shoe manufacturers, reported 
in the matter of this company, bankrupt, pursuant to an order of the referee, 
the Trustee will receive open bids in writing up to 3 P.M., Monday, Decem- 
ber 4, for the assets of said company. Terms cash upon "acceptance of bid. 
For further i and for inspection of perty, interested parties 
can call at the factory, —_ Reading Road, Cincinnati, Ohio. Reported 
there will be a meeting of creditors at ry office of the Referee, 22 Carew 
Building, Cincinnati, on December 4, at 3 P.M. 

Lancaster, a —William West Co., shoes, etc., reported offering to compromise 
at 40 per cent. 

——— h, Pa.—Meyer Friedman & Co., shoes, etc., reported petitioned into 

ruptcy. Reported receiver appoin 

Fort! W Worth, Texas.—Abe M. Mehl, shoes, ete., reported petitioned into bank- 


Qualie Texas.—Paul Offricht, shoes, etc., reported petitioned into bank- 
ey, Heeine liabilities of $8, 441 and nominal assets of $16,290; exemp- 
tions, 

Barre, Vt. "—Alexander Corey & Co., (New American Clothing Co.), shoes, etc., 
reported petitioned into bankruptcy y, offering to compromise with their 
creditors at 30 per cent. Liabilities are $29,783.82; assets, ya 879, consist- 
ing of a $13,500 and accounts receivable $13,3 

Grafton, W. Va —Browning-Hamilton Co., shoes, etc., oatiea _ into 
bankruptcy. 


Changes 


er eee. Roxbury Store, Inc., shoes, etc., incorporated with capita 

o 

Haverhill, Mass. my Doucette Co., toplift manufacturers, incorporated 
with capital of $5,4 

Cambridge, | ass Honritta Bennett (ux Simon J.) shoes, etc., filed married 
woman’s cer 

eg Ala. —MePherscn Rubber Co., shoe jobbers, will open a shoe job- 

me Pome here—this in addition to one operated in Atlanta, Ga. 
Pine tpi AS {~~ & Warren, shoes, etc., dissolved partnership— 
succeeded William Eisenkramer. 
Ozark. Ark.—J. Py Boozman & Son, shoes, etc., closing out. 
Norwich, N. Y.—Norval ey fom, & our issue of November 11, under 
"heading, we reported that this business was removed to Rome. This 

was an error, as Mr. Stewart is still operating his store at Norwich, N. Y., 
as well as one at Rome, N. Y. Mr. Stewart has had his Norwich store nearly 
six yearand his Rome store one and one-half years, and he states that there 
is no cause or reason for moving his business in either place. We make this 
correction in Justics to Mr. Stewart. 

Santa Cruz, Calif.—I. Fleisig, shoes, etc., out of business. 

Baxter, Ia.—Kline Bros., ane, etc., will "be succeeded by a new company. 

Edgerton Kan. ‘s &D wyer, shoes, etc., succeeded by S. L. Dwyer. 

Sturgis, Ky -——R. E. Whitecotton, shoes, etc., removed . Tolu. 

Wilsey, Kas —Arthur ee shoes, etc., sold out to J. W. Edwards. 

Fairmont, Minn.—W. R i‘ Diment, shoes, etc., sold out. 

Gilman ay Mo.—W. T. , Samm, shoes, etc., sold out to Casteel Bros. 

— aa Bros. .» Shoes, sold out to Agler & Haki. 

Roch E. Tuttle Co., Inc., shoes, incorporated with capital of 


$20 
Pn £-—teetede Harrington, leather, removed to Meriden, Conn. 
Brooklyn, Y.—Arthur Mendelowitz, Soa s sold out. 
ni ton & Martin, shoes, discon 
New York City—John F. Burns (165 W. zBlet t Street) shoes, out of business 
The Boston Bootery Shop, 523 6th Avenue., is owned by L. Gluckman, 
formerly of Gluckman Bros., 425 6th Avenue. 
Daath ia, Pa.—Max Freed (3256 Kensington Ave. ) shoes, out of business. 
‘exas.—A. Harris Co., Inc., shoes, etc., ca ital increased to $300,000. 
| mand Texas.— Wray Dry Goods Co., shoes. ete., certificate of dissolution 
—— Wis. Dani al Shoe Co., shoes, incorporated with capital of 





Rishiond. Wis.—Edwards Kelly & Campbell, shoes, etc., succeeded by Campbell 
enard. 
Green Bay, Wis.—Brills Department Store, shoes, etc., selling out. 


Louisville Shoe Association 


Reorganizes 


The changing of the name of the Louisville Retail 
Shoe Association to the Louisville Shoe Association, 
and changing the constitution and by-laws to admit the 
allied trades, such as shoe manufacturers and jobbers, 
and the findings manufacturers and jobbers and their 
representatives, constituted the principal business 
matter brought up at the third annual meeting of the 
Louisville Retail Shoe Association on Tuesday evening. 

Officers elected were: President, Ben Middendorf, 
of the Florsheim Company; vice-president, O. H. 
Kirkpatrick, of Crutcher & Starks; treasurer, Harry G. 
Schutz, re-elected; and secretary, Roger Dougherty, 
re-elected. 

The business meeting followed the annual celebra- 
tion dinner. When originally organized the associa- 
tion was composed entirely of retail merchants. Job- 
bers and manufacturers have always been interested 
in the organization, but up to this time have been 
refused membership. It is generally thought that 
through getting new blood into the body its useful- 
ness will be greatly increased. J.C. Hero, the retiring 
president, was behind the movement to enlarge the 
scope of the organization, and was backed by prac- 
tically every member. 


Few Clerks Become Managers 


“We have just bought a store in a neighboring city,” 
remarked the manager of a certain large store. ‘“We 
purpose to continue it as a branch of our own store. 
We have looked about our own store, among our 
clerks, who are much better clerks than the average, 
and we have not been able to find one who shows the 
qualities of a manager sufficiently strong to encourage 
us to appoint him manager. 

“It seems to me that the training and experiences 
of clerks in stores these days do not develop them to 
be managers. Perhaps there is something wrong with 
the methods of training clerks. 

“Nevertheless, we always give preference to our 
own employees, in matters of promotion, and we are 
going to try one of them as manager of our new branch 
store. We will stand back of him while he is learning 
to be manager. 

“One very good reason for this is the influence it has 
upon our clerks. It shows to them that we are friendly 
to them, and that the door of opportunity is open to 
them, and they go about their work cheerfully, not 
like people bound in a cell in jail.” 
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Classified and Opportunities Department 


**Recorder” 


page per issue: 


Space 1 time 7 times 13 times 
1 inch $4.00 $3.00 $2.75 
2 inch 8.00 6.00 5.25 
3 inch 12.00 9.00 7.75 
4 inch 15.00 12.00 10.00 


rates for space less than one-eighth 


26 times 52 times 


OSITIONS WANTED: Three cents per word for 
each insertion. 
sixty cents. 

five cents per word for each insertion. 
amount accepted, One Dollar. Ads under this head- 
ing will be received up to 5 o’clock Tuesday, P. M. 
When advertisers desire answers to come in care of 
this office, twelve words must be allowed in each ad- 


Minimum amount accepted, 


For other ‘‘Want’”’ advertisements, 


Minimum 


When advertisers desire re- 


plies forwarded direct to their address, each word of the 
address must be counted in the advertisement and 
paid for accordingly. Answers to ads must be sent 


$2.50 $2.00 

4.75 4.00 vertisement for address. 
7.00 6.00 

9.00° 8.00 under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too 


SALESMEN WANTED 


small to open accounts 


POSITION WANTED 


BUSINESS OPPORTUNITY 





Qe Ole tinee rubber footwear sales- 
men for Ohio, Illinois and Michigan. Must 
have acquaintance with the trade. Address, giving 
details of experience, A762, care Boot and Shoe 
Recorder, 189 W. Madison St., Chicago, Ii. 


HOE SALESMAN—We have an established 
territory in Maine that will be open the middle 
of December for a live, hustling shoe salesman that 
has had experience with jobbers’ general line. Ad- 
dress A767, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


ANTED—Shoe salesman to sell the newest 
idea shoe display fixtures. 25 per cent com- 
mission. Average sales, $25.00 upwards. Write 
for full particulars. Address J. B. Williams, 31 
W. 4th St., New York, N. Y. 


XPERIENCED shoe salesman, with estab- 
lished trade, to sell line women’s specialties. 
Carried in stock—McKays, turns and welts, up to 
$7.00. Strictly commission. Must come w 
recommended. No drawing accounts or advance 
money, and sell the better-class trade. Georgia, 
Alabama, Texas, Michigan, Western Ohio, Mis- 
souri, Kansas, Indiana, Iowa, California and the 
Southwest. Address Metropolitan Shoe Co., 78 
Reade St., New York. N. Y 
ESTERN POSITIONS open for competent 
salesmen, shoes, clothing, furnishings, dry 
gece. general merchandise; window trimmers. 
usiness Men’s Clearing House, Denver, Colo. 


ANTED—Salesman with established trade 

who can use as a side line best line of shoe 

polish on the market. commission. In an- 
swer state territory you cover. Address A744, care 
Boot and Shoe Recorder, 207 South St., Boston, 


Wanted 


Salesman for New York State, part of Penn- 
sylvania and part of Ohio. None but experi- 
enced men who have traveled in this territory 
selling women’s shoes’ need apply. Address 
A766, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 






































POSITION WANTED 


HIGH-GRADE man, having disposed of his 

retail business on account of the limited field, 
would like to re; present an A No. 1 manufacturer to 
the jobbing tra Highest references as to ability, 

Address ‘A768, care pot and Shoe Recorder, 
207 South St., Boston, Mass. 


a EFFICIENCY AND SALES MANA- 

ER—Now employed by one of the most suc- 

pe Eastern shoe manufacturers as manager of 

their retail department, is open to consider propo- 
sitions. 

Desires to confer with concerns (chain stores pre- 

Serogd) who. need earnest, efficient effort properly 


ap 

Ried: systemizer, sales manager and buyer. 

Business must be big enough to warrant salary of 
at least $3000 a year. 

Excellent references from present employers, and 
reasons for mer change stated at personal in- 
terview only. ress A763, care a and Shoe 
Recorder, 207 South St., Boston, Mass. 








ge moor WANTED—Experienced shoe man 

desires to locate in South with progressive firm. 

Prefer ladies’ shoes and city of about thirty thou- 

sand. Capable of managing and buying. Best of 

oY Address Simmons, Box 95, Waynes- 
ro, Va 


epee hat ew geen | retail shoeman 
artner in 
retail shoe store y ieieden to ‘sone on Broadway, 
below 103d St., New York City. Reference ex- 
change. Address A765, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 








A- SHOEMAN desires Bem between now 
: and next S —_ pecialized in fitting of 
high-class trade. le of managing store or 
large department. indow dresser. Married. 
est reference. Now employed. Address A760, 
care Poet and Shoe Recorder, 207 South St., Bos- 
ton, ass. 





b eer MAN, with six years’ experience selling 
to the shoe factories in this country and Can- 
ada, with headquarters at Lincoln St., Boston, and 
who has a thorough know'edge o1 the shoe business, 
desires a position as Boston representative, with a 
rogressive concern. A good business-getter. 
horou — reliable. Has a large acquaintance in 
the tra Address A752, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 








LINE WANTED 


ANUFACTURERS’ OR JOBBERS’ LINE 

WANTED —Low priced, suitable for mail- 

order +X Have mail-order house following. 

eee D. O., care Boot and Shoe Recorder, 189 
. Madison St., Chicago, Ill. 








ANTED—Popular priced line women’s, miss- 
es’ and children’s McKays for Georgia, 
Florida, Alabama and Mississippi. Address A761, 





WANTED TO PURCHASE 
Address 





O PURCHASE—Mismates wanted. 
Ryan Shoe Co., Hannibal, Mo. 








Do You Wish To Retire or 
Sell Your Surplus Stock? 


Don’t Sell Until You Get Our Offer. 


We have the largest outlet and pay the 
best prices for shoes. No mages Soe 
large. Short term leases taken 
municate with us, and we will send rep- 
resentative. Established 1889. 


VAN PRAAG & COMPANY 
15-17 Greene Street, New York 


= gs ge cash buying concern of every 


ise in the country. 


Telephone, Spring 2248-9. 








care Boot and Shoe Recorder, 207 South St., t 
ass. 








STOCK FOR SALE 


IRST-CLASS STOCK boots and shoes, leading 

store in thriving Illinois city. Stock invoice, 

about $7,000, veer for sale or trade. Address 
Isenbarger & FI North M ter, Ind. 














FOR SALE 


HOE og FOR SALE—Serves 10,000 popu- 

lation. ‘~~ moderate. Located 30 miles 

out of Boston. nusual copereenity, Investigate. 

Address A764, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








Fo SALE—A good, live shoe business in town 

of 3,500 in northeastern Iowa. Good reasons 
for selling. No trade. Address A753, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 





OR SALE—Growing retail shoe business in 

by tite J city of yy aely 9 thousand, in heart 

of the Middle West. Address A757, care Boot aad 
Shoe Recorder, 207 South St., Boston, Mass. 





roe SALE—Shoe store, best tourist town in 
Florida. Clean stock. Good reason for sell- 


ing. Address Box 628, Orlando, Fla. 





Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quanti- 
ties no object. Retail or wholesale. 
Short term leases taken off your hands 


Wire or Phone us 
Conga? Confidential 
stablished 1890 


GLAUBERG & CoO. 
520-522 Broadway, New York, N. Y. 


We also purchase clothing, 
hats, furnishing goods, etc. 


CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchandise. Leases taken 
over. We will send a representative to 
investigate and make offer upon request 


Max Kalter Mercantile Co. 
106 Grand St.,New York City. Phone,Spring9413 
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WANTED TO PURCHASE 





Retailers --- Manufacturers 


Surplus Shoe Stocks 
SLOW SELLERS 
HIGHEST CASH PRICES PAID 


Drop a Line to 


A. M. SACKS 


19 Albany Street 





SELL US YOUR SHELF Sy pa 
We will at any time buy 10 to 100,000 
shoes, Factory seconds, surplus lots, Ol Frasie, 
ioned Shoes, Entire ‘plants, Wholesale Stocks, 
Retail Stores, etc. e have an unlimited ex- 
outlet—you can realize = price by deal- 
ing direct with us. merchandise 
stocks of every description A. or large, new 
or old style. “aeereneeate confidential, in- 
stant attention. Est. 188 
New York Export +. Corporation 
42 Lispenard St. New York City 


Boston, Mass. - 











Do You Wish to Raise Cash Quick? 
Entire or surplus stocks of shoes.drygoods, 
clothing an al merchandise of all, kinds 
bought for spot cash. Short term leases 
taken off your hands. Retail or wholesale 
BEFORE SELLING WRITE US 
Communications Strictly Confidential 
Brooklyn RT oy Ae 
FRANK WALKE pce 
610 meee ~ 41 < BROO . N.Y. 








. 2328 a 











MISCELLANEOUS 





REECE’S ROCKER BOTTOM 
WOODEN SOLE SHOES 







Used in all 
damp, cold, 
wet and hot 
: places 


501. Oil Grain Waterproof Shoe . . %. rth! 

507. Black Pebble Split Shoe ... . 

600. Ten-inch Oil Grain Lace Boot. . 3 i0 

601. Fourteen-inch Oil Grain Regular ‘Boot 3.00 
Send for illustrated catalog 


REECE SHOE CO.. Columbus, Neb. 


“THE GREAT NATIONAL SHOE 


News Notes 


E. G. Reeser Marries 

E. G. Reeser, of Louisville, Ky., con- 
nected with the F. E. Reeser Shoe Mfg. 
Co., is receiving the congratulations of a 
host of friends over his recent marriage 
to Miss Sarah Hewett, of Louisville. 
Mr. Reeser travels for his brother’s com- 
pany, and has been covering sections of 
the West and South principally. The 
young couple spent their honeymoon in 
the South. 


Buys Edwards & Mitchel Store 
Urbana, Ill.—Isenbarger & Fleming of 
North Manchester, Ind., have purchased 
the store of Edwards & Mitchel of Ur- 
bana. The new owners will take posses- 
sion at once. 
‘Keeping Up With the Time 
New Orleans, La.—H. N. Gastrock has 
been renovating and improving the front 
of his store in Magazine Street. The 
show cases were given special attention 
and a new sidewalk was laid in front of 
the store. 


Expect to Enlarge Store 


Dayton, Ohio—Morris & Simms, at 
23 South Ludlow Street, two former 
traveling salesmen, operating the only 
exclusive men’s shoe store in Dayton, 
report business increasing to such an 
extent that within the next 60 days they 
will have to start making improvements 
and enlarging their present quarters. 











Resident Boston Buyer 
For Jobbers and Large Retailers 


Styles change quickly—it is difficult 
to know where to get the shoes you 
want in a hurry. 

Write or wire your needs. I will fill 
them for you. 


GEORGE GREGORY 


Rice Building BOSTON 














‘Florida by Sea’’ 


SERVICE FROM BOSTON 


$45.00 Jacksonville and Return. 
14-day—2500-mile trip. Every Thursday. 


$18.00 Old Point, Va., and Return. 

3-day—1000-mile trip. Every Saturday. 
$22.00 Washington, D.C., and Ret. 

Meals and Berth included on 
Through tickets to points South am West. 
Steamer for Baltimore, Mon., Wed. and Fri.; for 
Norfolk, Tues., Thur. and Sat.; for Philadel- 
phia, Thur. 5 P.M. 

Send for particulars 


Merchants. & Miners Trans. Co. 


Cc. H. Maynard. Ast Agt., Pier 9 Northern Ave. 
Sine Tic! Washington St. 
“Finest Conseulan "Trips in the World”’’ 

















B. W. GODSOE, Pres. 
. G. DONALD Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 
FANCY 


FANCY MAT KID 


95 South Street, Boston 





FISHER 


Tits —_ uh Bos. 


"HEEL gow 
COUNTER 


SUPPORT 


A _ A Weak 
kles 


Prevents the Counters of one and 
hoes from Running Over 
Easil. agetes 
For Sale by Ail ‘indings Dealers 
Beware of Imitations. 


VARNUM IMPROVED SIZE 
STICKS 





BD: 


Without With 








U. S. Standard 
Ask Your Dealer For Them 


F. W. WHITCHER COMPANY 








Boston and Chicago 


WEEKLY” 163 
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AGENTS WANTED 








Bicycle 
STEP 
LADDERS 


are made in 
many styles 
and to fit 
all kinds of 
shelving. 
Send for catalog 


giving full descrip- 
tion and prices 


The Bicycle Step 
Ladder Company 
67 Randolph Stree: 
Chicago - - Ii. 











Every Shoe Store Needs 


a pair of 


“MANCHESTER” 


(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper made 
which is just,the right 
shape to cut out_tacks on 
the nside of shoes. 


‘* Manchester ”’ 


Trade Mark Reg. U.S. 
Pat. Off. 






nippers are made of high 
grade tool steel, nickel 
plated with a curved jaw 
that enables you to cut}the 
tacks close to the insole. 





SS 





Be sure and specify 
“MANCHESTER” 


43H 


curve jaw when ordering. 
Write us direct if your 
dealer cannot supply you. 


Price, $2.50 


Frank W.Whitcher Co. 


Patentees and Manufacturers 


Chicago Branch 
Boston, Mass. 323-325 W. Lake St. 
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FOX FOOTERY — THE LINE SUPERB. STYLES FROM PARIS AND NEW 
YORK. DESIGNS OF RARE APPEAL. SNAP AND SPARKLE WITH A DASH 
OF THE DARING. LASTS OF EXQUISITE FORM. PRICES POPULAR. THIS 
IS THE STORY OF FOX FOOTERY REDUCED TO HEADLINES. READ IT 
AGAIN—AND YOU WILL SEE WHY RETAILERS SUCCESSFULLY SELL FOX 
FOOTERY. YOU OWE IT TO YOUR BANK BOOK TO GET ACQUAINTED 
WITH THESE SMARTEST OF SLIPPERS AND PUMPS NOW. FOLLOW THE 
IMPULSE AND DO IT. 


CHARLES K. FOX. INc.. HAVERHILL. MASs. 
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“ONE PAIR SELLS ANOTHER” 
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The market for “Barry” 
shoes is constant y broadening. 
Increased opportunities for 
dealer sales arise every year. 
Next year promises to be the 
most resultful of many With 
increased earnings, people have 
added desire to possess the 


better grades of shoes. They 


ae 


will be buying “Barry” shoes 


TREK War Warar ey are 
RRRRRRRRRRRRE |. 


instead of cheaper footwear. 


ae 
—_ 
OSS 


Try your trade on “Barry” 





shoes during 1917. Begin now. 





Stock No. 939—Imperial Last, Black Stock No. 940—Plaza Last, Gun Metal 
Vici Blucher, 9-8 inch Broad Heel, Single Blucher, Rex Calf Top, 11-8 inch Broad 
Sole. D and E Widths. Sizes 5 to 10. Heel, Single Sole. C, D and E Widths. 

Price $4.00 POR. Price $3.50 





STOCK DEPARTMENTS AT BROCKTON 
AND NEW YORK 





LR ae 
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Stock No. 936—Pippin Last, Gun Metal 


Stock No. 943— Unbranded, Copley Last, 
Button, Mat Calf Top, 10-8 inch Broad 


Brown Cordovan, l-inch Broad Heel, 


Single Sole. A, B, C, D Widths. Sizes 5 Heel, Single Sole, and D Widths. ug 
Wa kad e hesdctavasawenes Price $5.75 UD Ds 60.4 06-080tse cues Price $3.75 
Stock No. 941— Unbranded, Copley Last, Stock No. 933-—Unbranded, Campus < F 
Gun Metal Bal, Rex Calf Top, 1-inch Last, Patent Button, Black Cloth Top, UZ 
Broad Heel, Single Sole. B,C, D Widths. l-inch Broad Heel. B, C, D Widths. Nyy 
PED OD UBL sco sncrsce peas Price $3.50 Sizes 510 10...........00008 Price $3.60 N42 


Stock No. 931—Bear Last, Mahogan 
Shade, Russia Calf Blucher, 19-8 inc 
Broad Heel, Single Sole. C, D and E 
Widths. Sizes 5 to1l0....... Price $5.00 


Stock No. 935—Unbranded, Regis Last, 
Gun Metal Bal, Mat Calf Top, 1-inch 
Broad Heel, Single Sole. B,C, D Widths 
| RT . Price $3.75 


When you have sold ‘Barry’ shoes for a few weeks you will 
see that at last you have found the business producing and pleas- 


ing line. 





Stock No. 942—Bear Last, Gun Metal 
Button, Rex Celf Top, 10-8 inch Broad 


Heel, Single Sole. and D Widths. 
Sizes 5 to 10........ chee cow Price $3.50 
T. D. BARRY COMPANY 
BOSTON OFFICE " ) , NEW YORK OFFICE 
183 Essex Street, Room 204 Brock ton, Mass. 819-A Flatiron Building 
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Address all Communications to Our Brockton Offices 
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This 
Little Machine The Kelly Button Machine 


| The KELLY BUTTON FAS- 

Makes . TENER-—the “‘no rent--no roy- 
4 alty machine” is as necessary in 
Big Dollars your shoe store as the front door! 
For You! Its cost is slight—-its use con- 


stant and profitable. Note the 
many features of this machine! 


An Adjustable Button Shute— 
running buttons of all sizes and 
styles (Milos, pearls and fan- 
cies). 


No Tubes—to be mislaid. 


A. Double Hopper—with two 
styles of button ready for use. 


A Fastener Regulator-—-Adjust- 
able to make buttons loose or 
tight. 

A Safety Guard—Preventing the 
scratching of patent tips. 


A Pointer--Showing just where 
the button will be placed. 


Write us, we'll tell you some 
mighty interesting things 
about the KELLY BUT- 
TON FASTENER--and the 
PROFITS it will bring you. 


Kelly Button 
Machine Co. 


Board of Trade Bldg. 


Norfolk, Va. 





100 Coils of Wire Free! 
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“Hitcu Your Wacon 


_To A 
WINNER.” 





From the Top of the World comes the mighty Polar Bear who is monarch of all he 
surveys in the frozen North, and a most remarkable creature for his powers of endurance 
and tenacity of life. In a combat the Polar Bear never yields. Although he does not 
look so comfortable in the Zoos of our cities he is still a majestic animal and one would 
hardly.care to dispute his leadership. He is the biggest and strongest of the Bear family. 
Indisputable also is the leadership in Patent Leather circles of the two Big Winners. 


Sterling Golt Sterlitiq Kid 


Bristol Patent ve Company 45 South St. Boston, Mass. 








Saf 
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IN STOCK 


Brown Cordovan Bal 


(Unbranded) 


Stock Style S 522 


Brown Cordovan Bal, Cordo Calf Top, Ritz Last, 

Heavy Single Sole, 8-8 Broad Heel. A_ wide, sizes 

7-10: B wide, sizes 6-10; C and D wide, sizes 5-10. 
$5.25 

















17 LINES CARRIED IN STOCK 17 
——REQUEST CATALOG— 











a 











“TF T\HOMPSON” Salesmen are on their respective territories with 
complete Spring and Summer, 1917, sample lines. A word from 
you at this time will insure a call and an opportunity of getting 

full data first hand. There are features of this season’s proposition 

you cannot afford to miss. 


HOMPSON BROS. IN 


MEN’S FINE SHOEMAKERS e 
Tee eer 











NEW YORK BOSTON CHICAGO 
#1A Flatiron Building 60 South St., Rooms 63-64 35 South Dearborn St., Room 406 












Address all Communications to Brockton (Campello) Mass. 
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18-FT. GOODYEAR SHOE REPAIR OUTFIT 


OVER 


$1LOQ,0O0,000 


A YEAR 


is said to be the volume of the shoe seats 
business of the United States. 


ARE YOU GETTING YOUR SHARE OF IT? 


If not, let us talk over with you the possibil- 
ities of a repair department. You will be 
interested to know what others are doing. 


United Shoe Repairing Machine mane dies. 


BOSTON, MASSACHUSETTS 














~] 


“THE GREAT NATIONAL SHOE .-WEEKLY” 


VALUES 
DELIVERIES 


PROFITS--They are all for the 
retailers of 


“KONQUEROR” SHOES 


FOR MEN 


Dec. 9, 1916 














Model 
No. 737 


This and 
Shoes Listed 
Below are 
In Stock 

















Following stock numbers are ready for orders and will be continued through the rest of the season. 


For complete description refer to 
our catalogue. Send for copy if you have none. 





Stock No. 737—Gun Metal Bal, Fw jas. ast No. 555—Colored Calf Bel. mons Stock No. 180—Kid Blucher, ~~ i. - 
ee | — (A as 0 bce gee cncsicg sheaes rice $4. rice $2. 
Stock No. 750—Dark Brown Cordovan Calf Stock No. 556—Gun Metal Bal, Bronx Last. : ; 
oN ESAS: Price $4.25 Price $3.50 SRR Se Ee a 85 
Stock No. 740—Gun Metal Bal, Park Last. Stock No. 726—Glazed Kenguses, Bal, Lon- é 
Price $3.75 yee eS Ry Price $3.90 Stock No. 138—Colored Calf ——. Argo 
Stock No. 741—Colored Calf Bal, Park Last. Stock —_ 729—Gun Metal ~ West Last... 0.6... cece cece cece cece Price $3.50 
Price $4.25 INS x 0.3 0%s-6 anus p,5 6558-48 on Price $3.50 Stock No. 139—Gun Metal Blucher, Argo 
geock ‘~ a Metal Bal, — “at | en No 714—Glazed mee ~ yor NEN ig. Bidar 0 Side eck-n hlah:h ee Price $2. 
in le, Par Serre: rice $3.7 NE Bs 00 5520704 0s eens rice $3 
Stock No. 744—Colored Calf Bal, Tan Neo- Stock No. 579—Coiored Calf Bal, Westmin. SRE Te BOOP AT Fase iow. 
lin Sole, Park Last............. Price $4.25 SEE TII O Cortr Price $4.10 ‘ . 
Stock No. 732— ‘Kia Bal, Unlocked Process, Stock No. 580—Gun Metal Bal, Westmin- Stock No. 141—Gun Metal Bal, Fieve Last. 
Watch-Your-Step Last.......... Price $4.25 I Se ec a kdb keeind Price $3.50 Price $2.90 
Stock No. 733—Gun Metal Bal, Unlocked Stock No. 558—Gun Metal Blucher, Nugget Stock No. 143—Colored Calf Baste, Argo 
Process, Nature Last........... Price $4.25 DE svndasdenasedesmoaatowwend Price $3.50 a rrr eer Price $3 $3.50 


The following numbers are more or less broken in sizes and will be discontinued as soon as sold. We cannot guarantee full shipment 


on any of these numbers. For complete description refer to our catalog. 


| No. 738—Colored Calf Pw Royal 
PRE See Tt PPR yee Price $4.00 
Stock No. 435—Kid Bal, West End Last. 
Price $3.35 
Stock a 581—Colored Calf — Dew- 
I re i 4 0, 6:05 05d's ice ad a Price $3.50 
Stock No. 582—Colored Calf pte ney Dew- 
eS EO es ee: Price $3.50 
Stock No. 583—Gun Metal Button, Rumble 
I 5a Oak oes hiked aa derele ide wicks ne ea Price $3.25 
Fg No. 584—Gun Metal Blucher, bee a4 
FRO ST Pe en es Pri 25 
Stock No. 565—Gun Metal Button. mo 
SPER 5 ¢04000 6 64s6cbd0e0 08 Price $3.25 


Stock No. 571—Gun Metal ~~ Dew- 


ee EE er ee ee ce $3.25 
Stock No. 122—Colored Calf Bal, "Tan Tex- 
tan Sole, Bronx Last........... Price $2.85 


Stock No. 123-—Gun Metal Bal, — Tex- 
tan Sole, Bronx Last. ...Price $2.85 
Stock No. 124—Gun Metal Blacher, Black 
Textan Sole, Nugget Last Price $2.75 


Stock No. 125—Box Caif Blucher, Repeat 
ES ey OR rere & Price $2.85 
Stock No. 126—Gun Metal Blucher, Dew- 
MII > 6 6 6.0. 0's. 0.5 or <0 00.8 24s Price $2.60 
Stock No. 127—Gun Metal Buttes, Dew- 
CN GEE EEE ea Price $2.60 


Send for copy if you have none. 


Stock No. 114—Kid Blucher, Smile Last. 
Price $2.85 
a No. 108—Colored Calf mete Alert 


—— No. 109—Gun Metal Biucher, Alert 
OO OR CO Ee e $2.60 
Stock No. 110—Colored Calf Bal "TiiChass 
Eee ee 

a No. 111—Gun Metal * ‘HiClass 


OPT PE Frere rice $2.60 
Seesk No. 112—Gun_ Metal Bitton Alert 
SS EEE OE OOO Price $2.60 
Stock No. 113—Colored Calf Button, Alert 
Bocce vs oar setersbehsnersas Price $2.85 


N. B. Don’t forget to order Unlocked shoes, Stock No. 732 and 733 


Brockton, 


The Preston B. Keith Shoe Co. 


MANUFACTURERS 
CAMPELLO STATION, 


Mass. 


BOSTON OFFICE, 207 ESSEX STREET 
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FEDERAL FIBRE 
SOLES for Men are 
made in 10% and 
9-iron thin and 
spring heel. 


Colors: Black, 
Tan, White. 










A group of Texas Longhorns from which the 
best sole leather was formerly obtained. 










ufacturing industry. They are neither an imitation of or a 
substitute for leather, but rather an improvement born of 
present day conditions and necessity. 


Federal Soles have all the advantages of leather, with- 
out its drawbacks of uneven quality and uncertain prices. Thus they meet fully the requirements 
of shoe manufacturers who recognize the value and necessity of using soles other than leather, to 
improve the wear and maintain the quality-standard of their factory product. 


Years ago the best sole leather came from the hide of the Texas Longhorn — the sturdy 
cattle of the western plains. Roving at will in the open, and exposed always to the hardenin 
effects of the sun, wind and storm, the hides of these cattle grew exceedingly thick, tough = 
close-grained; and being tanned by natural processes requiring months to complete, this Leder 
was unsurpassed for toughness and wearing qualities. 


With the passing of the Longhorn species, however, and the evolution of cattle raising to a 
scientific basis, more attention has been given to the care and housing of cattle during cold and 
stormy weather. Today, therefore, the hides from which sole leather is derived are thinner, of 
inferior quality and much less durable than those formerly obtained from the sturdy Longhom cattle. 


Furthermore, the constantly increasing demand for more and “quicker” leather has introduced 


View of the Federal Factory where Federal Fibre Soles are made. chemical methods of tanning, 
Si GE, & Pee ages: which, though much quicker in 


F aecenig Fibre Soles mark a new era in the shoe man- 
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action, produces leather far in- 


ferior in quality and durability. 


Again, each hide yields but a 
few No. | soles; the oe sel be- 
ing inferior grades; consequently 
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“FEDERAL FIBRE) SOLES 


FEDERAL FIBRE 
SOLES for Women 


are made in 9-iron, . 


: thin or spring 
é: heel, 6 or 7-iron 
in even stock 
only. 


Colors: Black, 
Tan, White. 


A modern herd of cattle from which sole 
leather is now obtained. 


with the exceptional activity of the. leather market today, it is 
impossible to supply the demand for No. | soles. Other grades 
naturally are substituted, therefore a No. 2 and No. 3 grade 
sole may. be found on the same run of shoes and from which, 
obviously, the same amount of wear cannot be expected. 


Federal Fibre Soles overcome these conditions perfectly. They have been developed after 
a most exhaustive study of what constitutes a perfect fibre sole, from stand-point of the shoe manu- 
facturer, dealer and consumer. Different grades of shoes require soles of varying quality and prices, 
therefore we are prepared to supply two grades of fibre soles to meet this condition. Each grade of 
soles is absolutely uniform in thickness, weight and quality, therefore every sole of a grade wears 
just as well and lasts just as long as the other. 


They are made to cover shoes size for size, excel the best quality of sole leather, wear better, 
are more flexible, thoroughly waterproof, will not slip, and do not cause foot discomfort in hot weather. 
Federal Fibre soles are easily applied at any factory, and were the first soles to be made with 
a graduated break in the shank. This break in the shank starts 14 inch behind the ball and extends 


1% inches down into the shank, thereby placing the strength in the arch, where most needed, and 
at the same time improving the appearance of the shoe. 





Federal soles are not an experiment. They have withstood every conceivable test and been 
found dependable. There is no other sole just like it. Thus Federal Soles are distinctive in qua!- 
ity, uniformity and price. Every shoe manufacturer and dealer therefore should convince himself of 
the advantages of using Federal Soles, in his own interests, as well as those of the consumer. 


The Federal Rubber Company 


OF ILLINOIS 
Factories: Cudahy, Wisconsin 


Manufacturers of Federal Automobile Tires, Tubes and Sundries, Motorcycle, Bicycle and Carriage Tires, Rubber 
Heels, Horse Shoe Pads, Rubber Matting and Mechanical Rubber Goods 
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WET WEATHER ! 
| 7 Hn] I 3 - wt : 
ESSEX Soles meet the popular demand. 
They do what leather cannot do. 
They are waterproof until paper-thin. 
They outwear leather. 
They have a sharp, square edge. 
They give comfort and service. 
They do not crack or spread. 
They do not sweat the feet. 
“They certainly do beat leather.”—Sell them. 
SOS PSUR ee eRe 
ESSEX RUBBER CO., Inc. 
| | | MAKERS OF “SHED-WET” —A BETTER SOLE THAN LEATHER; 
ALSO “FIBERIZED-RUBBER” SOLES FOR OUTING SHOES 
TRENTON, N. J. 























Buyers’ Easy Reference Directory 
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Sseaded Sip 
THE LACE OF QUALITY 


if Jjeaced, eey i 













BEADEO 


The Tips match the Braid 
All Lengths, Widths and Colors 


Ask your Jobber or write us 


UNITED LACE and BRAID MFG. CO. 
[Auburn] PROVIDENCE, R. I. 








The Strong & Garfield Shoe 


12 staple sellers of these fine shoes 
for men, are carried in stock. You 
ought to have the booklet which 
tells about them. Shall we send copy? 


George StrongCom pany 


East Weymouth, Mass. 
BOSTON OFFICE, 183 ESSEX STREET 

















McKays and Welts 
For the Up-to-Date Woman 





Values that stand alone at their prices 


McKay and Welt Shoes. For 
Women at Popular Prices 


COTTER SHOE CO. Lynn, Mass. 





SEND YOUR UNSALABLE 
COLORED CLOTH TOPS 
~TO US 


We will make them a fast black that will 
not fade, and we will not soil your linings 


LEATHER SHOES DYED ALSO 
Prices according to quantity Sample dyed free 


NEW YORK SHOE DYEING CO. 
149 DUANE STREET NEW YORK, N. Y. 











CUSHION SHOE FOR WOMEN 
The line that advertises itself— 
women wearing them will send 
customers to your store. You 
will also secure business on 


women into your store. 






WRITE FOR EXCLUSIVE AGENCY 


John Ebberts Shoe Co. 
Buffalo, N. Y. 


> B-145 
= Vici kid lace boot 
hand _ turned sole 
Kid Tip oc famous 
Easy Joint Last 

B-144 All Vici, Patenc tip (Price same) 





The Dr. A. Reed 


other. styles by «citing the 








—™™ matter-of-course way in 
which men everywhere ask 
for the 


Boston 


Garter 
Kdtfuyy 


means quick and easy salesfor you 
Two Popular Styles, Pad and Cord 
GEORGE FROST CO., Makers, BOSTON 
C.E, Conover Co., Selling Agents, New York, Chicago, a. <a St. Louis 




















We stand ready to ship any order in any quantity 
from Shoe Buttons to 
Shoe Repair Machinery. 

Headquarters for Find- 
ings and Shoe Store Sup- 
plies. 


Look for Our 
New Location 


INTERNATIONAL 


SHOE SUPPLY CO. 


148 DUANE ST. 
NEW YORK, N. Y. 











PASS THE BUCK TO 
KIELY 
The White (Buck) Man of the East 


A Factory with a Snow 
White Atmosphere 


sain SHOES FOR 


ANTS, CHILDREN, 
MISSES and GROWING GIRLS 


McKays and Welts 


Shoes that Fit --- Shoes that Sell 


KING KIELY OF THE EAST 
MAKER 


T. J. KIELY & CO. 
LYNN, MASS. 





THIS IS KIELY 
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Jotel la Salle, 


Chicago’s Finest Hotel 


_ 
te 








A few hours, or a few days spent at HOTEL LA SALLE 
afford a refreshing relief from the tedium of the business 
or pleasure trip. The most exacting guest finds his wishes 
anticipated, both in the essential comforts and in the 
finer points of service. 


We are familiar with the requirements of the Shoe Trav- 
eling Men;—with the assistance of our popular LA SALLE 
shoe racks at HOTEL LA SALLE, shoe men can display 
a line of 240 shoes in 18 feet, 160 shoes in 12 feet or 90 
shoes in 6 feet of sample space. 















» The central location—La Salle at Madison Street—puts 
you in close touch with the city’s activities. 





RATES 


One Person Per Day 


Room with detached bath, $2.00, $2.59 and $3.00 
Room with private bath, $3.00, $3.50, $4.00, $5.00 


Two Persons Per Day 


Room with detached bath $3.00, $3.50 and $4.00 
Room with private bath— 
Double room . $5.00 to $8.00 
Single room with double bed. $4.00, $4.50, $5.00 


Two Connecting Rooms with Bath 


Two persons ; ;, . $5.00 to $8.00 
Three persons A ‘ . 6.00 to 9.00 
Four persons ; ; . 7.00 to 12.00 


1026 rooms—834 with private bath 


al Motel Ia Salle. 


Chicago’s Finest Hotel 








* La Salle at Madison Street 
ERNEST J. STEVENS, 


Vice-President and Manager 








Buyers’ Easy Reference Directory 


PUL Ll CURODRUGEODOCRGRGRRCESRCCESRGRRCERaeEeaTS 
HOMPSON SHOE CO. 


ST. PAUL, MINN. 
MANUFACTURERS OF 


OUR PRODUCT WORK SHOES 


BALS AND JULIETS : We carry a complete stock on the floor. Let 
TURNS AND McKAYS us send you samples. 













a 


Women’s Comfort Shoes 


= 
= 
E 








: We also make a complete line of Men’s, Wo- 
; men’s and Boys’ Hockey and Skating Shoes. 
oMPiswen HES 


We have some open territory for good salesmen 
LYNN, MASS.0-9.4. . 











seen 











ee PU 


See SEES BBB RBEBERBRBRBRBRE ESB 
DO YOUR WINDOW TRIMMING 
EARLY 


CHRISTMAS BACKGROUND PAPERS 
FURNISHED IN ROLLS AND 
SHEETS 


Screens, Pedestals, Borders, etc. Arti- 
ficial Flowers, Special Christmas items. 
Send for our complete catalogue. 


An invitation is extended to merchants 
to call and see our show room. 


*, DOTY & SCRIMGEOUR SALES CO., INC., 
" 74 Duane Street New York City 


pe 





Strootman Cushion Arch Molds 


Surprise your customers’ weak, tender 
and tired aching feet by giving all 
necessary support,’ with the shoe fittin 
in a daeets manner about the ab 
and instep. 


Keep Feet Smiling 


with foot comfort from the first to the 
last day’s wear. 


You might take our enthusiasm with a 
grain of salt; but you can’t very well 
refuse to believe what your own eyes 
and feet tell you. 


Why delay—drop us a postal today 
John Strootman, einer Ee 

































Style 4915 


122-124 Duane St., 
& , NEW YORK CITY 


ot 


MACKS MEDICAL 
333 Fremont St. my — ssid 

















eo 
Bs : 
A Treat to the Feet s i / VERY POPULAR: 
s : 
MACKS FOOT LIFE|: : }. Black and White 
for 4 : in Stock 
bo Mw yp ly s : Black Vici, Full Foxed, White 
‘i a =: Washable Kid Top, Full Louis 
eader. for THIRTY YEARS ||@ = paths ena iat 
_ASend for a copy of lls 4 AtoD. 2% to 
“THE SHOE THAT NEVER HAD A CHANCE” [ig = $5.00 
es : 
a : 
a = 
i. 


ECO. sx 
() SHOE "CO" =: 
100 OF ¢ ST., N. Y. 


OVERGAITERS 


White as the driven snow 
Shapely as Venus De Milo 








There Never Has 


Been a Time— 


when so many shoe buyers 
attend the auction sales of 








IN STOCK 
HENRY LILLY CO. HERE ainubaleaen $12.00 
= Also 
sinh sakes tect a Stock No. pase —Peost | Se Te ye 
i Stock No. 10 AMPAPNE. .........cecece \. 
of ba er op ot ae Sead We. MOET... ..-.--00-sccscees- 12.00 
CER WEE 66. Stock No. 1035—Chamois..............++++- 12.00 
= Send for Sample Dozens. In Stock 
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14 BOOT AND SHOE RECORDER - Dec. 9, 1916 





SUODCRGCOCOECCCORCHGROCGRCGOURERCCORRCRCRGROCGRGRURRGRREOCRROGRERRORERRORORRCRRCRRRECROREE I 


PLAY SHOES and SCHOOL SHOES 
FOR CHILDREN 


All Double Sole, Double Goodyear Stitched, with Welt—No 
Nails, No Tacks, Very Flexible, Best of Sole Leather 


BALS BLUCHERS 
5410—Tan LotusCf. 5510—Tan Lotus Cf. 
5411—Gun Metal 5511—Gun Metal 

&to8, 8% toll 


oe 














iii 
TTT 


11% to 2 
scHg 9 SHOR 
ancnaumanl we E. J. RAMSEY & CO. ‘ PLAY SHOE 
611 n } : a 
s612—Patent Heather 2 to 1l 11 1-2 to 2 407-413 East 91st Street eens = nef woe 
to - , - 675—Tan Lotus 
NEW YORK 5to8, R1-2toll, 111-2to2 


TTTITITIILITLITL Ls 


Learn Chiropody 


Earn up to $5000 per Year 














HOE salesmen have the best quali- 
fications for learning the chiropody 
profession because of their famil- 

iarity with the feet. Many former shoe 
men are now professional chiropodists, 
with possibilities for earning up to 
$5000 per year. The same chances are 
yours, for the field is undeveloped and 
uncrowded. 

The course is easy and requires only 
eight months to complete, and you can 
earn your way through by working in 





the Chicago shoe stores. We have ob- ° © 
tained such positions for other students Six Cents For Matrix Shoe Cuts 
and will be glad to do the same for you. If you are paying more you are wasting good 
Our course is most complete in money ‘ 
every detail, and upon your graduation Become a yearly subscriber to our Service and receive 
you will receive a diploma conferring each month a series of 50 snappy, business-pulling 
aoe you the degree of D. S. C. (Doctor matrices of latest style shoe cuts at 6 cents each, or 
of Surgical Chiropody). $3.00. 
Graduates are prepared to pass any We guarantee this service to contain more up-to-date 
state board examination. and a higher class of shoe illustrations than any other. 


See your local newspaper, Get them to subscribe for 
this service and receive these cuts free in return for 
advertising space. 


Write us today for proof sheets. 


The Waskow Company, Inc. 


ILLINOIS COLLEGE OF CHIROPODY Specialists in Shoe Illustrations 
1321 N. Clark St. CHICAGO, ILL. 551-57 W. Washington Street Chicago 


New classes forming now for January 
2, 1917. Send for literature. 


























CQOQOQUQEOOOGCECCGOCCCOCRERRORCREGEOCEOGECUCURGCCCRCROCUROROCCODCURCOCCORCGORRGCGQRRGQGCCGCCCROROGCERECOCOREORORESORORROORORCRROOOORUCOROROROCOROOORUCRRCRORORRRRCGRCORERG 
THE COPYRIGHTED 


**SHOE AND LEATHER LEXICON” 


AND 


*“*SHOE FITTING’’ 


Are two standard authorities, recognized as such throughout the shoe trade because of the painstaking care and 
accuracy of detail with which they are written and compiled. 

rr sl trimmed down to essentials, not a word wasted, they present in compact form information of the most 
useful sort for any one whose business it is to “know shoes,” and to sell them. 

Both are published by the Book Department of the “Boot and Shoe Recorder.” Price 40 cents pér copy, three 
“— for $1.00 (mixed order if desired) postpaid. Please send. cash or check with order, or stamps for less than 
a dollar. 





= 
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Buyers’ Easy Reference Directory 
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4 CHANDLER’S FAIRY TIP LACES, TUBULAR and ROUND # 


Lengths 27 to 72 ination’ In Stock 
Prices Below For At Once Deliveries 





Pat. 540—FineMercerized, Tubular, Popular Fairy Tip, Small Dressy 


. p, easy to lace 
40 in. BI’k & White... .$2.40 Gro. 63 in. BI’k & White. . .$3.50 Gro. 
40 in. Russ. & Colors*.. 3.25 Gro. 63 in. Russ. & Colors*.. 4.75 Gro. 





Especially 


63 in. BI'k & White. . . $3.15 Gro. 

40 in. Russ. & Colors*.. 2.80 Gro. 63 in. Russ. & Colors*.. 3.90 Gro. 

sCOLORS—Wine, Champagne, Tan, Mahogany, Cordovan 
Brown, Bronze, Light and Dark Gray 


C. A. BROWNING CO., 30 FRANKLIN ST. BOSTON, MASS. 
WTSI SSNSSSVALESSERBSSRSRRSSSSSBESSREREVL 


KELLERS-EVERS-CO-INC 


IN STOCK 


3515 A-D, $4.00 


Women’s Pat. Colt 
Button 
Pearl Gray Kid Top 
Pearl Buttons 


Vv 
E 
Lea. Heel L. 
T 
1 
E 


Pat. 96—Round, eer Fine Quality, Fairy Tip. 
ted for women’s boots 


su 
on. BI'k & White... "$2.25 & ro. 


ME ELELEL EVEL EL VNR NNN RNA RVMNUK NRRL 
mOVKSRSSSSNRKSSSBSSSRRSSEV 








Flexible McKay 


M--rrM<0Z 


A Beautiful 
Boot 


Everything in 
Wood Heels 


Our experience and time at your service 


BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 


HAVERHILL, MASS. 


SHOE STORE 
FURNITURE 
On every piece 


To Match Your Fixtures 





Fitting Stool 


The cheapest on the 
market--will outwear 
4 of any $2.00 kind 
STRONG and 
STEADY 


$3.85 


THE C. F. STRIET MFG. COMPANY 
Write for Catalog 1047 Kenner St., CINCINNATI, O. 





No. 4061 





























IN STOCK 
j SATIN SLIPPERS 


FOR EVENING WEAR 


m Made of good serviceable satin, in operas, 
A with and without rosettes. In Cuban or 
\ 1-2 Louis heel to match. Black, white 
= pink, blue. 


$1.25 to $1.85 per pair 


J ORIENTAL SHOE & 

\ SLIPPER CO. 
116 Duane St. 

NEW YORK, N.Y. 









TERMS 


3%0 10 days; 
30 days, net 
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‘COLUMBIA | 


FIBER COUNTERS 


EXCEL IN QUALITY — PERFECT FIT 
WATERPROOFING AND DURABILITY 
We assure you satisfaction es 


‘COLUMBIA COUNTER:CO- 


349 CONGRESS ST. BOSTON, MASS. 
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SAM 





METAL 
SHOE FITTING 
STOOLS 


Write for 
Catalog and 


Prices 


THE CHICAGO WIRE CHAIR CO. 


621 N. La SALLE STREET CHICAGO 
TTTITITI 


COOCCREOCRCCORRRRRREOOCRRORRORPURRORRRRERGGRERRRRRRERS: 
TT 


at 


Original In Use 
Over Sixteen Years 





IMPROVED VENTILATING CORSET 


ANKLE SUPPORTS carol 
SELL NOW 


ATHAN ANKLE SUPPORTS 
WILL STRENGTHEN ANKLES 


Cures Sprained Ankles—For Children 
Learning to Walk—FOR SKATING 


Order by Name from 
your Jobber or Direct 


stock is also garnet 
on‘e our Western A 
John Lawrie & 
206 arket st. 
Chicago. Litk 


Nathan Anklet Support 


81-90 Reade St.._ 





New York Cc 
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“Wes Burley and Stevens, Inc." * 3-wea 


NEWBURYPORT, MASS. 


Established in 1884 


YOU, AS A BUYER: Know that successful 


merchandising means elimination of the unnecessary as well 
as the purchase and proper handling of the essential. 


This system applied in every department in our 
factory, has produced results that have doubled. our business. 


Doesn't it interest you to buy a line that is 
made under conditions you know are successful. 








Girls’ eight inch lace boots and glove fitting pumps. 
Boys’ English last balmorals and scout shoes. 


HOOUUUUEAUAEOOOOOSACOOGOOSOGOOOOUSCGCGCOOOEOOUOOOOOOOUGOOODOOURDOCODOOEONOOOOOOSSNOEOOOOOOOEEOEEEOONNNOOSEE 


Boston Office EA RM - 110 Lincoln Street 








Saaecaanacs 


January is the Big Month in the Eastern Market. 
Are you planning to be in Boston then? 


HOTEL 
ESSEX 


is the place for you to stop, do business and 
entertain your friends. Location is central. 
Rooms are light and cheerful. Service is prompt. 


BOSTON 
MASS. 


Show your samples here. 
Write us relative to rooms and rates now 


David Reed - - - - - - Manager 

















D* Scholls 
Standardized 








Announcement to Dealers 
GHOE DEALERS appreciate that in Dr. Scholl’s Foot 


Comfort Necessities they have a complete standardized line, 
standardized in anatomical correctness, in highest quality material 
and in finest shape and finish; also that there is an appliance or device 
constructed from medical knowledge to cover each specific ailment. 


The public and the trade, recognizing a minor or serious foot com- 
plaint, can be certain that there is a Dr. Scholl’s Foot Comfort Appliance 
that will give relief. 


The method of application and fitting, the manner of selection and the 
fundamental basis of foot comfort are all standardized. The yellow 
packages will enable you and the public to recognize the genuine 
at a glance. 


THE SCHOLL MFG. CO. 


Largest Makers of Foot Comfort Necessities in the World 


Main Office and Factory: 213 West Schiller Street, Chicago, Illinois 
NEW YORK: 337 Broadway TORONTO: 214 King St., E. LONDON, E. C., 1-4 Giltspur Se. 























































































































» PRACTICALLY every case of foot trouble that comes 
to your store can be quickly and permanently relieved or corrected 
with one or more of these scientific appliances and preparations. Send for 
. free catalog giving complete descriptions. 
‘ 
— 
: : 
Dr. Scholl’s |} Dr. Scholl’s Foot-Eazer || Dr. Scholl’s 
ag bo Anterior 
= = Metatarsal 
Quick relief and Arch Support 
removal of corns 
and callouses. d A 
Made of pure para For sudden in 
rubber to fit cramps and 
al snugly over the pains in the ball of the 
poe eed — foot and for Morton’s 
‘ moval. Also relieve 2 * re- ’ toe. Retail prices: No. 
duce tender, enlarged nts. The World’s 1-$3.00; No. 2-$2.50 
Sizes and shapes for all needs. Standard No. 3-$3.50. 
at Retail prices, 10c to 25c each. 
. Dr. Scholl’s Foot-Eazer has 
become the established stand- 
a ard of the world for reliev- 
ing foot troubles and giving comfort to the feet. 
Supports the weakened arch of the foot, equa- 
lizing the body’s weight upon heel and ball,and 
* relieving the muscular and ligamentous strain. : 
Dr. Scholl’s er Dr. Scholl’s ad 
r Worn in any shoe, making it comfortable. Easy Pedico 23 
Bunion arcs ; . z 
to wear. Retail price, $2.00 per pair. Foot Soap — 
Reducer oe 
ea Cleanses the 
in pores; removes 
Reduces the enlargement; relieves Dr. Scholl’s the dead skin tis- ° 
shoe pressure; stops the pain; and Foot Powder ee ee 
keeps the shoe in shape. Retail price, 50c. (Antiseptic) —— Jo 
. price, 25c per can. 
a Dr. Scholl’s Toe Flex et py 
hot. deverish, Dr. Scholl’s Pedico 
Straightens bunion toe; pre- ee F Bal 
vents over-lapping; and re- ee oe oot balm 
. stockings,it a, i d heal- 
# moves cause of bunion. gives a cool. rest A soothing an q-- . 
Re gta, Soe. Feeling.” Retail famed fest etal 
price, 25c per can. price, 25¢ per jar. 
a Dr. Scholl’s Fixo Corn Plaster Dr. Scholl’s Walk-Strate Heel Pads “ 
Removes hard, old corns in 48 hours. Worn inside the shoe to keep heels from run- 
Retail price, 10c and 25c per package. ning over. Retail price, 25c per pair. 
ad THE SCHOLL MFG. CO. « 
Chicago New York Toronto London 
" ; — Wes | ea; 2 A 5) lanes ae 2) BiBis Raddy oT S bx ds wots fmt O25 tue! Ged EO es a6 eae ‘7 
7 : ¥ LAR iy PIP ‘ wore ~~ BRIT 
ett <s :* gnacee oa 
a a ey Se — ee " ot hier ese y ae ee aoe, Rie Oy eh mrreey ee oe Pee 
: : ae a 2 ¥ ieee Ss ce an 2s Le SES gaa " Sree: a ey ay peer: et Bi a be 
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The Season’s Most Popular Boots 


now obtainable from the famous M-S 


STOCK DEPARTMENT 


“ B978 . 

Style No. B974—White Washable Kid, 8-inch Style No. B982—8-inch Mahogany Russia Style No. B978—Our latest’ HighJCut Polish 
Polish Boot, Light Welt Sole, One-Half Louis Calf Welt Boot, Perforated Vamp and imita- Boot, made from high grade French American 
XV Covered Heel. tion Facing and imitation Wing Tip, Cuban Kid, ove: our New No. 103 Last, Turn Sole 
Real class to this boot for early Spring wear. eel, on our New English, Walking Last. and New French Leather Louis Heel. 

AA, 4 to 7; Ato D, 2% to7 AA, 4 to 8; A to D, 2% to8 AA to D, 2% to7 


Style No. B984—8-inch Polish Gun Metal Style No. B972—The newest Boot for wearers Style No. B983—8-inch Polish Boot, Gray 
Boot, Vou Perforated, also Imitation Tip, of short skirts. High Cut Polish Boot, made Color No. 42 Top, French American Kid 
Medium Welt Sole, High Cuban Heel, Iris of High Grade French American Kid. Welt Vamp, Light Welt Sole, Blue Vanity Heel. 
Last. Sole and New French Leather Louis Heel, AA, 4to7; Ato D, 2% to7 
AA to D, 2 to 7. Irish Last. 

AA to D, 2% to 7. 


Moore-Shafer Shoe Mfg. Co. Brockport, N. Y. 


NEW YORK OFFICE, Marbridge Bldg. (1528 Broadway) JACK JESTER, Agent 


The complete line of women’s and growing girls shoes will be displayed at 
both the Rochester and Cincinnati Style Shows. Don’t miss them. 














Model No. 1000A—Gun Metal Button Boot 
Model No. 1069A—Black Velvet Gypsy Boot “"" th al wi Girl Cloth T 
—1 7-8 inch Heel—SingleSole. Sizes? 1-2to >,Mat Top 713-8 inch He arog ae ee ess Wilths Dand E Doe 


and E. Half Double Sole. 
Model No. 1003A—Same as above 


8. WidthsJD and E. 






Widths D and E. 
Half Double Sole. ta 


Model No. 1072A— 
Dull Kid Button 
Boot—Mat To 1 
7-8 inch Heel. Sizes 
2 1-2 to 8. Widths D 
and E. Single Sole. 
Model No. 1070A— 
Same as above with 
Cloth Top. 





Model§No. 1073A—Dull Kid Blucher Boot— Model No. 1071A—Dull Kid Gypsy Button ‘to 
Sizes 2138 2 


17-8 inch Heel. 
and E. Single Sole. 





17-8 inch Concave Heel. Sizes f 


2 to 8. Widths D Boot— : 
sis ws to 8. Widths D and E. Single Sole. 


Double Sole. 


with Cloth Top. 


Last. Sizes 2 1-2to8. WidthsDandE. Half 


Model No. 1005A—Gun Metal Blucher Boot Model No. 1046A—Patent Button Boot— 

1 7-8 inch Heel—Plain Toe. Sizes 

San to 8. Widths D and E. Half Double 
ie. 


Model No. 1006A—Same as’ above with Mat 
‘op. 


$2.25 wholesale 


30 styles ready to ship NOW 


Your business cannot grow unless you get 
repeat sales, and plenty of them. The suc- 
cess of a retail business is built up on the pat- 
ronage of regular customers. 


The Belle-of-Broadway Shoe is a builder of 
permanent business because it holds customers 
as well as wins them. It gives service and wear 
Such as women have never before obtained 
from shoes of this grade. Read the broad 
guarantee on the opposite page. This guar- 
antee means just what it says—the Belle- 
of-Broadway Shoe must satisfy your custom- 
ers—or we will make good. 


TRADE 


Model No. 1106A—Pa' 
17-8 inch Concave Heel. Sizes 21-2 Cloth To; 
. Widths D and E. Single Sole. 


The Belle-of-Broadway Shoe is not a side- 
line—not a by-product that is made from 
culls. It is a specialized shoe, made in a fac- 
tory designed and equipped for the single task 
of producing the world’s greatest wear-value 
in footwear of this grade. 


Gun metal models are cut out of plump weight 
upper stock, with all the weight in the leather 
itself. Patent leather models are made out of 
the best grade of chrome patent, which is 
better wearing material than bark tanned. 


Counters are guaranteed to outwear the shoes. 
Heels are double-clinched, and cannot be 
pulled off without demolishing the shoe. 


elle. road 


MARK REG. U.S. PAT. OF F. 


tent Lace Boot—Cilotn Model No. pores tet, Button Boot— 


. Toe—13-8 inch Heei— 
ys | irl or Baby Doll Last. Sizes 2 1-2 
to8 idths D and E. Half Double Sole. 


Model No. 1107A—Same as above in Button 




















Model No. 1002A—Patent B Boo Model No. 1059A—Patent Button Boot— Model No. 1991A—Women’s Patent¥8-inch Model No. 1992A—Women’s 8-inch Duii sid 
fat MatsTop—i 7-8 inch Heel—Ti 0 Sizes 2 1-2 Glowte Top—1 7-8 inch Heel—Tip. Sizes212 Lace Boot ore on einen re Button Boot—Cloth Top—1 7-8 inch Concave 
to 8. Widths JD and E. Half Double Sole. to 8. Widths Dand E. Half Double Sole. Single Sole” 1- ani ne on 21-2 to 8. Widths D and E. 


No matter how many cases you may need for 
immediate shipment (36 pairs to a case) in 
any assortment of styles you prefer, we can 
supply you at once. Order now, anticipating 


a 

. your needs as far ahead as possible. The raw 

k material market is advancing right along and 
further advances are yet to come. Protect 
yourself against this advance by getting in 

t your order at once at our present price of 

. $2.25. 

Write for catalog showing complete line of 

, styles. 

3. ” 

4 The Elbinger Shoe Mfg. Co. 


LEBANON OHIO 


'| way SHOE 


AR 


ics weer Batten Roet— 


Model No. pe tent Dutton Boot— Model N 
Cloth Dol tact 3-8 inch ye A Grrl ¢ Mat Top 13-8 
aby Doll Last. Bises 21-3 toe Baby Doll 
. Half Double Sole. and e. Halt D 





Wear guaranteed 






Model No. 1990A— 
Women's 8-inch Pat- 
ent Button 


Single Sole. 





Read this broad 
GUARANTEE 


We absolutely guarantee the reasonable wear of 
every shoe that we make. You can sell Belle-of- 
Broadway Shoes to your most critical customers, 
demanding considerable wear, and you will 
find them highly satisfactory. Should a pair of 
our shoes go wrong, and if in your good judgment 
you feel that the fault is ours, please return the 
worn pair to us at once and we will deem it a 
pleasure to give your account credit for same, as 
we stand behind every pair. You know that 
we could not make such a sweeping guarantee 
as this unless our shoes wear. Model Ne. 1008A~= 


Gun Metal Button 
Boot—Cloth To 











and E. Single Sole. 


Model No. 1074A—Gun Metal Button Boot— nodel No. 1901A—Gu 


etal Button Boot— 

Cloth Top—1 3-8 inch erry Girl 4 73 inch ue Sizes 2 1-2 to 8 

‘see 218 ee Se Baby Dol 8 to 8. Widths D Mat Top td E_s Halfgpo . 
Double Sole. and £. Halt Double Bole” ute B and B. a HaltfDouble Sote 
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Solving 
the price 
question. 





_ The big question of price with the retailer is 
not so much that of the individual per pair 
price as it is the aggregate expenditure. 


The public expect to pay more for shoes, and 
women seem eager to pay the high prices. 


The question of how to meet this condition without using 
large sums of money is solved by the Rice & Hutchins dis- 
tributing system. 


This system maintains nine large wholesale houses, in each 
of which is at all times a complete stock of Rice & Hutchins 
shoes. 


The retailer who wants to supply the public demand with- 
out a large investment can buy from these wholesale houses 
small lots as he needs them. 





WHOLESALE HOUSES 


The Rice & Hutchins Chicago Co. The Rice & Hutchins Baltimore Co. 

The Rice & Hutchins New York Co. The Rice & Hutchins Cleveland Co. 

The Rice & Hutchins St. LouisShoeCo. The Rice & Hutchins Cincinnati Co. 

The Atlas Shoe Co., Boston, Mass. The Rice & Hutchins Atlanta Co. 
Joseph I. Meany & Co., Inc., Philadelphia 





Rice & Hutchins, Ine. 
20 High Street, Boston, U. S. A. 
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